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It Does Not Pay to Be Misunderstood 


regarding beef and hide prices: 

“The ox is an animal composed of beef and entirely 
surrounded by hide. The ratio between the contents—beef— 
and the container—hide—must be in some respects a con- 
stant, because it is obvious that the more beef, the more hide. 
And yet the people who sell beef are shouting aloud that beef 
is cheaper, very much cheaper; while the peopic who sell 


‘i Brooklyn Standard-Union has this to say, 


shoes, made out of the same hide that surrounds the beef in - 


its happy days, are saying with a baleful glitter in their eye 
that shoes are going up in price and will go up still more. 
“High prices are cutting the value of the dollar in half. 
“It is small satisfaction to pay a few cents less for a pound 
of steak and have to give up several dollars more for a pair of 
shoes. If there is an increased scarcity of leather along with 
a comparative abundance of beef, nobody has offered any 
comprehensible reason why it should be so. Congress should 
investigate this alleged shortage of leather. Is it all going 
abroad to save the gentle Bolshevist from going barefoot?”’ 
The reasoning is fairly good—but it is based upon 
incomplete information, and is therefore worthless. 
It is precisely for the reason that “the ratio between 
beef and hide must remain a constant’? that the 
comparative hide shortage occurs. Beef has been 
cheaper than it was, largely because it was meeting 
the increased competition of great quantities of fish, 
poultry, eggs and pork, all flesh-foods and none of 
them a sustainer of the hide supply. But the hides 
themselves were not only without any such com- 
parative relief in added supplies of material usable 
in their place, but were subjected to very heavy de- 
mands, for army use, in shoes and also in artillery 
harness and cavalry equipment, as well as demands 
from the automobile trade. 
These simple facts of the situation make it quite 
plain why there has been the “increased scarcity of 


leather, with a comparative abundance of beef.” 
The butcher cannot peel off an extra thickness, when 
the comparative supply of hides lags. A beef car- 
cass isn’t like a barrel of crude petroleum, suscep- 
tible of being divided up into widely varying per- 
centages of finished products. In the process of dis- 
tillation the chemists can switch a considerable part 
of the basic material to gasoline or kerosene as de- 
sired. The butcher has no such latitude, no possi- 
bility of increasing the relative proportion of hide. 
These are real reasons and we hope they are “‘com- 
prehensible.”’ 

So far, no branch or part of the shoe trade has been 
guilty of ‘‘profiteering.” There has been no forced 
sky-rocketing of prices. There has been no advan- 
tage taken of sharp pinches, in the matter of supply 
of raw material. Every effort of great interests in 
the trade, from manufacturer. to retail dealer, has 
been directed toward the steadying of the market, on 
a fair basis. The trade as a whole has enough in- 
telligence to value the good will of the public, and 
it has endeavored to deserve that good will. Its 
members are looking ahead; they hope to be doing 
business next year as well as this year, and for many 
years after. 

The daily press reflects, at times, popular impa- 
tience with the trend of prices. The shoe trade press 
has patiently presented the situation in its true light, 
repeatedly. Every member of the trade, whether 
manufacturer or dealer, should take it upon himself 
to become a committee of one, for the purpose of sup- 
plying his local daily newspapers with data which 
the trade press presents. It does not pay to-be mis- 
understood by the public. 
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The Question of “Ersatz’’ 


HAT is the use of a substitute which refuses to 
substitute? The Germans have been asking 
themselves that question. Some of their reports 
sound a bit like that of the plain-spoken investigator 
of a sample of lignite: ‘Gentlemen, it looks like coal, 
feels like coal and tastes like coal; the only difference 
is that coal will burn and this will not.”” The “ersatz” 
German food failed to feed; the imitation sugar 
failed to sweeten; the counterfeit clothing did not 
clothe anyone for very long. An official report runs 
thus: “the substitute materials for clothing were 
largely a failure. The paper thread, combined with 
shoddy, made a fabric which would not stand the 
least wetting, and which actually fell to pieces in 
wearing. The substitutes for soap, all lacking fats, 
were a failure; skin diseases were promoted by them, 
but not cleanliness. No particular harm was done 
by the substitutes for tea and coffee, as the hot water 
is the main consideration anyway, physiologically; 
but substitute foods of all kinds were a disappoint- 
ment, and led to mal-nutrition and under-nutrition.” 
So it seems that man cannot live by chemistry 
alone, even in Germany, but requires a certain modi- 
cum of real bread, and various other things which are 
what they seem. Perhaps if the nation had not gone 
a bit mad on chemistry and substitution, in a moral 
sense, affairs would have been ordered differently, in 
1914 and thereafter. They invented a lot of sub- 
stitutes which appeared good to them, for justice and 
decent human feeling; and the result was not en- 
couraging. And it seems they fared just as badly 
in things material. 

Just when and why is any material or commodity 
entitled to be called a “substitute’’? 

Another question is, how much of its significance 
is a term of reproach as indicating inferiority in 
quality? 

Any possible or imaginable substitute for a ma- 
terial which is of the highest known grade of perfection 
in its chief quality is a substitute branded with in- 
feriority. A “substitute’’ for diamonds, or gold, 
must frankly admit its inferiority and price itself 
accordingly, or we turn from it, as a cheat; because 
we know that the peculiar qualities which distinguish 
diamonds and gold are not likely to be equaled or 


~ extent upon whether the material replaced is “a 


even closely approached, by any other substance. 
“Ersatz’’ diamonds and fire-gilt wares there may be, 
in honest stores; but they must not masquerade, must 
not pretend to be what they are not. They must not 
call themselves gold and diamonds. 

One of the hardest things to do, in the way of setting 
thoughts down on paper, is to “define’’ something. 
(First, look up the definition of the word “define” 
and study all its meanings and also its limitations; it 
does not indicate that you may use unlimited supplies 
of paper, time and ink, but demands an irreducible 
minimum of economy of material.) Just how is the 
commercial ‘‘substitute” to be defined? An attempt 
at the job might run as follows: 

‘A substitute material is one used in lieu of another 
in the making of a manufactured article, of less cost 
and presumably, though not necessarily, having the 
principal distinguishing qualities of the original in a 
less degree; being either an imitation of the original 
in appearance, or so located in the make-up of the 
article as not to be readily seen upon casual observa- 
tion; and not being definitely barred from use by 
specification of materials in bargaining concerning 
the completed article, whether definitely expressed 
in contracts or called for by binding and legal general 
trade custom pertaining thereto.” 

That may not be complete; can you better it? We 
should be glad to give space in our columns to an 
attempt, from anyone in the trade, at a clearer or 
more descriptive definition. Please think it over. 

The question of whether a material is to be classed 
as a substitute, with any shade whatever of disfavor 
in the use of the term, depends to a considerable 
material of specification.”” And this usually depends 
upon whether it is used in an important and vital 
part of the given commodity. 

If a material is used in direct violation of explicit 
specification, then it is simply and solely a fraud; it 
has no standing as a tolerable commercial substitute, 
needs no defining and no discussion. 

If a shoe is sold as having a leather counter, then 
no substitute can be tolerated in that particular detail 
of its make-up. It must either have a leather counter, 
or be classed as a cheat. But more shoes are sold 
without that specification than with it; and a great 
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business has grown up in counters of other materials, 
which have deceived nobody and cheated nobody. 
They have been legitimate and non-injurious sub- 
stitutes. 

So far as the public are concerned, it may safely be 
said that not one person in a thousand ever thinks 
anything about the counter, when he is buying a pair 
of shoes, nor does he care what it is made of, nor has 
he any definite preference for leather, in that hidden 
part of the shoe which he never sees, unless he wears 
the shoe totally out. And if he did that, and found 
a counter of some compound, lasting longer than most 
of the other parts of the shoe, he would probably con- 
clude that he had not been cheated at all. 

Is cloth used for shoe topping a “substitute” for 
leather? No; not any more than a pork chop is a 
substitute for a lamb chop. It is not an imitation of 
leather; does not hold itself out to be leather; and no 
trade law or any other law makes leather the ex- 
clusive material for shoe topping. 

So with rubber heels or rubber soles. They hold 
their place independently and above board, as parts 
of a distinctive kind of commodity, well known and 
recognized in the trade. Their qualities are known, 
and are such as commend them to certain customers. 

In a general way, such substitutes as unduly lessen 
the value of the finished product are the only ones to 
which a shade of objection may attach. Paper soles 
will be found hard to defend, in any court, no matter 
at how low a price they may be sold. 

It becomes a practical question to decide when a 
material, newly adopted, becomes of such general and 
recognized use as to pass muster as a permissible 
material, without danger of being barred as contrary 
to general trade custom. Obviously, all new ma- 
terials which we may discover must have their 
initiatory stage, somewhere, their beginning. They 
can develop into standard and accepted materials 
only by use and test. , 

In these days of excessive costs, there is a strong 
stimulus to the search for materials new in character, 
which may serve to piece out diminishing supplies. 
We may expect a general development of what might 
be termed “‘leatheroids,’’ chemically speaking. These 
should be used frankly and investigated without 
prejudice. If they have merits, they will hold a place 


BOOT AND SHOE RECORDER 35 


OSV ALAN 
Bt ItO\ sky Gill 





in the trade. And the older and long-tested materials 
will also hold their place, so long as their merits con- 
tinue to makethem of human usefulness. None of them 
will be set aside for German “ersatz” stuff, of the 
paper overcoat sort, or the synthetic beefsteak or the 
imitation eggs. An acceptable “substitute” must 
pull its weight in the boat, or go overboard. It must 
not deceive, or cheat; it must have real value. 





ANALYSIS OF SHOE COSTS 


A factory compilation shows the present 
cost to a Haverhill shoe manufacturing 
concern on a pair of women’s 9-inch 
welt laced boots of brown ‘kid: 








4ft. Brown Kid at $1.50 ....'..... $ 6.00 
RE CS CL aa edad beens naeace 15 
RE socks 3 a'scn 6 oe SRE ion .25 
Se ons dos cae Keo -60 
eg ko ake bb ee cases 35 
SS ae sue oh oe S's o's a aleees 15 
ES Oe eS eh oe td ae ee 15 
MS i oe SiN shee ee sees 03 
IS as 554k s aaa cee ee 15 
IS ose veh s vai heeds ohare 05 
CE 6 eke Os ee cee eee 05 
Carton and Boxes................ 07 
5.0 wc dk nw ad ode ee eRe 1.30 
9.30 

Add 25% of above for discount, 
overhead, profit and selling.... 2.33 
, RI ART ESS Jen toe A Sep J. $11.63 











As to shoes in general, we are not going to see 
any substitutes for them. We shall not relapse 
into sabots, nor pattens, nor sandals, nor yet 
into any measure of barefootedness. And the 
business of supplying the public with well-made, 
durable, handsome, stylish shoes is going to be 
a standard and important branch of retail, 
wholesale and manufacturing trade clear to the 
edge of the visible horizon of the years. There 
is no “‘ersatz’’ in the American shoe trade. 
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ENGLISH BUYERS IN BOSTON 
Prominent War Workers Now Eager Shoe Buyers 


Boston—Among the visitors of note in the Ameri- 
can market are T. Waters and A. J. Matthews, 
representing E. Penton & Son of London, England. 
Penton & Son are large importers and boot and shoe 
factors and wholesalers, as well as manufacturers 
and distributors. They are also distributors of 
everything pertaining to boots and shoes, findings 
and accessories. They expect to be in the United 
States for about a month, visiting the various markets. 

Sir Edward Penton was a deputy director of cloth- 
ing (boots) and held a pre-eminent position as one 
of the greatest war workers. Seventy million pairs 
of shoes passed through their hands and the depart- 
ment was in charge of the Allied boot inspection. 
There is no department in the United Kingdom which 
handled more creditably the work of caring for the 
soldiers’ needs as that under the charge of Sir Edward 
Penton. Mr. Waters had personal supervision of 
this work and entered at once in a long reaching and 
efficient working campaign. He called about him 
the best shoe men in the Kingdom immediately and 
their untiring service in keeping the soldiers well- 
shod with comfortable footwear had a direct bearing 
in the results obtained. 

Mr. Waters and Mr. Matthews are both most 
enterprising and engaging men to meet and it is 
hoped that their stay on this side will be prolonged. 
Their Boston headquarters are at the Parker House. 


DEATH OF MELVILLE WOODBURY 
Prominent Shoe Manufacturer Dies Suddenly 


Melville Woodbury, widely known shoe manu- 
facturer, died at his home in Beverly, Mass., June 27, 
age 65 years. He had been out for a ride in his auto, 
and he suddenly expired shortly after his return. 

He was born in Beverly, learned shoemaking when 
a boy, and started in business in a little shop. He 
and George Millett and Percy A. Eldredge started 
Millett, Woodbury Co., and made it a leading firm 
for making comfort shoes, and “‘warm lined’’ goods. 
About ten years ago Mr. Woodbury retired from the 
Beverly firm, and bought the business of Mrs. A. R. 


King, makers of children’s footwear, Lynn. 
business Mr. Woodbury continued in Lynn for 
several years, and then he moved it to Philadelphia, 
where it is still carried on. Mr. Woodbury retired 
from active business a while ago. 

Mr. Woodbury was a traveling salesman, as well 
as a factory man, and he had a wide acquaintance 
among the shoe buyers of the country. 

He was a Mason and Odd Fellow, a former presi- 
dent of the Beverly Y. M. C. A. and a charter member 
of the Beverly Board of Trade. He leaves a widow, 
who was Miss Mary Vaughn, sister of Ira and Charles 
Vaughn of Philadelphia, and of George Vaughn of 
Peabody, two sons, Byron and Ira, both of whom 
were associated with him in business, and two daugh- 
ters, Mrs. Car! Hill and Mrs. Capt. Edward Edwards. 


-INTERNATIONAL EXCHANGE OF IDEAS 
When in London, Drop in at Harrod’s, Ltd. 


We are in receipt of a letter from Harrod’s, Ltd., 
225 Fifth Avenue, London, who write that they shall 
be only too happy to furnish American buyers 
visiting London with letters of introduction to 
London buyers of like merchandise in their store. 
They believe that this is one way in which the League 
of Nations can be made a reality. 


HARMONY IN SHOE COLORS 


Standardization of Colors in Shoe Leathers, 
Fabrics and Hosiery i 


New York—It is pointed: out that, as the matching 
of hosiery to footwear has become a very essential 
feature of Fashion, and since the hosiery industry 
has adopted the American Standard Color Cards 
as its guide, and with a concerted effort now being 
made in the shoe industry to follow a similar plan, 
the Worumbo Company of New York feels that in 
co-operating with the Textile Color Card Associa- 
tion in the interests of the shoe and hosiery trades, 
a step toward standardization will be at this time 
a great benefit to both wholesaler and retailer. 

They believe that if through the use of the American 
Color Cards a shoe manufacturer can order his leather 
by a standard name and in like manner order the 
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cloth for the shoe tops by a standard name, with 
the assurance of a perfect color harmony, and the 
hosiery manufacturer produce hosiery that will 
match both leather and fabric, much’ will be ac- 
complished, and that such a plan will be welcomed 
throughout the entire shoe and hosiery industries. 

The colors which the Worumbo Company have 
selected from the American Color Cards are: Smoke, 
beech, mouse, bear, seal and goat. 


A HOSIERY BUSINESS LAUNCHED 


In Connection with Shoes Made by Dr.,A. Posner 
Shoes, Inc. 


The most logical place to sell hosiery is in a shoe 
store. Successful concerns advertise that they sell 
“footwear” and footwear undoubtedly includes 
hosiery. , 

Dr. A: Posner Shoes, Inc., with factory at Brooklyn, 
N. Y., and office and salesrooms at 140 West Broad- 
way, New York City, feels that there is an immediate 
want for infants’ and children’s hosiery and will 
supply that want by selling three excellent lines of 
children’s hose and two of infants’ hose. These 
hose will come in black, white and cordovan, and 
will be sold under the brand name of “Dr. Posner 
Certified Hose.” 

The work is being done under the supervision of 
Jacob D. Posner and Manager Frank Schiffman. 

In order to simplify the proposition for the retail 
merchant, this concern is planning to make up an 
initial order which will embrace its entire line and 
still necessitate only a very modest investment, 
on which the merchant will be able to make a rapid 
turnover and attractive profit. 


PHILADELPHIA TRAVELERS’ AND MER- 
CHANTS’ OUTING 


At Philadelphia Rifle Club Grounds, July 9 


On July 9 the ‘Philadelphia Shoe Travelers’ Asso- 
ciation and the Philadelphia Shoe Retailers’ Asso- 
ciation will have a combined outing and picnic which 
will be held at the Philadelphia Rifle Club grounds 
on Tabor Road. The grounds may be reached by 
the Reading R.R., Fox Chase trolleys (5th Street) 
and York Road trolleys. 

The committee in charge has arranged an excellent 
program which will include the usual ball game at 
11 a. m: and a bowling match at 3.30 pm. The 
races, open to all and to suit all tastes, start at 
12.30 p.m. A big dinner will be served at 2 p.m. 

I. Frank Oberfield, chairman of the event, states 
that from the applications for tickets already received 
there will be a large attendance, thus providing the 
usual annual reunion. Tickets may be obtained from 
any of the members of the committee at $3.00 each. 

The Philadelphia Shoe Travelers’ Association has 
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been working very closely with its officers—Arthur 
S. Raphael, president; I. Frank Oberfield, first vice- 
president; R. W. Franklin, second vice-president; 
Bert B. Davis, third vice-president, and the board 
of governors—to make this affair the biggest of all 
of their past big events. 





President-elect Epitacio Pessoa, His Wife and Daughter 
to Visit Boston and Study Shoe and Leather 


Washington—Development of close commercial relations 
between Brazil and other countries, the United States in partic- 
ular, was declared by Dr. Epitacio Pessoa, President-elect of 
Brazil, to be one of the aims of his coming administration. 


LEAVE OF ABSENCE WITH PAY 
Given to U. S. M. C. Employes for Camp Duty 


Boston—Department managers of the United 
Shoe Machinery Corporation have been notified by 
the management that the corporation will again this 
year grant leave of absence with pay to employes in 
the State Militia who have been called for annual 
camp duty. The time the workers are absent for this 
purpose shall not be considered a part of their annual 
vacation, which will be given them as usual. 


STATEMENTS BY WAR DEPARTMENT 
Regarding Unused Shoes and Leather Sale 


Washington— Practically no market has been 
found for a surplus of 3,000,000 pairs of unused field 
shoes in the American Expeditionary Force, accord- 
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ing to a statement just issued by the War Depart- 
ment. Instructions have been asked concerning 
their return to this country. 

The War Department also says in its announcement 
that the leather sale in Philadelphia, totaling approxi- 
mately $3,300,000, brought prices averaging 40 per 
cent higher than had been expected. 


ARMY QUARTERMASTER PURCHASES . 
Nunn, Bush & Weldon Company’s Shoes 
Washington—The Army Quartermaster’s Depart- 


ment has just purchased from Nunn, Bush & Weldon | 


Co. 1000 pairs of shoes at $6 per pair. 


OUTING OF RHODE ISLAND ASSOCIATION 
At Warwick Club on Wednesday, July 16 


The Rhode Island Shoe Retailers’ Association will 
hold its annual mid-summer outing at the Warwick 
Club on Wednesday, July 16. 

A good old fashioned Rhode Island clambake, 
with all of the fixings, is promised and at the same 
time a representative lot of shoe men, of which this 
organization is justly proud, will be present. 

President Fred S. Fenner is busily at work to make 
the July 16 event the most successful of all previously 
held. Shoe merchants from Massachusetts and 
other states are well aware of Rhode Island’s hos- 
pitality and it is safe to predict that a goodly number 
will visit the Warwick Club on this get-together 
jollification. 


HEELS FOR WAR DEPARTMENT 


From W. H. McElwain Company and Jones Heel 
Company 


Washington—W. H. McElwain Company will 
furnish Leather Division, War Department, with 
356,700 leather heels. Prices, sizes 8 to 10 at 14c per 
pair; sizes 12 to 14, 16c; sizes 16 to 18, 18c. 

The Jones Heel Company has been awarded the 
contract for furnishing 190,000 leather heels. No. 8 
at .135c per pair; No. 10, .146c; No. 12, .1575c; No. 
14, 17c; No. 16, .185c; No. 18, 20c. 





A Merchant’s Sales Story 


The First Impression Important—Study Your 
Customer 


“It doesn’t pay to ‘go over the head’ of a customer,” 
said a Buffalo shoe merchant, “Even after years of 
training in the business, one sometimes does this at 
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a considerable loss because the appearance of the 
customer is often deceiving. 

‘*A well-dressed man and woman, who looked like 
native-born Americans, came into my store near the 
close of the war. The man, who looked prosperous, 
wanted to buy footwear. In trying to get the immedi- 
ate attention of the couple on high-priced shoes, 
which I believed would suit the man, as well as his 
wife, I used my most polished brand of English and 
courtesy in attempting to serve him speedily. At 
this juncture I observed that my high-toned language 
was falling on deaf ears. The prospective customers 
acted impatiently, seemed to lose interest in the 
goods and showed signs as if they were ready to leave , 
the store. 


*Twas Time to Stop 


“At this point I stopped my Websterian words 
immediately because it looked as if 1 were allowing a 
first-class sale to slip through my fingers. I then 
turned the husband’s thought away from the shoes 
I was attempting to sell him and tried to draw him 
out in conversation. I found to my surprise that he 
was foreign-born and spoke very poor English. 
Making big money in a ‘war factory’ he was able to 
have such a spruced-up appearance and he nearly 
threw me off the right track. The wife’s make-up 
also showed signs of smartness. 


A Cue Is Given 


“The customer’s failure to speak good English,” 
continued the merchant, “gave me a clue to change 
my language. While I didn’t ‘treat ’em rough,’ 
to use the slogan of the tanks, I made my talk fit 
my customers. Short words and short sentences, 
not the high-toned flowery kind, were what they 
could grasp. Although generally opposed to the use 
of slang in salesmanship, I must say that I did inter- 
polate some of it into my revised sales talk. My 
jump from one extreme of language to the other did 
the trick and immediately aroused the interest of 
both the husband and wife. To make a long story 
short, it was easy sailing after that to close the sale. 
The shoes I was showing were what they wanted 
and they had the money to pay for them. Better 
still they sent me another gilt-edged customer. 


The Little Things Count 


“The first impression is often the most effective 
and will either clinch or kill a sale,’’ the shoe man said 
in conclusion. ‘With ‘society chatter’ they would 
have been headed toward the door in another minute 
and bent on going to the store of my competitor 
up the street. The old proverb that ‘it is the little 
things that count’ means something in the shoe 
business.” 
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Governors of National Shoe Travelers 
Meet 


Association Convention to Be Held in Cincinnati, January 6-7 


Association met July 1 at the Neil House, 
Columbus, Ohio. 

The members present were as follows: President 
J. P. Byrne; Vice-president W. M. Oakman; Secre- 
tary F. W. Stanton; Treasurer D. Davis; Governors 
—Charles F. Maxwell of Boston; Goldman of St. 
Louis; B. McWhirter of Southwestern Association; 
A. S. Raphael of Philadelphia; S. S. Fechheimer of 
Cincinnati; Harry Springgate of Indianapolis; Smith 
of Columbus; F. B. King of Chicago; Sam Vasey of 
Rochester; F, W. Skinner of New York; J. F. Clay- 
ton of Kansas City; J. J. Kaltenbrun of Columbus. 

In the temporary absence of President Byrne, 
Vice-president Oakman occupied the chair. The 
meeting was called to order by acting President 
Oakman. 

A committee on credentials was appointed, and 
credentials of visiting governors approved. 


ie governors of the National Shoe Travelers’ 


Twenty-three Organizations Affiliated 


President Byrne and the New York delegates having 
arrived by this time, President Byrne took the chair 
and the reading of minutes of the former meeting was 
followed with new business. The secretary reported 
that twenty-three organizations were affiliated with 
the National Association. He also stated that the 
Chicago Association had shown:a greatly increased 
membership. 

The National organization has been instrumental 
in placing many of its members in positions and is 
sending out letters to the manufacturers in regard to 
any positions that they might have open in the future 
which they could recommend to the members. 

The treasurer’s report followed and showed the 
association in an excellent financial condition. 


Monthly Educational Bulletins 


The Educational -Committee reported that it 
had sent to each of the secretaries of the state organ- 
izations pamphlets on trade acceptances which were 
distributed to the members of such associations. . A 
motion was made and approved to send monthly 
educational bulletins to members, recounting the 
association’s achievements. 

Mr. Maxwell of Boston made a motion that the 
governors’ meeting be held the day previous to the 
National Convention which is held in January, thus 
doing away with the July meeting. This motion 


was seconded by Mr. Kaltenbrun of Columbus, and 
approved. 

It was decided to hold the National Association 
convention in Cincinnati, January 6 and 7. The 
president called a meeting of the governors for 
January 5, 1920, at Cincinnati. 

Mr. Kaltenbrun made a motion to revise the by-laws 
and constitution so that the association may become 
affiliated with any organizations they so desire. 
This is to be reported at the next meeting. 


Vote to Admit Findings Salesmen 


A motion was made by Mr. McWhirter of the 
Southwestern Association, to amend the constitution 
and by-laws so as to admit any salesman selling find- 
ings or shoe store supplies. This was seconded and 
approved. 

Mr. McWhirter also made a motion that the asso- 
ciation should go on record against all Bolshevistic 
movements in the country. This was also approved. 

Another motion was made by Mr. Smith of Colum- 
bus—that all committees be appointed by the in- 
coming president, and the names of all members 
becoming delinquent in any association should be 
sent to the secretaries of the State organizations. 
This motion was seconded and approved. 

The Los Angeles and Milwaukee associations were 
admitted to membership in the National Shoe 
Travelers’ Association, after which the meeting ad- 
journed until 2.30 o’clock and a banquet was served 
in the Blue Room of the Neil House. 

Mr. Kaltenbrun acted as toastmaster and spoke of 
the pleasure of having the meeting in Columbus again. 
He called upon Mr. Collier, president of the Ohio 
Association, for a few remarks. After telling about 
his association with the organization, Mr. Collier 
stated that it was a pleasure to have the meeting in 
Columbus and hoped to have it again soon. 


Talk on the Association 

After Mr. Collier spoke, Mr. Byrne, Mr Oakman 
and Mr. Davis each gave a little talk on the associa- 
tion as an organization, and expressed their appre- 
ciation of the banquet and the convention. 

After the banquet the meeting was called to order 
by the president, and an executive session was held. 
Several important matters pertaining to the welfare 
of the traveling salesmen were taken up and discussed 
and remedies recommended. ; 

President Byrne then appointed Mr. King, Mr, 
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Maxwell and Mr. Skinner as a committee to meet 
with the Manufacturers’ Association and take up any 
matters pertaining to the good of the organization. 


Expression of Sympathy 


Mr. Maxwell asked all members to rise as an ex- 
pression of sympathy in the recent death of President 
Byrne’s mother, after which the meeting was ad- 
journed. 





Centennial of Howe the Inventor 


The Great Advance Made in Shoemaking 
Through His Invention 


Elias Howe was born on a little farm in Spencer, 
Mass., a century ago July 9. Every person who 
makes, sells or wears shoes, or apparel of any sort, 
owes him a debt of gratitude, for he is the man who 
invented and patented the sewing machine. 

He wasn’t the first man to think of it. But he 
was the first man to make a success of it. Napoleon 
offered rich rewards for a machine that would stitch 
clothing for his soldiers. A French inventor made a 
machine that would take 200 stitches a minute, 
but the mob destroyed his machine and threatened 
to destroy him, too. Howe had the sand to stick to 
the sewing machine until he made it sew for himself, 
and for millions of others. 

He labored in bitter poverty. He had to earn a 
living for himself and his family while he invented 
his machine. He went to work as a locomotive 
engineer after he patented his machine. He walked 
around New York City penniless, but with patent 
papers in his pockets worth millions. He got a loan 
from a Worcester shoe manufacturer named Bliss, 
and brought suit against makers of sewing machines 
who infringed on his patents. He won his suit. 
At one time he was getting an income of $4,000 a 
day from royalties on his invention. 


Before—Stitched by Hand 


Before Howe's invention, every pair of shoes was 
stitched by hand, by women who worked at home. 
It was slow, tedious toil, hard on the eyes. It limited 
the production of shoes. These days, every shoe 
is stitched by machinery. An average shoe shop has 
50 or 60 different kinds of machines in its stitching 
room, each for a different operation and a large shop 
has from 500 to 1,000 machines altogether for stitch- 
ing shoes. 

Howe’s invention has made possible the economical 
stitching of 300,000,000 pairs of shoes a year in this 
country, and millions of pairs elsewhere. 

A shoe is as good as its stitches. The shoe trade, 
and shoe wearers everywhere, owe a tribute to 
Howe, and the centennial of his birth is a good time 


to pay it. 
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Coming Trade Events 


Mid-Summer Outings, Conventions and 
Style Shows 


The following is a list of dates that the 
shoe trade will wish to remember. The 
Summer months are more than ever 
busy ones for the shoe merchant, the 
shoe traveler and the other branches of 
the shoe industry. 

July 7-8—New York State Retail Shoe 
Dealers’ Association. First Annual Con- 
vention, at Powers Hotel, Rochester. 

July 7-9—Rochester Semi-Annual Style 
Show, under auspices of the Rochester 
Traveling Shoe Salesmen’s Association, 
Powers Hotel. 

July 7-11—Chicago National Shoe Ex- 
position. First semi-annual event, held 
under the auspices of the Shoe Travelers’ 
Association of Chicago, Hotel Morrison. 

July 9—Philadelphia Shoe Retailers’ 
Association at Philadelphia Rifle Club 
grounds. Combination outing with the 
Philadelphia Shoe Travelers’ Association. 

July 11—Shoe and Leather Golf Tourn- 
ament, under the auspices of the Boston 
Shoe Trades Club, Commonwealth Coun- 
try Club, Newton, Mass. 

July 14-17—Boston Shoe ‘Style Show, 
Symphony Hall. 

July 15—Boston Shoe Travelers’ Asso- 
ciation. Outing sports at Pemberton 
and dinner at Paragon Park. 

July 16—Rhode Island Shoe Dealers’ 
| Association outing. Annual mid-sum- 
mer event, Warwick Club. 

July 18-19—New York Shoe Style Show, 
Bush Terminal Sales Building. 











New York Travelers’ Outing 
Fourteenth Outing at College Point, July 10 


The Boot and Shoe Travelers’ Association of New 
York will hold their fourteenth annual outing at 
Witzel’s Grove, College Point, Long Island, on Thurs- 
day, July 10th, where twelve previous outings have 
been held. 

The steamer Pontiac leaves pier at the foot of 
East 24th Street at 9.30 A. M. and all members and 
guests are requested to go direct to the boat. For 
the benefit of out of town members and guests all 
Crosstown East 23rd Street cars will land them within 
a block of Pier 24. 
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“Something Started” on Cartons. 
With Better Shoes, Why Not Better Cartons ? 


MONTH ago, the “Recorder” editorially com- 
mented on the advisability of more attractive 
cartons for shoes. Many stores took the advice 
of the War Industries Board literally and made con- 
tracts for the cheapest sort of cartons and continued 
to use them. At the same time, they wrap the shoes 
with but one sheet of tissue paper. 
With shoes so high in cost, the incidental courtesy 
of giving the customer a decent looking box and a 
properly wrapped shoe therein is something that 


should be considered. 
We have received the following letter from a leading 


shoe manufacturer pertinent to the subject: 


“In the days of our forefathers, a pair of boots or shoes was 
tied together with a string through the counters. Finally 
some bold person broke away from all precedent and enclosed 
each pair in a box. In fact, my impression is that they 
originally packed a dozen in a box, or at any rate more than 
one pair. So far as I know the box used today is not sub- 
stantially different from that originally used, except that 
some progressive merchants have varied the shape and color 
according to their individual needs. 

“The Shoe Manufacturers’ Association did a good thing 
years ago in establishing a standard carton. This has cer- 
tainly saved the manufacturer a lot of trouble and expense, 
and has resulted in a more uniform stock of containers on the 
jobber’s shelves. 

“Let us, however, approach the subject from a different 
viewpoint. A pound of candy consisting largely of 10c 
sugar, is put in a container made beautiful with decoration 
and ribbons. The individual pieces of candy are separated 
by partitions, and every effort is made to have the goods open 
up in good shape to the consumer. Women’s shoes selling 
for $8.00 to $20.00 a pair are wrinkled up and jammed into a 
container which is frequently too small, and at any event of 
the wrong shape to hold them properly. The prevailing 
pattern of women’s boots, 9’ height with frequently an 18-8 
heel, has a very long-drawn-out last. This article obviously 
requires more space in a container than the old style 7’’ boot 
on the normal last with a 15-8 Cuban heel. Yet, so far as I 
know, this has not been generally met by the use of a carton 
of suitable size. Some manufacturers have been forced to 
make their cartons a trifle wider or longer, but have made the 
change as slight as possible. Consequently the shoe is badly 
crushed, wrinkled and all out of shape when it is opened for 
the inspection of the consumer. 

“I maintain that a proper package for a beautiful boot is 
one in which the upper would not be folded over, but would 
lay out flat, similar to the cartons commonly used for holding 
formed samples. A piece of the news-board from which the 
box is made could be used as a divider or partition to prevent 
too much movement of the shoe in transit. Low-cuts could 
be shipped in smaller cartons. 

“Well made boots, when they leave the treeing machine, 
are shapely, smooth, and much more salable in appearance 
than after they have been crushed in packing. The obtain- 
ing of a proper sales price would be facilitated if a merchant’s 
stock could be in as good condition as when the boots leave 
the treeing machine. 


“This involves a slightly greater cost for cartons and cases, 
but it is a very small item compared with one-dollar a foot 
kid. Transportation would be slightly more, and the dealer 
could put fewer shoes on his shelves. We could hardly 
expect the trade as a whole to go right to this plan, as it is 
too radical a change, but I believe that numerous progressive 
retailers and progressive manufacturers would recognize that 
the old method is crude and not consistent with today’s mer- 
chandising conditions. If a reasonable number start it, 
others will follow. I believe that the ‘Recorder’ is the 
proper instrument for bringing this to the attention of the 
trade.” 





Young’s Shoe Stores’ Fifth Opening 


The second anniversary of the entrance into 
business in Los Angeles, California, of the Young’s 
Shoe Stores was celebrated by the opening of. the 
fifth store in their “string’’ recently. The latest shoe 
store to be opened is at 428 South Broadway. 

It was only two years ago that this concern started 
its first store on Sixth Street in the Hayward Hotel 
building. Three months later the second store 
sprang into existence at 514 South Broadway. When 
only nine months old the third store made its appear- 
ance, this one at 147 West Fifth Street, then West 
Fourth Street was invaded at No. 216. 

Now comes the fifth store, one block north of their 
earlier South Broadway store, and other new stores 
are declared to be undergoing very serious considera- 
tion. These stores sell men’s shoes exclusively. 





Truthful Advertising Supported 
, By Retail Merchants 


The local retail merchant is very ‘much interested 
in better advertising and proposes to see the move- 
ment go forward. 

Some stores which are making appropriations to a 
large extent for local vigilance work are paying large 
amounts also toward the general work of the Asso- 
ciated Advertising Clubs of the World. One store 
which pays more than $1,000 locally, is paying $200 
a year as a member of the general movement. An- 
other which pays $300 locally pays $100 to the 
general cause. Many stores contribute $1,000 or 
more a year toward local better business bureau 
work; a number are paying more than $250 a year. 

When the Better Business Commission of Toledo 
was recently organized, there were eleven subscrip- 
tions of $300 each from local business men, while 
the local Chamber of Commerce signed up at $1,000 
a year. In Cleveland, Indianapolis, Detroit, and 
in numerous other cities, payments of $250 a year 
and more are not unusual. 
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Get Up and Answer “Why Prices Are 
High” 
Take It Upon Yourself to Give the Truth on Shoe Prices---Follow the Lead 


of Such Merchants as John Slater of New York and 
W. S. Byck of Atlanta 


John Slater in New York Sun is quoted as 
saying: 

John Slater, president of the retail association and a manu- 
facturer as well, speaking yesterday of the reasons for these con- 
ditions, said that five weeks ago he bought leather at 82 cents 
a foot which has now advanced to $1.14. 

“‘The European demand for American leather is tremendous,” 
he said. ‘‘ Agents from abroad are buying everything they can 
get hold of at any price. 1 know of one agent in Paris who for- 
merly bought American stock in 100,000 lots and is now buying 
1,500,000 feet at a time. There is a huge lot of leather tied up 
in Russia, but nobody knows when it will be released.” 


Werner S. Byck is quoted in the Atlanta Constitu- 
tion in a double column article as follows: 


Shoe Retailers Allay Alarms of Women 
About Prices of Shoes 


By Isma Dooly 


“If women are to demand, assume and exercise supreme 
authority in the matter of dictating woman’s fashion,” ac- 
cording to the advice of Miss Sutherland, of the home eco- 
nomics department of the Washington State college, they must 
study more carefully the business phases of the question and 
know more surely the price of shoes in relation to their grade 
and quality, is the belief of the National Shoe Retailers’ 
Association, whose director in this section of the country is 
Werner S. Byck, of Atlanta, Ga. 

Published in this department of The Constitution Tuesday 
morning was the report of meeting at a northwestern farmers’ 
convention, presided’ over by Charles Barrett, when Miss 
Sutherland made the statement: 

“You and I have got to get together and decide what we 
are going to wear. An inch difference in the length of the 
dress skirt means $10,000,000 to the shoe men of America. 
A few clever and sensational people in Paris have too long 
dictated what we shall wear. Recently I saw that the Fall 
prices for shoes will run from $20 to $35. We will not pay 
such prices. We must get together and plan for ourselves. 
The dress men, hosiery men and shoe men are engaged in a 
fight to see that the fashions shall be so decreed that his busi- 
ness makes the most out of it.” 

As a director of the National Shoe Retailers’ Association, 
an organization which in its intimate relationship to the pro- 
duction of footwear has full advance information as to styles, 
costs, and every feature entering into the manufacture of 
shoes, Mr. Byck was asked if Miss Sutherland’s statements 
were true. 

‘Miss Sutherland’s statement that prices on shoes will run 
from $20 to $35 is the wildest fancy, and I can but feel that 
that worthy lady has been misquoted or is the victim of 
absolutely unreliable information,” said Mr. Byck. “I can 


give the public unqualified assurances that the reputable shoe 
stores throughout the United States will this Fall sell good, 
reliable, stylish, high-grade footwear for women at prices 
ranging from $8 to $18, which is less than half the prices 
which Miss Sutherland takes the liberty of stating will pre- 
vail. Besides, many reputable shoe stores throughout the 
country will sell good, dependable and stylish shoes even for 
less than $8 per pair. 

“T can, therefore, state positively that the women need not 
become alarmed over such unreliable stories. All of the lead- 
ing shoe dealers have made their contracts, and in a great 
many instances the factories are now turning out their orders 
on the basis above outlined, which means that their Fall foot- 
wear has been bought at prices which retailers can and will 
sell at prices ranging from $8 to $18. 

“Of course, there are a few fancy models which will sell 
from $20 to $22, but these are exceptions, just as it is quite 
possible to pay $400 for a dress or $100 for a hat.” 

Mr. Byck’s statement will bring a sigh of relief to many a 
woman who was already cutting off the number of shoes she 
had planned for the Summer months, in dread of the price 
she might have to pay, with the alleged excessive prices of 
Fall shoes. 

Modern fashion has placed the greatest premium on the 
importance of women’s shoes, not only as a necessity, but as 
the feature of her toilet which the more surely makes or 
mars it. 

The former custom that a woman could be well dressed 
with one pair of shoes for out-of-door wear, and the other pair 
for indoors, no longer generally exists, and women who take 
an interest in dress, and who can afford it, consider with every 
complete toilet, there goes the shoes to match. Though 
smart women so arrange their trousseaus that with one pair 
of shoes several different gowns may be worn, there is no 
concealing the fact that with nearly every smart gown there 
is the pair of shoes for that gown. 

Unimportant as this question may seem to some of the 
“lords of creation,” it is a very important one, and Miss 
Sutherland ran the risk of causing violent palpitation on the 
part of many women who may have read after her. As it 
was, the statements so innocently published caused the local 
shoe dealers yesterday to make many explanations concerning 
the sensational charges of Miss Sutherland about the pros- 
pective price of shoes. 


Frank A. Vanderlip a Director 
Of the United States Rubber Company 
New York—Frank A. Vanderlip was elected July 2 

as a director of the United States Rubber Company. 
He succeeds William S. Kies, who has resigned to 
develop the South American field of the American 
International Corporation, of. which he is vice- 
president. 
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At Aix with the American Soldiers 


John B. Howarth, Former Shoe Manufacturer, Makes a Record Worth While 


Bains” prepared by Mrs. Minnie Mason Beebe, 

Ph.D., professor of history in Syracuse University, 
Syracuse, New York, and educational secretary of the 
Y.M.C. A. for the Savoie-Leave-Area, is found the 
story of the good work of John B. Howarth, Divisional 
Secretary, to whom this book is dedicated. 

Mr. Howarth will be remembered in the shoe trade 
as treasurer of the former firm of The Pingree Com- 
pany which manufactured women’s shoes in Detroit, 
Michigan, some years ago. 

John B. Howarth went to Aix early in February, 
1918, to help organize the Savoie First Leave Area 
and remained until its close, June 1. 

Although heart and soul in ‘“Red-Triangle” work, 
Mr. Howarth nevertheless kept in touch with his 
former friends in the shoe trade. From Sol Wile, 
secretary of the National Boot and Shoe Manufac- 
turers’ Association, Mr. Howarth received a report of 
the talk made by E. B. Terhune before the Executive 
Board of the Association on the trip overseas of the 
Recorder European Trade Delegation, and wrote to 
Mr. Terhune, under date of June 10, sending him an 
account of Y. M. C. A. activities at Aix-Les-Bains 
Headquarters. 


ik **The American Soldiers’ Souvenir of Aix-Les- 


Over 117,000 Boys Entertained 


This work consisted of the furnishing of recreation 
and entertainment to American soldiers. Over 117,- 
000 American soldiers had‘ vacations of one week at 
Aix-Les-Bains at the expense of the army, the 
Y. M. C. A. furnishing the entertainment. 

A staff varying from 80 to 100 secretaries, more than 
half women, and numbering 120 French employes, 
was constantly at work. 


Indoor entertainments consisting of vaudeville per- . 


formances were held in the theatre at Aix at least five 
nights a week with a different performance for every 
night. 

The beautiful Casino, one of the largest in France 
and well-known to tourists, was constantly open 
from 8 A. M. until midnight. On occasions, as many 
as 5,000 soldiers were entertained at Aix, and this 
Casino, which in peace times was filled with fashion- 
ably dressed men and women, tripping the light fan- 
tastic in dainty shoes and dancing pumps, had its 
floor treated to the heavier touch of Pershing Army 
footwear as worn by the American doughboy. On 
one occasion the Queen of Roumania watched the 
boys at their rough-house games in the Casino. She 
watched them dancing and some of them had the 


honor of dancing with the Queen’s daughter, a real 
Princess. 

Many interesting out-door trips were conducted 
around historic old Aix, containing the ancient 
Roman remains—The Temple of Diana, the Baths, 
and the Museum; the Mount-Revard Trip was a 
favorite one, as well as that to Mount Chambotte. 
The Cat’s Tooth was considered the hardest but the 
“greatest” trip, with the walk to Grand Port, motor- 
boat across the Lake and hike to the top, from which 
a wonderful view of Mount Blanc and other Alps was 
obtained, also of the Rhone: Valley and Hannibal’s 
famous Pass; interesting old Chambery, within the 
Leave-Area was also a trip much patronized by the 
boys. 

**A Week of Home and Courage”’ 

That the eight days spent at Aix-Les-Bains or some 
other leave area were happy ones for the boys is at- 
tested to in the words of many of the men who have 
said, “I did not suppose that there was a place in 
France where a man could have a good time; but you 
have given us a week of home and courage to take up 
the struggles of life again.” It was the urgent request 
of thousands of boys from all parts of the United 
States who had been entertained at Aix-Les-Bains 
that inspired the ‘American Soldiers’ Souvenir” 
book prepared by Dr. Beebe. 





A “Dollar Day’’ 


A Successful Feature of Helena, Ark., 
Merchandising 

The Retail Shoe Merchants’ Association of Helena; 
Arkansas, decided to hold a “Dollar Day” on June 25. 
This was a huge success. 

Every merchant in the city, regardless of the mer- 
chandise he sold, offered special inducements. 

Prizes were given by the Retail Shoe Merchants’ 
Association. Tickets were issued and distributed to 
every dollar purchaser. The prizes were awarded to 
the persons holding the lucky numbers and consisted 
of an automobile for the first prize, a sewing machine 
for the second prize and a Victrola for the third prize. 

“Dollar Day” was not only a huge success finan- 
cially but was a wonderful success socially. It brought 
people to the city who had never visited Helena before 
and enabled every merchant to dispose of any shop- 
worn merchandise and odds and ends on hand. 

The Retail Shoe Merchants’ Association is to hold 
its annual meeting in the near future and is sure that 
this “Dollar Day” will be endorsed as a semi-annual 
proposition. 
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Findings as a Feature in Style Shows 


Viewpoint of Findings and Fixture Experts 


By M. F. HECHT, of the Hecht Fixture Company, Chicago 


portant element of any convention which 

deals in merchandise which calls for their 
adoption, and shoes more than almost any other line, 
make their use indispensable for any one desiring an 
effective display. In some lines of goods, “‘make- 
shifts” are possible, but not so in shoes, for in the 
nature of the merchandise, every line of the fixture is 
revealed and it is of the utmost importance that the 
goods are placed on appurtenances which will bring 
out the best lines of the shoes and enhance the 
beauty of the general scheme. 

Merchants throughout the country thoroughly 
realize this and for that reason look forward as 
eagerly for the fixture displays at conventions which 
they attend, as they do to the exhibits of shoes or 
the educational lectures. 


LD corte fixtures have grown to be an im- 


The Great Fixture Market 


Consequently it is of prime importance that a 
convention be held in a city which stands out not 
alone as a great fixture market, but also one whose 
own window displays are famous for their artistic 
excellence; in both of these Chicago stands pre- 
eminent before the world. 

It is a fact beyond dispute that in no other city 


are so many shoe fixtures made and sold as in Chicago, 
and while it is a powerful fixture centre, it especially 
ranks in fixtures for the shoe store. It is almost the 
home of the new period wood fixtures, and dis- 
tributes practically all of the glass fixtures in the 
United States, and the glass line is now recognized 
as the most beautiful and effective kind for the dis- 
play of shoes. 

The manufacturer of shoes and the retailer who 
finally disposes of them to the consumer are both 
vitally interested in any proposition which stimulates 
the sale of their wares, why then should not all at- 
tendants at the coming convention consider it of 
great importance to come to a city where the best 
window displays in the world are awaiting their in- 
spection and when the picking-is good for Display 
Fixtures. 

Chicago offers the visitors numerous high class 
concerns who have the most courteous and high class 
treatment on tap, and have ready for their inspection 
the latest (the very latest) things in shoe fixtures, 
whether made of glass, metal or wood, and as a sort 
of side show there will be some wonderful exhibits at 
the convention. No element seems lacking to make 
the coming event one which will long be talked of as 
the greatest of shoe conventions. 


Chicago the Great Central Market for 
Shoe Findings and Accessories 


By HOWARD J. ENGQUIST, Chairman Findings Committee, Chicago National Shoe Exposition 


sories department of any store depends to a 
great extent upon suggestion. The articles 
comprising this part of the merchandise stock are 
more or less incidental in the mind of the average 


\ 7 OLUME of business in the findings and acces- 


customer. 


Suggestion may come through neat, attractively 
trimmed display cases and window trims. It may also 
come through the direct suggestion of the sales 
person. 

In a chain of coast to coast restaurants the waiters 
are trained and schooled when taking an order to 
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say one word, “coffee.” By this mere one word 
suggestion thousands of cups of coffee are sold every 
day that would not otherwise be sold. 


Say ‘‘Polish’’—Suggestion Does the Rest 


Every man and every woman who buys a pair of 
shoes will sooner or later be in need of polish. By 
merely suggesting polish and then being able to 
supply the right polish for the pair of shoes sold 
will result in the sale of many thousand additional 
packages of polish in every store. 

Every retail shoe salesman, if he be worthy of that 
name, knows, or should know, the proper dressing 
for each particular pair of shoes he sells. Every retail 
shoe store, if it be the right kind of a 
store, should have a dressing par- 
ticularly adapted to each kind of 
shoe in: stock. The salesman’s 
knowledge of leathers and fabrics, of 
their construction, enables him to 
know better the sort of dressing that 
should be used than is the case of 
even the girl in the findings’ depart- 
ment of that particular store. 


Greatest Findings Opportunity 


At the Chicago National Shoe 
Exposition, Hotel Morrison, July 7 
to 11, will be assembled many of the 
best lines of findings and accessories 
to be obtained in the whole country. 
At no other place and in no other 
way can a retail shoe merchant 
obtain a more comprehensive view 
of the possibilities of the findings 
end of his business than at the show. 

More knowledge as to the actual 
ingredients of the various shoe 
dressings and more knowledge of 
the comparative values of the vari- 
ous lines of accessories can be ob- 
tained here in one day than by visit- 
ing various markets for thirty days. 

It may be surprising to merchants not thoroughly 
acquainted with the Chicago market to know that 
there are forty or more concerns in the wholesale 
findings business in the city of Chicago. Several 
of these houses are among the largest and best 
known. concerns in the whole country. 

A dozen or more of these concerns aré specialty 
houses carrying a restricted line of polishes and 
dressings, arch supports, ankle supports or special- 
izing in some other department of the findings and 
accessories business. 

Every visiting retail merchant can well afford to 
take a little of his time while attending the shoe 
exposition to spend some time among the findings 





The Beaded Tip Girl on the Runway, 
Boston Shoe Style Show 
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and accessory houses in the wholesale district of 
Chicago. 

If it be a suede or buck shoe or some delicate shade 
of kid he is certainly in better position to advise the 
sort of dressing to be used than some girl in a drug 


* store, grocery store, or even in a department store 


who has no knowledge of leather or shoes. 

Merchants are very often compelled to make allow- 
ances on white fabric shoes because of insufficient 
wear when, as a matter of fact, the damage has re- 
sulted from some cheap concoction called dressing 
which is highly impregnated with alkali. 

Thousands of pairs of shoes made of satin and 
other fabrics that require backing are ruined by the 

use of gasoline dressing. The gaso- 

line neutralizes the cement used to 
attach the two pieces of cloth to- 
gether and as a consequence the 
fabric cracks and goes to pieces. 

The average girl who sells shoe 

dressing is not aware of this fact, 

but the real shoe salesman should 
know it. 

In many instances women go to a 
store and ask for white polish and 
they are handed out a package of 

- something that is white, regardless 
of what the dressing is intended for, 
or what kind of a shoe it is to be 
applied to. Suggestion and knowl- 
edge of the right thing to suggest will 
cause the cash register to ring many 
extra times in every store. 

Over and over again it has been 
demonstrated that mere suggestion 
will sell many a pair of hose at the 
time a shoe sale is made. Too many 
merchants have failed to realize the 
number of added sales and the 
consequent added profit that can be 
reaped from a well kept hosiery de- 
partment in a shoe store. The shoe 
store is the logical place for a man or 

a woman to buy hosiery. Before the shoes are 

wrapped up hosiery to match can be shown and in 
nearly every instance sold to the shoe customer. 

Another source of added profit in the average re- 
tail store that is sadly overlooked is that which may 
accrue from the proper display and pertinent sug- 
gestion, “shoe trees.” 

The average retail merchant no doubt overlooks 
this good bet because he is obsessed with the idea 
that it requires a very large stock of shoe trees to 
make a very small number of sales. There was a 
time when this might have been true, but today there 
are on the market several different makes of shoe 
trees that are adjustable to a number of different 
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shapes and sizes of shoes so that only a comparatively 
small number of pairs need to be carried to fit every 
possible size and width of shoe. The popular retail 
price of this class of trees is around a dollar to a 
dollar and a quarter a pair and at this they yield a 
very attractive profit. 


Shoes on Trees 


It is a well known fact that shoes that are kept on 
trees retain their shape and good appearance much 
longer than those that are allowed to wrinkle up sit- 
ting in the closet. The shoes you sell will bear a 
better reputation and prove more pleasing to your 
customers if they are kept on trees. Even the 
little cheap slipper trees that sell for 10 and 
15 cents a pair will go a long ways toward 
keeping the shoes in shape. 

Just try saying “Shoe trees’ and see how 
many times the cash register will ring where 
otherwise that delightful sound would not 
be heard. 

In the average store shoe laces are sold 
when asked for. But the mere suggestion 
“‘laces’”’ will add many a dime to the net 
profits of the business every year. In this 
day of the multiplicity of colors and heights 
of shoes, it is necessary that laces be.selected 
that harmonize in color, that are correct in 
length for the shoes in which they are in- 
tended to be worn. The proper time to sell 
the extra pair of laces is when the shoe sale is 
being made. 


Increase Service of Store 


Arch supports and other foot appliances 
when properly merchandised increase the 
prestige and good-will of the store and add 
many customers to the store’s clientele. Not 
only this, but such articles of merchandise are 
highly profitable and entail a very small investment. 

So on down through the line of almost innumerable 
articles that can be merchandised in a profitable way 
through the findings section of the store. All this 
business is obtained at very little additional expense 
in advertising; a very small investment compara- 
tively; a very small allotment of space; a very small 
increase in overhead expense and yet the profits 
returned are very much larger figured on a percentage 
basis than obtained in the regular shoe stock. 





International Contest for Tiniest 
Feet 


One English and Two American Cinderellas 
Compete for Golden Slipper 


Somebody started something when they began 
making comparisons in the size and shapliness of 


MISS DAPHNE POLLARD 
smallest foot in England 
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the feet of British women and those of other 
nationalities. 

So much interest has been aroused by this import- 
ant and perplexing question that the London Daily 
Mail has offered a slipper of pure gold to be awarded 
to the fair Cinderella who makes good her claim 
to the smallest foot before impartial judges of pedal 
extremities. 

The contest is as far as known open to all na- 
tionalities, excepting perhaps the Chinese and 
Japanese, who have their feet kept small from early 
childhood. 


Why a Contest for Smallest Feet—Why Not Perfect 4 B’s 






















MISS FRANCES WHITE 
smallest foot in America 


Three contestants have so far entered the Cinder- 
ella contest. The pictures of the first two entrants 
are shown herewith. The picture at the left is that 
of Miss Daphne Pollard, English footlight favorite. 
Her dainty foot is in the insert at the upper left. 
To the right is Miss Frances White, an American 
footlight favorite, who has won* much _ success 
in “Ziegfeld’s Midnight Follies’ in this coun- 
try—she is now starring in “Hello America’”’ in 
London. 

The third contestant for the golden slipper is 
Mrs. Bella Touchette Duffy of Cambridge, Mass. 
Mrs. Duffy’s beautifully formed foot won the Boston 
American’s contest for a golden slipper eight years 
ago in competition with sixty other contestants. 
She wears a No. 1 shoe, but considers that size a 
trifle too large; her ankle and calf are shapely and 
well proportioned. 
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Popularity of Glazed Kid 


This Excellent Leather Has Finally Come Into Its Own and There Never 
Was Such a Scramble Before for Kid Leather at Record Prices 


efforts were being employed to popularize 

glazed kid. Kid had always been popular, to 
a certain extent, and very comfortable shoes were 
made from its use, but it was not considered as good 
a leather for snappy, high grade, stylish men’s shoes, 
as calf. 

There being ample supplies of calfskins, at that 
period and prior thereto, goatskin leather was second 
choice or worse. and large sums of money were ex- 
pended in advertising it in this country and abroad. 
The exports were large. However, goat tanners were 
able to dispose of their surplus in European countries 
and more than $20,- 

000,000 worth was 
exported in 1912. ‘ 

The present prices 
for glazed kid, which 
is bringing $1.30 to 
$1.50 a foot for colors 
and $1.25 for first 
grades of black down 
to $1.00 and under 
for culls illustrate the 
remarkable c han ge 
which has taken place 
in the demand for 

‘what was regarded 
once as a leather for 
a comfortable shoe, if 
one must have it. 

Now we have the 
unusual situation that 
kid has gone to the 
very top in point of demand and price. It is most 
difficult to obtain and it may have become as decidedly 
popular perhaps in the fashion of the way the heroes 
are treated in America. 


SS ators wee like ten years ago, strenuous 


Scarcity of Goatskins 


The great scarcity of goatskins was primarily due 
to the World War. Shipping was unobtainable. 
From China and other Oriental countries, skins were 
piled up and allowed to rot and spoil until it was 
impractical to send them and now the supply is very 
meagre. Some tanners of goatskins have not yet 
received skins which they contracted for in December 
and January. 

Brazils are bringing $1.80 per pound. Some cheap 
South American skins are bringing down to 82c and 
85c. The best South American skins easily bring 
$1.80 per pound and Mexicans $1.25 and more. 





Patnas are bringing $19.50 to $20.00 per dozen 
and Chinas $24.00, which is a record high price. 
Madras skins are quoted very stong at $23.50 per 
dozen. 

Some China skins have brought $2.10 per pound 
and Hankows, $1.75. 


Skins Contracted for Not Received 


- It is not so much, however, the present very high 
price which buyers are willing to pay as it is the re- 
placement difficulties at prevailing quotations. A 
goatskin tanner told the writer this week that while 
he was selling his 
glazed kid which is an 
average manufacture, 
at $1.15, $1.10 and 
$1.05 per foot, he 
would be obliged to 
obtain $1.20 and 
$1.25 per foot on a 
new contract in mak- 
ing new leather on 
the present price of 
raw stock and even 
then it is difficult to 
get quick deliveries 
of skins. 

It would seem that 
by this time the 
world’s shipping 
would be on a new 


Kid Leads in the Leathers of Fashion basis, so that the 


shipment of skins 
from far eastern and Oriental countries would not 
be so backward, but it is maintained that the labor 
in these former Oriental nations is harder to get, 
more money is wanted, all kinds of costs are higher 
and somehow the agricultural yield of the world re- 
ceived a jolt which interfered with the steady flow of 
raw materials. 


More People Needed on the Soil 


The finest classes of stock, such as calfskins and 
goatskins which were formerly very cheap have 
become as dear by contrast and there must be more 
people more closely connected with the soil to place 
us in the position which we formerly occupied. 

The tendency for everyone to want to live in the 
city and escape as much arduous work as _ possible 
is seriously interfering with production of many 


articles which we require for our use and comfort. 
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Price No Obstacle 


In.Spite of Record Leather Values the Markets Keep Sold Up on Best Grades 
of Upper Leather---Sole Leather Higher and Active---Strong Export Demand 


There is no abatement in the demand 
for upper leather and no evidence of 
any weakness. Record high prices 
still prevail. It is beginning to be felt 
that a greater spirit of conservatism 
must be shown if values are not to go 
beyond the safety point. 

For the past few weeks values ad- 
vanced steadily with more sales and 
leather in greater demand than at the 
former lower prices. In fact price 
seems to have had little to do with the 
movement of leather. It has been more 
a question of whether desirable grades 
could be obtained or not. 

The export demand is taking a lot 
of leather out of America and quite 
a good many orders for export have 
been turned down because the prices 
offered have been insufficient. Manu- 
facturers of the best grades of shoes 
in this country seem determined to 
fill their needs regardless of prices. 

Now that July 1 has passed all leather 
can be unloaded at English ports. That 
applies to bends and backs. Offal has 
been going forward regularly in large 
lots and is sold at higher prices than at 
any time since 1916 and 1917. Sole 
leather prices advanced from 10 to 15 
cents and more per pound over a year 
ago. Oak bends have reached the 
price of $1.10 per pound that were sell- 
ing six months ago at 90 to 92c. 


No Prospect of Recession 


In spite of the fact that very unusual 
conditions prevail and that leather of 
all classes has reached such an unexpect- 
ed high level, there is nothing for retail 
shoe merchants to be disturbed about. 
There is little or no prospect of any 
material or drastic recession in values 
that would likely leave high priced 
stocks in the hands of merchants with 
a much lower market later on, in view 
of the scarcity of raw stock the world 
over and the great demand for materials 
of all kinds in the countries affected 
by the war. 


Sole Leather Higher and Active 


The sole leather market is active in 
all of the large centres and heavy sales 
have been made both to shoe manu- 
facturers and sole cutters. Tanners 
are asking up to 60c per pound for No. 1 
heavy dry hide hemlock sides and 
have sold all they care to at present 
No. 2 is bringing 58c and 


prices. 


No. 3 54c. The union sole market is 
well cleaned up and tanners do not 
care to sell any further at old prices. 
Light cows have sold freely at 88c 
and steers 80 to 82c. Sole cutters are 
active buyers and are selling freely. 

Oak sole leather is selling as fast as 
it can be produced at prices which are 
10 to 12c a pound higher than two 
months ago. First grade X bends 
sold last week at $1.10 per pound and 
tanners to replace same on today’s basis 
of costs will be obliged to get more. 
Prime backs have sold at 90 to 93c a 
pound. 

Chrome sole is moving better than a 
few months ago and a large sale is 
reported of medium and heavy at 
60c per foot; light and medium 55c, 
and heavy dry ranging from 52 to 55c. 
The medium and lower grades run 
down to 40 and 35c for light per foot. 

A large business is in progress on 
practically all kinds of offal in the home 
market as well as for export. Prices 
are higher than a few months ago but 
not as high as a year ago. 


No Apparent Limit to Upper 
Leather Prices 


The same unusual conditions pre- 
vail in the upper leather market. 
There is no knowing to what height 


calf leather may reach in colors or 
even the best grades of black. The 
largest makers for their best grades 
are asking from 90c to $1.00 and up. 
Colors are ranging from $1.25 upward. 
Side leather is being used wherever 
possible by some manufacturers to take 
the place of calf and prices of same have 
reached as high as 85c per foot and in 
patent sides up to 90 and 95c and even 
$1.05 per foot for a leather which ten 
years ago was selling at 25c to 30c. 

If present conditions continue in both 
calf and side leather, it can only mean 
that shoes in which these leathers are 
used must bring more from the con- 
sumer by considerable than they have 
this Spring. 

Patent leather is selling well and 
prices range from 80c to $1.05 per foot. 
The ranges of prices, however, make it 
difficult to give any standard quota- 
tion for leathers, it depends upon the 
grade, quality and supply. 

Of late there has been much more 
activity in shipping leathers. Colored 
sheep is moving well at 35 to 38c a 
foot. With raw stocks reaching such 
high prices as $2.00 per pound, it is 
not unlikely that the finished leather 
will advance in keeping with other 
grades of light leather. Future prices 

(Continued on page 121) 


Sole Leather 


Hemlock Sole, heavy, No. 1........... 
Hemlock Sole, seconds, mid............ 
if. Se Se re rer 
Oak Sole, No. 1 backs, all weights..... 
Nn CIN, SE cs athe aacxa ce scls ston 
Ne eee ee ee fer rere ee 
Gee, I ROOD og coca Se danske evamwea ss 
Offal, hemlock bellies.................. 
Offal, hemlock shoulders...............0..0206. 
eS TEC Tee 


Oak offal, heads.... 


Chrome, S. A. dry hide, 714 to 10 iron sides..... 
Chrome, Green hide. 6 to 8 iron sides... . 


Hides and Skins 


BUOUS GURIVO GEOUNS.. «55 5 555s hans setae bees 
eee err ee 


NIRS 6 dd cies alc eke tds 
Chicago City calfskins........... 
B. A. Dry hides. South America 


1910 1918 1919 
Cents per pound 
Rreoee 25@— 56 @57 56@ 58 
eee 23@— 54@55 53@ — 
pehcanb nels 45@— 85@92 1.05@1.10 
43 @— 80@85 92@ 93 
eer 33@35 84@85 80@ 82 
80 @83 —@ 88 
17@18 u4@ 15 
etre 23@25 17@ 23 
38 @40 3@ — 
ae 24@25 19@ 20 
27 @28 22@ 24 
Cents per foot 
43@50 50@ 55 
im —@50 -—@ 55 
1910 1918 1919 
Cents per pound 
13 @14 — @33 41@42 
12 @13 — @30 41 @42 
10 @ll 18 @19 33@35 
.... 144@16 35 @44 70@80 
..-- 21 @23 314% @32 46@— 
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**At a meeting of the Board of Directors 
of the Tanners’ Council held in New York, 
June 27, at the Hotel Astor a great deal of 
apprehension was manifested in the con- 
tinued high prices of all classes of raw 
material. There was no question in the 
minds of the Directors of the Council that 
these high prices were caused by the good 
old rule of supply and demand. Not only 
is there a large demand for leather in this 
country but the European countries in 
their anxiety and nervousness to replenish 
their stocks have been active and anxious 
buyers in this market. This European 
buying has not been confined to our Allies 
but to the neutrals as well whose leather 
stocks were also very bare because of in- 
terrupted transportation facilities and 
embargoes of all kinds. 


f More Ships—More Leather 


**There isn’t a doubt in the minds of 
those who really know the shoe and leather 
situation but that the public will have to 
pay still further advances in the price of 
shoes. There is only one remedy for this 
as it was expressed in the meeting yester- 





High Prices in Leather and Raw Stock 


Reasons and a Hopeful Outlook for More Raw Material Providing 
Shipping Can Be Obtained 


By FRED A. VOGEL 
President of the Tanners’ Council of the United States of America. 


day and that is to increase transportation 
facilities. There are considerable stocks 
of raw material scattered all over the world 
that can be made available for American 
tanners providing the Shipping Board or 
some other agency of the Government 
sees that additional ships are provided for. 
South America, for India, for China, for 
Vladivostok and later for Riga. There are 
accumulations at all these points if made 
available for this country no doubt would 
have a good effect on our prices here. The 
latest advices from Russia state that there 
are accumulations of raw material and the 
same apparently in good condition. In 
fact one small shipment which arrived at 
a Pacific port a few weeks ago was found 
to be in very good condition and it is known 
that these skins were four years old. The 
rumors therefore that much of the stock 
has been ruined and that Russia was prac- 
tically bare of all raw material is false. 

**The Tanners’ Council will make every 
effort to secure additional ships to bring 
this raw material because it feels that it is 
its duty toward the public and the Govern- 
ment that this be done.” 








In Every Commodity—-Apparel and Food 
---Higher Prices 


A Survey by the “Recorder’’ of Many Industries Showing That Shoe Prices 
Have Not Exceeded the General Increases in All Lines of Merchandise 


three or four dollars more for shoes this Fall. 

The same pair that he could have bought for 

$4.50 or $5.00 in 1914 will cost twice that in the 
Winter of 1919. 

But the shoe store is not the only place where he 


r NHE customer in a retail store must pay two, 


will find increasingly high prices confronting him. 
If he is purchasing a suit he will have to pay from five 
to ten dollars more for the same quality clothes of 
last year. Accessories, such as shirts, collars, neck- 
ties and hats, are also higher. When it comes to 


foodstuffs some of the necessities such as flour and 
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fats have advanced two or three times as much as 
shoes. 

To determine the comparative increase in prices of 
shoes and other commodities a number of merchants 
in{Boston were interviewed during the last week in 
June. “Figures taken from their books covered the 
period before and after the war. 


Suit $25 in 1914—Today $50 

The suit that he sold for $25 in the Fall of 1914 
must now bring $50 for the dealer to make a mini- 
mum profit. Men’s hats have not shown such an 
advance as other apparel. They cost from 25 to 35 
per cent more than they did before the war. 

Women’s clothing has kept up or exceeded the 
advance in men’s raiment. Silks have jumped 25 
per cent over the same month last year. It is esti- 
mated that women’s ready made suits this Fall will 
be one hundred to one hundred and fifty per cent 


higher than in the Fall of 1914. Millinery has in- . 


creased in about the same proportion to men’s hats. 


Shorter Hours—More Pay 

Clothing manufacturers are facing a new situation 
in labor conditions which they predict will be re- 
flected strongly in retail prices. Not only is there a 
shortage in this class of labor, they say, but the new 
working schedule is expected to cut down produc- 
tion. Garment makers no longer work by the piece 
but on a 44-hour a week schedule at the rate of one 
dollar an hour. Clothing merchants believe that 
with the incentive of piece work removed there will 
be a decrease in production. 


Food Values and Prices 
The following table supplied by a grocer shows a 
comparison of retail prices between June, 1913, and 


the same month this year: 
June, 1913 June, 1919 


Flour, bbl............ $6.50 $15.50 
I Ts iio 6880; .051% 10% 
Butter, ib......: 2... ot .61 
ee hy at aera .16 53 
Tomatoes, can....... 15 .27 
a 1S -23 
ee ere .09 5 
| re .24 .40 
, OS RR te ee .30 .50 
PE i. «as 2A .30 


Fresh and salted meats do not show as big an in- 
crease as Other beef products. Sliced ham now selling 
for 50 cents a pound was 40 cerits in 1914. Bacon 
also shows a ten cent advance. Sirloin and other 
choice cuts are from ten to twenty per cent higher. 


Question—How Much Higher 


How long will the high prices last? No one seems 
to even speculate. Thomas S. Holden, expert in- 
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vestigator for the Department of Labor, declares 
that “the question today is not whether prices will 
fall or how much they will fall, it is, rather, how much 
higher will they go.” “It took thirteen years 
after the Civil War for wholesale prices to get back to 
the pre-war level,’”’ Mr. Holden says, and “as com- 
pared with the war just ended, the Civil War was a 
purely local affair.” 

Secretary Wilson himself thinks that the cost of 
living “will go down some,” but adds that “‘we have 
now reached price-levels that are not likely to be 
disturbed for some time to come,” and his “economic 
viewpoint is that it really makes little difference to 
the public, to the people at large, whether the price- 
levels are high or the price-levels are low if the price- 
levels are maintained at some degree of stability.” 


Teach Them About Findings Through 
the Window 


For a window display, why not an educational 
exhibit of findings? 

For it, select shoes from stock, the common shoes 
of the day, and place in conjunction with each of them _ 
in the window the findings that will improve them, 
and program its usefulness. 

For example, take a pretty pump, of patent leather, 
plain in pattern. Place about it some of the best 
buckles in the store. That little display of itself 
would tell the story of how a well chosen buckle will 
improve the appearance of the pump. 

Or take a white oxford, and place beside it an array 
of white cleaning compounds. Better make use of a 
horrible example. Take a pair of dirty shoes, clean 
one of them, and let the contrast tell the story. Add 
a card admonishing people to clean white shoes daily, 
and the story will be complete. 

Likewise handle a lace boot. Let one be laced with 
an ordinary lace. Let another be laced with the best 
lace in the store. The contrast tells how good laces 
improve the looks of the shoe. 

And so on until a sufficient number of shoes and 
findings are arranged to make an attractive window 
display. Show up the use of blackings and dressings, 
of trees, of rubber heels, and the many other findings. 

A dazzling array of merchandise it may not make. 
But it will get the attention of the buyer who is 
thoughtful about his shoes. He is really the fellow 
whose attention it is to attract, for he is the fellow who 
reasons that he should buy findings to improve the 
looks of his shoes and prolong their wear. By doing 
so, he sets up a new standard in the use of findings, 
which new standard is followed by the multitude. 

Remember, in window displays and other adver- 
tising of findings, that itis a new era in findings into 
which we are entering, and that educational work of 
today makes the regular customer of the findings de- 
partment in the future. 
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in Paris 


But He Doesn’t Permit Woman Clerk in Shoe Store to Unlace His Boots 


E was one of the several thousand American 
H doughboys who visited the French metropolis 

this Spring. Since the signing of the armistice 
he had accumulated several hundred francs for the 
three-day leave which had been promised him. 

The first thing needing attention was his footgear. 
‘““Hobnails” that had served well enough at the front 
and in the billeting areas seemed grossly out of place 
for the boulevards or parquet floors of the cafes. 
His first steps in Paris were directed toward the 
shopping center, the Avenue de l’Opera and the 
Boulevard des Capucines. 

On a corner of the avenue the doughboy found 
the branch store of an American shoe firm which 
through several decades has been known for the 
high standard of its product. The shop had an 
imposing front on two streets, with high display win- 
dows and an ornate doorway. The soldier experi- 
enced that thrill of national pride which every 
American feels when he finds a firm from home 
prospering in a foreign field. 


Shop Well Filled 


Turning on to the Boulevard des Capucines he 
encountered the fashionable throng that fills this 
thoroughfare throughout the day. A few doors and 
here was the place he had been looking for. An 


American branch store that specialized in popular 
priced models. 

The doughboy had to wait several minutes to be 
served, for the shop was filled. There were other 
American soldiers .and officers there, women Red 
Cross and Y. M. C. A. workers and a few native 
Parisiennes. The clerical force consisted of one 
American man, one Frenchman and three French 
girls. The French clerks spoke English—that is so 
long as the conversation was restricted to simple 
words and phrases. The women clerks evidently 
were not employed to wait exclusively on customers 
of their own sex, for they were ready to serve either 
men or women. 


Interior Was Familiar 


The interior arrangement reminded this American 
strongly of stores back home. There was the same 
show case just inside the door with a display of bed- 
room slippers, shoe polish and laces. The stock 
lined all walls up tothe ceiling and was reached with 
the aid of a step ladder. A double row of settees 
ran down the center of the room. 

Asking his size, the French maid who came forward 
stooped to unlace his boots. This, however, was in- 
compatible with the doughboy’s idea of things gen- 
erally and he removed the shoe himself. 
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No measure was taken of his foot, so he made a 
guess. There was not much choice of styles or widths. 
He was shown only two kinds of shoes and the one 
nearest a fit was three lasts wider than he had been 
accustomed to wear when a civilian. 


That War Tax Again 


“If you care to wait we can have your exact size 
shipped from America,” the fair fitter offered. But 
that would take six weeks or two months and the 
“‘permissionaire”’ needed shoes immediately. 

“The price?” 

“Eighty francs and eight francs war tax,” he was 
told. 

There was no quibbling about the price—there 
rarely was with the doughboy in France. His usual 
comment about French currency was that “it looked 
like tobacco coupons”’ and was accustomed to treat 
it as such. 

Passing out of the store with his purchase, he 
crossed the boulevard to the Cafe de la Paix, where 
Americans so love to sit at the sidewalk tables, con- 
sume beer and sandwiches and watch the crowd. 
He reflected that the shoes he had just bought cost 
him, when reduced to “real’’ money, about sixteen 
dollars, while before he left his home town he could 
have bought two pair for that. 





Why More “Army Shoes ?’’ 


Each Soldier Given Complete New Outfit at 
Discharge 


“Under the Act of Congress approved February 28, 
after these estimates were submitted, the men leaving 
the service were provided with .a complete uniform. 
Therefore, that has resulted at present in a shortage 
of shoes which can be issued to these men. We are 
now buying shoes to equip these men. Therefore we 
have to completely stock with a russet shoe for the 
men in the service and the heavy shoe is being sold 
abroad at present. 

“We are asking for $8,771,464, estimating them at 
$5 a pair, which I am sure we cannot buy them at, 
but we hope to be able to handle the matter with this 
amount. I have gone over this very carefully, and I 
do not believe we will have one cent of this money left. 
There may be a deficiency. 

“This involves 1,125,000 pairs of shoes.” 

Col. Hannay explained that there are now on hand 
2,764,403 pairs of the old-type heavy shoes, 250,000 
pairs of which were sold a short time ago in Europe, 
and that these shoes are being sold to the Belgian and 
other foreign governments. There are now none of 
the shoes on hand of the type it is proposed to use 
hereafter, and they are being bought now under a 
deficiency, it being estimated that nearly a million 


pairs will be required before the new appropriation 
becomes available. 

What the salvage division is doing was explained 
to the committee by Capt. H. G. Parsons. He had 
with him samples of the work which is being done, and 
showed a pair of shoes before and after being repaired. 
The material in the unrepaired shoe, he said, was 
worth about six cents a pound, but after being re- 
paired the shoe would be worth about $2.75, the cost 
of repair being from $1 to $1.40. 





A Well-arranged Interior 
At “MacWilliam’s Bootery,” Wilkes-Barre 


MacWilliam’s Bootery is otherwise known as the 
shoe department of MacWilliam’s, an up-to-date 
department store situated at the corner of Public 
Square and West Market Street, Wilkes-Barre, Pa. 

We are publishing the picture of this shoe depart- 





ment so that our readers may get an idea of excellence 
in interior store arrangement. 

This business was established in 1860. Its officers 
are: William MacWilliam, president; W. F. Logan, 
vice-president; Edwin W. Abbot, secretary-treasurer. 

MacWilliam’s writes to the “‘Recorder”’ that they 
look forward each week to our paper; that the value 
of its contents cannot be too greatly estimated, 
keeping them in touch with the activities of the shoe 
world. 

“Never a week passes by that we do not get some 
helpful idea from the ‘Recorder,’ says C. A. Mitchell 
of this store. “‘We believe we derive the greatest 
benefit by its bringing to us the news from the different 
shoe centers, thereby helping us to keep informed as 
to the events happening in other parts of the country. 
The editorials are read carefully each week and have 
proved not only interesting but very instructive.” 
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Trade Acceptances Meet the Test 


A Method of Business Payments That Builds Credit, Protects All Parties, 
and Naturally Prevents Panics, Making Fully Available 
Resources of the Country at All Times 


(Continued from June, 21 Issue) 

‘**\ decidedly concrete benefit,’’ Mr. Isham said, “‘is 
that the trade acceptance renders a concern’s credit 
at its bank 100 per cent efficient at all times. He 
quoted J. H. Puelicher, vice-president and cashier, 
Marshall & Ilsley Bank of Milwaukee, as telling the 
Milwaukee Association of Credit Men at a recent 
meeting that banks would only loan up to 50 per cent 
of a concern’s open accounts, but that they are willing 
to loan up to 100 per cent on trade acceptances. 

“The reason for this is almost self-apparent,” said 
Mr. Isham. ‘The wealth of the nation depends upon 
its commerce; its commerce on the nation’s credit; 
the nation’s credit on the credit of its business con- 
cerns. What better security, therefore, can there be 
than a paper representing the actual transfer of mer- 
chandise, and having as security both the buyer and 


the seller. 
Benefits Country’s Business 


‘As it benefits the business of the country, so does 
the trade acceptance benefit the individual concern. 
There are comparatively few business houses that do 
not have to borrow from their banks, at one time or 
another. Supposing that business conditions were 
such that the banker found it necessary to cut down 
on his customers’ credit limits, or borrowing capacity. 
It would mean curtailment of their business. If, on 
the other hand, the business concerns of the country 
had their open accounts in the form of trade accept- 
ances, they would be able to discount them at their 
full or 100 per cent value and thus not be hampered 
by lack of finances. The banks in turn could re- 
discount the acceptances with the Federal Reserve 
Banks and at a preferred rate. 

“In view of these facts, would it not be well for the 
business of the country to be prepared for such con- 
ditions while times are good? It would be too late to 
try to introduce the trade acceptance after conditions 
became bad.” 

Mr. Isham took as a further illustration of trade 
acceptance benefit small manufacturing concerns with 
limited capital, of whose business 75 per cent is credit. 
It would be almost impossible for such a concern to 
try to compete with competitors having more ade- 
quate and ample capital, or accomplish the growth 
and expansion of its more fortunately financed con- 


temporaries. But, if the credits were in the form of 


trade acceptances, it can readily be seen how the 
handicap of limited capital would be removed. and 


the small concern placed on a more equal footing with 
its wealthier competitor. 


Quick Turnover of Capital 


“It is an admitted fact that a quick turnover of 
stock is vital to the success of any business,”’ said Mr. 
Isham. ‘Does not this apply with equal force to 
capital? The trade acceptance is the logical method 
of accomplishing this result. 

“The concern doing business on the open-account 
method is acting in the dual capacity of seller, and as 
banker for his customer. By the use of the trade 
acceptance, the banking function is placed where it 
belongs—with the banks. As a prominent banker 
recently said: ‘This is the only country on earth 
where sellers of goods finance buyers by borrowing 
money themselves to extend indefinite credit to the 
buyers.’ 

Careful Buying Results 


‘‘A considerable part of the losses sustained through 
failures in the United States is traceable to careless 
credit granting on the part of the seller, and over- 
buying on the part of the buyer. The seller using 
trade acceptances and discounting them is going to 
use more care in the matter of granting credit; the 
buyer purchasing goods on trade acceptance terms, 
which means an agreement to pay at a certain time, 
is going to buy much:more carefully than he would on 
ordinary open account,’’ Mr. Isham said by way of 
illustrating another benefit. ‘‘In this manner two 
great sources of loss are eliminated. Since the ulti 
mate consumer eventually foots the bill for all losses, 
so the trade acceptance should prove interesting to 
every element, from the laboring man to the capitalist. 

“Our experience has shown that slow-pay accounts 
are greatly reduced, if not almost entirely eliminated, 
by the adoption of the trade acceptance method,” 
said Mr. Isham. “Any one doing an open-account 
business must admit that slow-pay accounts are costly. 
The taking of unearned discounts is still more so. 

“W. G. Avery, assistant manager, foreign depart- 
ment, Guarantee Trust Company, New York, said in 
a recent address: ‘Among manufacturers the terms 
are usually 2 per cent discount for cash in 10 days. 
Reports show that when the bills are discounted in- 
stead of being paid in 10 days, they have averaged 15 
days; for those who take an option of 60 days, the 
average payment is from 75 to 90 days; and at least 
10 per cent take 90 days or more. Thus it is much 
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safer to sell an somewhat longer time with trade 
acceptance than to sell on so-called short time with 
open accounts, the date of payment of which is most 


uncertain.’ 
A Credit Builder 


“The experience of our company has been that as a 
means of correctness, and as a collection medium, the 
trade acceptance has in this respect proven its value 
as a permanent institution. 

““At the time we adopted the trade acceptance we 
were told that we could not ‘put it over’-—that one of 
three things would be bound to happen: first, we 
would not get the business; second, the customer 
would not pay any attention to the trade acceptance 
after signing it; third, that we would throw up the 
whole proposition as a bad deal and abandon the 
idea. 

‘After nearly four years of use of the trade accept- 
ance, we have orders for more goods than we can pro- 
duce. Ninety per cent of our business is done on the 
trade acceptance basis. Our average past due is 
three-fifths of one per cent; those who do not pay 
exactly on due date amount to a fraction over 4 per 
cent; our bad-debt losses, including bankruptcies, 
for the entire period amounts to one-sixteenth of one 
per cent. 

“Occasions have arisen where the customer pays 
his trade acceptance to us on due date and permits 
his account with our competitor to slide to a more 
convenient date. The result has been that some of 
our competitors who were most certain that we would 
fail in the use of the trade acceptance have themselves 
adopted it and are enthusiastic over the benefits.”’ 

The managers of both Dun and Bradstreet, Mr. 
Isham said, told him it is their custom to rate a con- 
cern higher whose accounts receivable are in the form 
of trade acceptance than merely in open accounts. 
This, he pointed out, proves that the trade acceptance 
is a credit builder, not only for the manufacturer and 
the wholesaler, but the retail merchant as well. 

In minimizing the ‘“‘returned goods’”’ evil, the trade 
acceptance has been a very important factor, Mr. 
Isham said. Old offenders along this line seldom 
attempt to continue this practice. 


Favorite Objections Answered 


One of the conveniences of the open account, the’ 


right to make partial payments, is by no means de- 
stroyed by the trade acceptance, Mr. Isham said in 
answering a favorite argument offered by retail mer- 
chants. This may be arranged with the bank, and if 
the trade acceptance cannot be met at maturity, the 
seller may take the customer’s promissory note. 
Dissecting another objection frequently offered by 
opponents of the trade acceptance, that its use will 
cause inflation, Mr. Isham said there is no ground for 
this belief, since the acceptance is drawn against 
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actual, existing values; lives its short three months’ 
or less life, and passes out of existence. Since trade 
acceptance must represent actual merchandise trans- 
actions, the volume of commercial paper of this class 
must automatically expand and contract with the 
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An Advertisement with Plenty of-Selling Talk for the 
Entire Family 





expansion and contraction of the business which 
produces it. 

“It does not aim to abolish cash discount, as our 
opponents would have you believe,” said Mr. Isham, 
answering another argument. ‘I can positively say 
from experience that trade acceptance in no way, ‘con- 
flicts with the giving or taking of the cash discount. 
In our particular line of business custom compels the 

(Continued on page 57) 
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Cavanaugh & Meyer’s Business Success 


A Danville, Illinois, Firm Gives Valuable Suggestions in Profitable 
Merchandise 


(This is the second in the series of histories of pro- 
gressive shoe merchants. The “Recorder” intends to 
publish from time to time short sketches of merchants in 
various sections of the country as an inspiration to other 
merchants in the conduct of successful shoe stores— 
Editor’s Note.) 


Business Rules 


bs ERVICE-SPECIAL attention.” 
ss “Close personal supervision of our business.” 
‘Absolute honesty in our advertising.” 
*‘Dependable merchandise.” 





FRANK P. MEYER 


“Adjusting complaints to the customer's satisfac- 
tion.” 

“Scientific fitting of feet.” 

“Profit sufficient to insure a surplus to the firm’s 
treasury.” 

A Dash of Nerve 

These are the tenets which my partner, Mr. 
Cavanaugh, and I have followed to that measure of 
success with which we are credited. Some outsider 
writing this story might add another, “Nerve.” As 
I look back, I realize that we were just a little nervy in 
placing every dollar of our combined savings in the 
fortunes of a business which was then as little pro- 
ductive of profit as any existant mercantile business. 
That was fourteen years ago, when eighty cents was 
paid for shoes to retail at one dollar, and the shoe- 


man’s sanity was not questioned; when the manu- 
facturer fixed the price for the consumer and in many 
instances fixed the retailer by the price he fixed for 
him. “Give extra good value and get volume” was 
the cry. That was camouflage for “Work without 
profit while we grab the prunes.”” We took as our 
motto ““There’s no fun in what there’s no money in.” 
Our object in going into business was to make money. 
This was the main thought. 


The Value in Hard Work 


Fourteen years ago, my partner and I bought a 
small store opposite our present location. It had 





A. J. CAVANAUGH 


been a department of a dry goods store and had not 
been successful financially. We knew the value of 
every dollar which went into the venture because we 
had worked for and saved every cent. We knew the 
price of success would be hard and constant work, and 
groomed ourselves accordingly. Courtesy to and 
careful handling of trade were the tenets we decided 
upon as the corner stone of success, and we have 
never lost sight of these essentials in the conduct of 
our business. 
Strenuous First Year 

Absolute honesty and perfect fitting of feet were 

also inculcated in our business policy and we adhered 


to these throughout the years that followed. The 
days of the first year were strenuous days, chock full 
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of hard work; many a luncheon hour went by with- 
out finding me an incumbent of a seat at a lunch 
counter. I was too full of fear that a chance customer 
would escape us. This was healthy for the finances 
but hard on our digestion. The year wound up with 
a good business and we were satisfied that we had 
started the ball of success rolling. 


Our Big Scare 


Then came our big scare. Almost directly across 
the street opened up a big shoe store. The owner 
was an enormous advertiser. No bill board was too 
large for him to cover with his admonitions to “Bring 
your big feet to the Busy Bootery.” The price of 
newspaper space held no terrors for him. But we 
could not allow our nerve to weaken and went after 
business with renewed vim. We tried to overcome 
our opponent’s advertising by increased store service 
and careful individual attention to customers. 

Then came our big opportunity. We learned that 
our heavy advertising opponent wished to sell out. 
We bought him out. It required considerable finan- 
cial manoeuvering to do this as the transaction for 
it involved quite a monetary consideration. We 
were not extremely overburdened with finance. We 
had kept our credit good and found this a valuable 
asset when we tried to finance the new deal. We 
found our reputation for business acumen would in- 
sure us the necessary loan. Our move into the new 
location was the turning point in our career." We 
increased our business $50,000 the first year. We 
have enjoyed a healthy, steady increase every year 
since. For several years we have exceeded by far the 
century mark. The maintenance of this growth, 
however, has been no sinecure. We have worked 
and thought for it. 


Careful Attention to Turnovers 

We have never allowed our attention to be diverted 
from our object—‘“The biggest business in any city 
of our city’s size.”’ . 

We have kept a steady finger on the pulse of the 
shoe market and watched its fluctuations incessantly. 
We have always aimed to give our customers the 
market’s best. We have striven to give our trade a 
little closer attention than our competitors. Our help 
has always been carefully picked. We prefer young, 
active, and if possible, good-looking men. They 
must be peat and clean. Good windows and real 
salesmen make for success as surely as location and 
value-giving merchandise. 





TRADE ACCEPTANCES MEET THE TEST 
(Concluded from page 55) 
giving of cash discount even on dating, and we have 
not cared to oppose the custom as yet. 
“Because some concerns allow a slightly longer 
time as an inducement to their customers to sign 
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acceptances, the opponents claim that the lengthening 
of the credit period will result in a corresponding in- 
crease in bad debts. They overlook the fact that 
this longer dating is usually less than the average 
time shown by statistics than the average open- 
account customer takes to pay. It is better to have a 
slightly longer time, and have it definitely under- 
stood, than the indefinite manner of payment of the 
open account.” 

Mr. Isham quoted leading financiers as authority 
for the claim that the general use of the trade accept- 
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Footwear for all occasions. 
Styles to meet .every taste. 





White Canvas Pumps 
Turn soles, Louis XVI. heels, 
$4.85 











At $6.75 
White Canvas Oxfords, military heels, 
White Canvas Pumps, Louis . heels. 
White-Canvas Sport rubber soles 
and heels. 
At $7.65 
White Canvas Laced Shoes 


At $8.75 

White Buckskin Oxfords, military heels. 
White Kidskin Oxfords, military heels. 
White Buckskin Sport Oxfords, rubber 

soles and heels. 
White Buckskin Pumps. 

At $10.75 

White Kidskin Dress Pumps. 
White Buckskin Sport Shoes, rubber soles 

‘and heels. 








The splendid values offered, the 
immense variety, —— ity 
of White Footwear, this an oc- 
casion of unusual interest. 

















Show Your Full Line of Whites NOW 





ance will go a long way toward eliminating the 
possibilities of a great financial panic such as this 
country has several times encountered. The princi- 
pal reason is that this form of business paper helps 
to make more fully available the national resources 
at all times. 

“T submit,” said Mr. Isham in concluding, “that 
the most frequent objection comes from buyers who 
refuse to sign acceptances because they do not wish 
to meet the bill at maturity. This is hardly worth an 
answer.” 
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Wherever You Go—the Wardrobe Is Piled with Shoes 
for Special Uses, at Famous Players’ Studio 
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BRINGING HOME THE BACON 


Johansen Brothers Shoe Company’s 
Coast Quartette 

Here are four live-wire salesmen who 
travel the Pacific Coast for Johansen 
Brothers Shoe Company of St. Louis: 

O. W. Launer, manager of Pacific 
Coast branch, is a St. Louis boy and 
came with the house about eight years 
ago as a stenographer. He was pro- 
moted successively to house salesman, 
chief of the Stock Department and 
manager of the San Francisco branch. 
He is an unassuming, progressive type 


W. LAUNER 
of man and is certainly “delivering the 
goods.” 

J. M. Hinton represents the San 
Francisco branch in Northern Califor- 
nia, Oregon and Washington. “Jim” 
Hinton, as he is familiarly known, has 
his headquarters at 420 Market Street. 
San Francisco. 

T. W. Rankin has been with the 
company since 1915 and travels South- 
ern California. His headquarters are 
at the Hayward Hotel, Los Angeles. 

H. M. Langhorne is an old-time 
Johansen salesman, having been with 
the house since 1911. He is an old- 
time shoe man, having been a retail 
merchant for several years before taking 
up road work. Mr. Langhorne has 
built up a good business in San Fran- 
cities. His head- 
Francisco 


cisco. and bay 
quarters are at the San 
branch house as heretofore. 


J. M. HINTON 


Shoe Salesmen 


Activities = our Trade Ambassadors 
On and Off the Road 
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News from Hustling Hoosiers 


The Indiana Shoe Travelers’ Associ- 
ation, the Hustling Hoosier Travelers, 
held their regular monthly luncheon 
and business meeting recently at the 
Indianapolis Chamber of Commerce 
and 25 of the live wire members were 
seated. 

A splendid address was de- 
livered by Charles S. Strayer, Sales 
Manager for Johansen Bros. Shoe Com- 
pany, St. Louis, Mo., giving the reason 
for present high prices and predictimg 
still higher pricesin shoes. Mr. Strayer 


a 


also predicts a greater business for the 
Fall season than ever before. Talks 
were delivered also by Vice-President 
Arthur B. Fletcher and _ Secretary 
Charles I. Slipher. 


Vacation Locations 


All the boys report a splendid season 
and most of them have finished their 
trips and are preparing for the Summer 
vacation. President Harry Springgate 
will spend his vacation at James Lake; 
Vice-President Fletcher with his family 
at Lake Tippecanoe; W. H. Win- 
chester on his Missouri peach farm; 
Albert Poyneer will fish in Wisconsin; 
Wilbur Newburg will be at Winona 
Lake with that other live wire, Billie 
Sunday. 


Fred A. Naegele was taken into 
membership at the meeting. The Asso- 


H. M. LANGHORNE 
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ciation only needs seven new members 
to have a 100 per cent increase in 
membership for 1919. 


Harry Springgate Will Go to 


Columbus 


Harry Springgate will attend the 
meeting of the Board of Governors of 
the National Association to be held at 
Columbus, Ohio, the first week of July 
and he requests all members having 
resolutions or suggestions to forward 
the same to him before the end of 
June. 


T. W. RANKIN 


Interesting Letters 


Interesting letters were received from 
Charles Gear, Marion, Indiana, and 
Marsh Lowe, Greensburg, Indiana, 
praising the Live Wire Bulletin issued 
by the Hoosier Shoe Travelers’ Asso- 
ciation each month. Mr. Gear says 
that one of the Live Wire Bulletins 
helped him to open a new account 
and Mr. Lowe informs us that the 
McFarren Shoe Store has opened a new 
shoe store in Bluffton, Ind., called the 
Bluffton Shoe Market. 

The Perry Shoe Company has opened 
a new store at LaFayette, Ind. C. E. 
Eckert has purchased the J. E. McDon- 
ald store at Kendalville. 


Enjoyable Events 


An old-fashioned Indiana Chicken 
Dinner Picnic was_ scheduled for 
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June 24. The retail merchants of 
both Indianapolis and the State were 
entertained at this event. 

James B. Meek entertained the Bur- 
glars Society (an appropriate name 
given the local shoe travelers by the 
Elks Club, as 90 per cent of the shoe 
travelers living in Indianapolis are 
members of the local Elks), on June 13, 
at his beautiful new home on Coliseum 
Avenue. 


Next. Meeting in August 

There will be no July meeting of the 
Hoosier Travelers as most of the boys, 
will be on their vacation. The next 
regular meeting will be held as usual 
at the Indianapolis Chamber of Com- 
merce on the second Saturday in 
August. 


IN WESTERN OKLAHOMA 


Frank H. Greenwald Reports Busi- 
ness Excellent 

Frank H. Greenwald is in charge of 

the Western Oklahoma territory for 





FRANK H. GREENWALD 
Oklahoma City 


McElwain-Barton Shoe Company, Kan- 
sas City. Mr. Greenwald’s head- 
quarters are in Oklahoma City. Mr. 
Greenwald took over this territory 
August 1, 1918, after traveling for 
fifteen years in South and North Dakota 
and Northwestern Iowa, the first four 
years being connected with Barton 
Bros., and the later with McElwain- 
Barton Shoe Company from the time 
of the formation of this firm. Mr. 
Greenwald reports business conditions 
this season in Western Oklahoma ex- 
cellent, with the best crop prospects and 
much activity over the territory in oil 
development. 


“Merchants, generally,” writes Mr. 
Greenwald, “‘are optimistic and realize 
that to do an increased volume of busi- 
ness they must be prepared with mer- 
chandise. I anticipate a heavy busi- 
ness during the Fall months and have 
just closed a very satisfactory season. 
I have for many years been a sub- 
scriber to your excellent journal and 
have recommended it to many mer- 
chants. I shall continue to do so.” 


Billy Noll Guest of Iowa Travelers 


The Iowa National Shoe Travelers’ 
Association held its meeting recently 
at the Grant Club, Des Moines, Iowa, 
at a noon-day luncheon, and arriving 
at the Grant Club were agreeably sur- 
prised to have as a guest of honor, 
Billy Noll, Secretary of the Boston Shoe 
Travelers. ““He had read of this meet- 
ing in the trade papers, and agreeably 
surprised us by walking down. We 
turned over the meeting to Billy Noll, 
and he brought up many subjects for 
discussion which were of interest to 
every shoe traveler. The Iowa Asso- 
ciation now has 101 members,” says 
Secretary Prescott. 

At this meeting were elected a 
board of directors: F. B. Crowley, I. A. 
Hall, A. J. Spring, C. A. Clark, and 
R. L. Cooper. Publicity Committee: 
J. E. Wm. Prescott, L. W. Keaster, 
Glen Driscoll. Welfare Commitee: B. 
F. Goldman, O. E. Hamilton, L. C. 
Hyde. 

The new Fort Des Moines Hotel 
will be headquarters of the Association. 
The next meeting of the Association 
will be held in Des Moines at the new 
Fort Des Moines Hotel the first Satur- 
day in September. The New Fort Des 
Moines Hotel will be known as the 
Official hotel of the National Shoe 
Travelers’ Association. It has over 400 
rooms, and the Miller Hotel Company 
which operates the Fort Des Moines 
Hotel has taken over the new Savery 
Hotel, which will be completed on the 
15th of August and will have 300 
rooms. This will be of interest to every 
shoe traveler owing to the congested 
hotel conditions in Des Moinrs. 


Four New Members 

The Iowa National Shoe Travelers’ 
Association recently added four new 
members: E. I. Echternacht, Ft. Dodge, 
Ia., representing the Brown Shoe Com- 
pany, St. Louis, Mo.; Roy Duffy, 
Maplewood, Mo., representing James 
Clark Leather Company, St. Louis, 
Mo.; T. W. Harmon, Des Moines, Ia., 
representing Huiskamp Bros., Keokuk, 
Iowa; Frederick C. Sparks, Des Moines, 
Ia., representing the Apsley Rubber 
Company, Chicago, Ill., and _ is 
still growing. The Association pays a 
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$100 death benefit to the beneficiary 
on the death of a member in good 
standing. 


A Joke Played by Otto F. Kellar 


Recently the secretary, J. W. Pres- 
dott, was at Davenport Ia., at the 
Black Hawk Hotel. Bob Duffy, hav- 
ing just become a member recently, 
had an early morning caller, the buyer, 
Otto F. Kellar, of the Harney Von 
Maur Company. Mr. Duffy had ex- 
plained to him that he recently had 
joined the Association, and would get 
$100 in the event he died. Mr. Kellar 
rang up Mr. Prescott’s room and asked 
if he had Mr. Duffy’s wife’s address, 
that Mr. Duffy was dying. “I imme- 
diately looked up the Association book,” 
said Mr. Prescott, ‘found his address 
and hurried to his room, and found 
Mr. Duffy and his wife both alive 
and laughing. The best feature of this 
was it saved the Association $100! 

By the way, Otto F. Kellar, who is 
a successful buyer for the Harney Von 
Maur Company of Davenport, Ia., be- 
came a Benedict June 26. 


Edward F. Keene Sails for 
England 


Edward F. Keene sailed on the Lap- 
land, Saturday, June 21, for England, 





EDWARD F. KEENE 


Traveling for Arthur A. Williams 
Shoe Co. 


Holland, Belgium and the Scandina- 
vian countries. He travels in the in- 
terest of Arthur A. Williams Shoe 
Company, 77 Summer St., Boston, 
Mass., and has full lines of leather and 
shoes. 

















an PR i nl i 





BOGT AND SHOE RECORDER July 5, 1919 





















































| ers 

. Sd _ will find complete 
) 4) * —~ > lines of Gotter Shoes 
IS Te w, on exhibition at the — 
= ‘NCHI@AGO NATIONAL 


‘ 70: 


AN SHOE EXPOSITION 























HO®EL MORRISON-JULY, 7-11 
_ —with— 


| 
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CENTRAL ASSOCIATION OF 
TRAVELERS 


Will Hold Fortnightly Meetings 
’ Throughout Summer 


The Central Association of Travel- 
ing Shoe-Salesmen held its fortnightly 
meeting at the Coates House, June 14. 
The meeting was devoted mainly to 
the discussion of the present prospectus 
of Fall business, which followed the 
usual luncheon. The members seemed 
loath to ‘suspend the holding of the 
meetings of the association for the 
Summer season when such a move was 
discussed. No action was taken upon 
this and the association will continue 
holding its fortnightly meetings unless 
it should be decided later to suspend 
the sessions for the Summer season. 


DEATH OF W. E. GIBSON 


Southern Salesman for Johnson 
Bros. Shoe Manufacturing Co. 


W. E. Gibson, for many years 
Southern salesman for Johnson Broth- 
ers Shoe Company of Hallowell, Maine, 
has finished his last long trip. He 
leaves behind him a host of friends, 
not only in Southern territory, but 
throughout. New England. 


W.°E. Gibson was a man of the 
highest type. It was a pleasure to 
have known him. The news of his 
sudden death came as a great shock 
to all. 

Mr. Gibson was interested in the 
raising of stock and operated a large 
stock and seed farm as “a side line” 
with much success. It was on this farm 
that he met his death during a severe 
thunder storm, a bolt of lightning kill- 


* ing him instantly. 


D. B. Brown in Michigan 


D. B. Brown of Detroit, Mich., is 
now representing the New York shoe 
wholesalers—Lazarus Fried & Sons, 
Inc.—in the State of Michigan. Mr. 
Brown is well known in the trade and 
reports that he is doing a large volume 
of business. 


Jim”? Stoner Visits Louisville 


“Jim’’ Stoner, who for several sea- 
sons has been traveling Ohio, Penn- 
sylvania and West Virginia for the 
Boyd-Welsh Shoe Company, passed 
through Louisville on his way to his 
home at Bardston, Kentucky. 

Mr. Stoner’s father has been very 
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ill, therefore necessitating his ’son’s 
trip to his home town. 


George C. King a Live Wire 


George C. King, associated with the 
McElwain, Barton Shoe Company, 
Kansas City, Mo., has for three years 
covered Western Iowa. He writes that 
he is securing some very nice business 
in that territory and looks for a big 
Fall trade on floor goods. 

“Conditions in Iowa,’”’ writes Mr. 
King, “‘are 100 per cent good, and that 
means that these people will spend 
their money. . 

“The McElwain, Barton Shoe Com- 
pany is a real live bunch, and the 
McElwain, Barton sales force is another 
live bunch. I can say without fear of 
contradiction that the Bartons are 
the finest bunch of men ever. It is 
a source of much satisfaction and 
pleasure to be associated with a com- 
pany of this kind.” 


James L. Scanlon’s Smile 


Have you noticed the smile on James 
L. Scanlon of the~ Endicott-Johnson 
Corporation since the arrival of a 
bouncing boy at his home? Congratu- 
lations, James! 





“Quick on the Trigger’’---Just Like That 








AEMP FLINT SAYS THOSE 
THERE FATHER YONN'S 0X T 





THEM THERE PIPER - 


EMP FLINT AINT NO /10RE 








QXFOROS /S THE GEST SHOE ON 
THATS\ TNE MARKET— I SAY /7 Aint 


THATS JUOGE OF SHOE LEATHER 
sooo THAN HOP MORSE'S GRAWO- 
TUFATHER S HIRED MIAN SS 


I THINK OFF oO 
¥ 














pe THEM FATHERJONNS 78 

000 SNORE THEN-I AINT 

GOTA BRAIN_/N 
Y~YMWEAD 


ZI Gor AS MANY 
BRAINS AS YOU HAve. 
SAM SHOE HORW 
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ae growth of 

your hosiery 
business will be 
sure and rapid by 


the intelligent buying 
of a dependable hosiery. 


The dependability of 


Gory, don 


HOSIERY 


is founded on the suc- 
cess of building busi- 


ness for our customers. 
The great demand to- 


day is for quality—de- 
pendable quality. 


GORDON HOSIERY 
durability, fit and style, 
like the name,—is al- 
ways remembered. 
Keep up your stocks. 
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Your PARTICULAR 





CUSTOMER 


who wants only the best 
will appreciate 








DE LUXE 
SPATS 








nil 














In fit, in style, in ma- 
terial and skilled work- 
manship, these spats 
grade One Hundred per 
cent. 


They are a genuine high 
quality product, made 
to meet the most 
exacting demands 
in all prevailing 
colors, heights and 
styles. 


Write for your 


DE LUXE. Fall orders now. 


American Gaiter Co., Inc. 


The premier manufacturers of high 
grade spats. Acknowledged the 
best fitting and finest made spats 
in the world. 


FACTORY NEW YORK 
129-133 OFFICE 
Grand Avenue Rooms 602-604, 


Brooklyn Marbridge Bldg. 


| 
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Marie Antoinette Last. 


19/8 Louis the Fifteenth heel. 





INEVITABLY 





J. C. BOYD 


President and Factory Manager 


Full French Louis heels. 
Baby French Louis heels. 
Military heels. 

In wood and leather. 





We are expert pump makers. 











eee 








FACTORY AND EXECUTIVE OFFICES IN ST. LOUIS 


poY0-WEls,, 
JOHN C. BOYD, PROCESS JACK T. WELSH 


BoyD-WELSH SHOE COMPANY 
MANUFACTURERS OF 
WOMEN'S HIGH GRADE STREET ano THEATRICAL FOOTWEAR 


COOK AND NEWSTEAD AVENUES 


St.Louts,US.A. 


PRESIDENT & FACTORY MGR 


REFER TO FILE 


INEVITABLY BOYD—WELSH PROCESS 


Gentlemen:—— 


THE INSTANTANEOUS RECOGNITION by discriminating dealers 
of the exclusive MERCHANDISING qualities embodied in our product 
has resulted in a steadily increasing demand for BOYD—WELSH PROCESS 
SHOES in this country and abroad. The result has been a broadening 
of the scope of our operations, and we have constantly added to and 
strengthened the personnel of our highly trained organization, there-—- 
by maintaining our remarkable achievements in HIGH QUALITY and 


QUICK DELIVERIES. 


The distinctly DIFFERENT and STRIKING individuality, embodied 
in BOYD—WELSH PROCESS SHOES (the result of the highly technical 
BOYD—WELSH PROCESS construction) has maintained our reputation with 
dealers of the BETTER SORT. 


Women's high grade shoes produced by BOYD-WELSH PROCESS SPECIAL 
CONSTRUCTION are light and dainty, but strong — they hold their shape 
for the life of the shoe. 


In fitting BOYD-WELSH PROCESS SHOES note the long racy 
symmetrically curved lines, scientifically balanced, and their superb 


FITTING QUALITIES. 


Our salesmen are now leaving for their territories and we 
solicit the privilege of presenting to you for your consideration, 
our latest models of ORIGINAL and ADVANCED CREATIONS. 


Anticipating another record season, we have built to take care 
of your needs, an addition to our modern factory and are even better 
organized to continue our regular FIVE WEEKS delivery service. 


Very sincerely, 


BOYD—WELSH SHOE COMPANY 


LOCAL OFFICES’ 


NEW YORK CHICAGO ATLANTA SAN FRANCISCO PORTLAND ORE. HAVANA BUENOS AYRES 
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INEVITABLY 








JACK T. WELSH 


Vice-President and Sales Manager 


We are expert pump makers. 
Full French Louis heels. 
Baby French Louis heels. 
Military heels. 

In wood and leather. 








The Ingenue Last. 
Baby French Louis 13/8 heel. 
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PREMIER 
SPATS 


MEAN TO YOU 


These rapid selling spats come in 
Kersey and Felt—all heights—all 
fashionable colors. 


They give the largest percentage 
of fit, style and real profit to you! 


Send in your Fall orders at once. 
Samples if desired. 


PREMIER GAITER CO., Inc., 
129 Grand Ave., Brooklyn, N. Y. - 


Premier Gaiters are guaranteed the best 
fitting and best made at the price. 
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Barefoot Sandal Time 


IS HERE— 


Our lines range from the low priced side 
leather stitchdowns to highest grade 
Lotus Calf Goodyear Welts. They in- 


clude all ac- 
cepted styles 
in Sandals 
and play Ox- 
fords. Stocks 
are complete 
in all grades 





and ready for instant shipment and the 
priceisright. Tell us your requirements 
—we can meet them. 





Laing, Harrar & Chamberlin 


43 North 3rd St., Philadelphia 
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EZOLA 





ZOLA is a flexible 
mat or strip made 
of tempered resilient as- 
phalt compound a half 
inch thick, sandwiched 
between layers of as- 
phalt saturated felt. 





It is surfaced with long-wearing asphalt, 
paint, and is bound at the edges with a gal- 
vanized metal strip. 


Placed on wood or concrete floors where 
workers stand at machines or benches, it 
provides a floor insulation from dampness 


1 and cold, absorbs vibration and _ insulates 


against electricity. 


It is water-proof, vermin-proof, sanitary—and is less tiring 
to stand on than hard floors. 


An EZOLA mat in front of every machine or bench where 
a worker stands, tends to cut down sickness and lost time—in- 
creases comfort, promotes efficiency and contentment. 


Made in sizes from 2 ft. square up. Write for full particulars, 


THE PHILIP CAREY COMPANY 


511-531 Wayne Avenue Lockland, CINCINNATI, OHIO 
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S Prepare for the long evenings of Fall and Winter 6, 
\ Pee Nien’s High Grade House Slippers C 


HBG 


Brown Morocco Cavalier on order Red Glace Goat Brighton in stock 
$6.00 $4.50 
Other good numbers on request Red Glace Goat Opera in stock $4.50 


H. B. GOODRICH & CO. a 


70 Washington St., Haverhill, Mass. 


7 































HOTEL 


Continental 


Broadway & 41st St., N. Y. 


Maintenance 
Service is the 
result of years of 
experience. 

It will fit your 
needs best. 






Center of New York’s 
Activities 


















= 7 Every 

you 

prefer —_ al 300 OUTSIDE ROOMS 

to own a Button Each with Private Bath, 

Machine Attaching 

Buy an a . EUROPEAN PLAN 

ELLIOTT is in the rere eere PO ph er 
ELLIOTT ee i ee VU, ’ . 






5 minutes from P. R. R. and N. Y. Central 
Terminals. Within easy access to principal 
stores and surrounded by Leading Theaters. 


HENRY 8S. DUNCAN 


Managing Director 







Ask Your Jobber for 
The Elliott Plan 
or wrile us. 


















ELLIOTT MACHINE CO. -- Grand Rapids, Mich. 
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HIS handsome style we are 
showing herewith of our 
PRINCE last, is a partic- 

ularly good example of Smith- - 
Briscoe value. 

Our foresight in anticipating 
present high prices in materials 
has proved very graftifying to 
Smith-Briscoe dealers, judging 
from the record orders they have 
already placed with us. 

But you have to see Smith-Bris- 
coe shoes in order to truly judge 
the value and style that is in 
them. Nothing easier—ask us 
to send salesman your way. 


Sznith Brigcoe Shoe Co nc. ae 
= of’ Good Shoes for/fen Last. Sent 
Lonchbi rginia Battleship Gray kid Top: 
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» iit Ti; Ti Tis i in Mn ren ae = 


tn Boe Mn en 


3 
. 
5 
. 
= 
il 





BOOT AND SHOE RECORDER July 5, 1919 


























Advertising Creates an 
Stock Keds Impression of Your Store 


FULLY 
Be sure you means of the country’s biggest andgbest 
—— accepted mediums. 


have ENOUGH ’ Well-dressed, discriminating people are intro- 
duced to the Keds store as the place in their com- 
munity where they can get absolutely the best 
Summer footwear satisfaction they have ever 
known; that Keds are stocked there completely; 
that they will unquestionably get what they ask for. 
Thus does Keds advertising speak for you and for 
your good business name§_, e 


, It is important that you know and realize this, 
because it means for you your own share of obliga- 
tion—preparation. Preparation now, so that you 
will not have excuses when these new-made friends 
of yours call. Not excuses, but “the goods”— 


KEDS. 


Large and Well Assorted Stocks Carned by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 


EDS advertising covers the entire country by 











United States Rubber Company 


New York 
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BOOTS AND SHOES 


New Business Quiet, but Fac- 
tories Busy 

The buyers who usually visit this 
city during the Summer are beginning 
to arrive in large numbers, and next 
week will reach the high level. While 
their main purpose in coming here is 
for looking over the market, and buy- 
ing leather footwear, many of them will 
visit the local offices and sample rooms 
of the rubber boot and shoe manu- 
facturers, not primarily to leave orders, 
for most of them have already bought 
their Fall and Winter stocks, but some 
of them will endeavor to hurry de- 
liveries, and may add to their orders 
such styles as they may need to match 
their new Fall footwear. At present 
there is not much new business in 
rubber boots and shoes, but it is possible 
that the manufacturers are not over- 
anxious to add to their present business, 
if such business calls for early deliveries. 


Tennis Lines 


There is nothing new to report in the 
tennis situation. Business is brisk in 
the retail trade, and quite lively in the 
jobbing trade, while manufacturers 
have not yet ceased to produce these 
lines for present season’s business. 
The vacation trade has fairly started, 
and the last of this week shows the 
exodus of thousands from the cities to 
the seashore and country, most of the 
women and children, and many of the 
men provided with at least one pair of 
canvas rubber-soled shoes. 


CRUDE RUBBER 


Supplies Heavy, Demand Moderate, 
Prices Low 

There is far more rubber in the mar- 
ket than usual, and a great surplus over 
actual trade requirements. Where 1000 
to 1200 tons may be considered a nor- 
mal supply for this time of year, there 
are ten times such amounts now being 
held for sale by importers and brokers. 
When another fact is taken into con- 
sideration, that the manufacturers 
generally have all the crude rubber they 


_ tions. 











The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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need for the present and near future, 
no one can wonder at present quota- 
Plantation rubber has _ been 
moving from the far East to New York 
and to London in heavy shipments. 
London is said to have three times as 
much on hand as New York, yet Singa- 
pore and other Eastern shipping points 
are crowded with rubber. First latex 
pale crepe is down to 40c for spot, 
while forward quotations are August- 
December, 42 to 43c and January- 
June, 1920, 44c and January to Decem- 
ber, 46c. Prices for ribbed smoked 
sheets lc under these prices. 
We quote spot prices: 


First latex pale crepe.......... 40 -41 
Smoked sheets............... 39 -40 
Bnowa CHONG. co... 656 6isce ss 35 -36 
Upriver fine para............. 55% 
a 47 
Upeiver Coarse. ........5..6606 3214-33 
WOIGMGS CORTSO. 6.6.6.6. 6 6.6665 6c0ss 21 -22 
Caucho ball upper............ 33% 
Caucho ball lower............ none 
ee ey 2114-22 
Centrals and Mexicans......... 35 -39 
Guayule (20 per cent moisture) -25 
Guayule washed and dried..... .36 


African Massai............... 
SCRAP RUBBER 


Little Doing, with Prices Practically 
Nominal 

With reclaimers finding it difficult to 
market their product in competition 
with plantation crude rubber, the de- 
mand for scrap rubber is at the lowest 
ebb, although prices are not at low 
record point. There is’ no doubt that 
collectors are holding sizable amounts, 
and dealers carrying heavy stocks, each 
hoping the market may take an up- 
ward turn later. 

Under present conditions prices are 
scarcely more than normal. We quote: 

Scrap boots and/ shoes: $7.20 to 
$7.35 in Boston; $7.10 to $7.25 in New 
York; $7.05 to $7.20 in Philadelphia, 
and $6.95 to $7.10 in Chicago. 

Trimmed arctics: $5.25 to $5.75 in 
Boston; $5.00 to $5.50 in other markets. 

Untrimmed artics: $4.50 to $4.75 in 
Boston; $4.25 to $4.75 in other markets. 
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RUBBER ASSOCIATION OUTING 


Demand Very Small, with Dealers 
Oversupplied 


The annual outings of the Rubber 
Associations of America which were 
omitted during the time this country 
was in the war, were resumed last 
month, when some three hundred mem- 
bers of the rubber trade gathered at the 
handsome grounds of the Sea View Golf 
Club at Absecom, N. J., on June 24. 
Delegations from New England, New 
York, New Jersey and Ohio were 
present, a special train running from 
New York City, many going by auto- 
mobile, and one Ohio manufacturer 
arriving by aeroplane. Members of all 
branches of the rubber industry were 
present, though the rubber footwear 
trade was not as well represented as its 
importance warranted. However most 
of the leading manufacturers of rubber 
boots and shoes were represented. 

The entire affair was informal, the 
outing committee planning to have 
everyone enjoy the day according to his 
own taste. There was a lively game of 
ball, five innings, with a score of 5 to 3, 
and no one hit the umpire. A tennis 
tournament attracted both players and 
spectators. There was an interesting 
match at trap-shooting, and the golf 
links were heavily patronized. Those 
who preferred a quiet game of cards had 
their opportunity and the rattle of dice 
was heard in one corner. Perhaps the 
most exciting diversion was that fur- 
nished by an aeroplane, the pilot of 
which gave short flights to a dozen or 
more passengers—one at a time—at 
the moderate price of $25.00 for fifteen 
minutes. A fine collation was fur- 
nished at noon, and a real banquet at 
six o’clock. Liquid refreshments were 
of the pre-July description and abun- 
dant. There were no post prandial 
exercises except the awards of the 
prizes to the winners in the various 
contests. The return train to New 
York arrived at 2 A. M., Wednesday, 
bearing a tired but happy company 
who acclaimed the outing a perfect 
success in every way. 
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An Expert 
Opinion! 


We believe that 
the Shoe 
Merchants of this 
country will agree 
with us that the 
opinion of the 
house of I. Miller 
carries great 
weight. 












Read carefully 





isbeott § 2)nmro eit nea Let us give you the names 
See Stare mf ~ ] 
a toi 43 ie of many other merchants 
Seite fie Ss: : j oo ° : 
| wr 5 : in your locality who have 
a fis ft Summ) reached a similar conclusion 
after testing American 
Interlocking Shoe Store 


Chairs 


Our Architectural Division, without 
obligation on your part, will suggest 
an arrangement of chairs which will 
enable you to serve more customers 
with a maximum speed and con- 
venience and add greatly to the 
decorative effect of your store. 


I. MILLER STORE 1554 Broadway New York, N. Y. 


AMERICAN SEATING (OMPANY 


1016 Lytton Building Room 601, 119 W. 40th Street 
CHICAGO NEW YORK CITY 




















July 5, 1919 






~ Manufacturi 





LARTDADEAGAGDAURARDERAD ED BEEN AR Gea 


| wii 
& 


LYNN STYLES 
Many Interesting Features 


New Spring and Summer samples for 
1920 show a variety of pumps and ox- 
fords, plain pumps, self decorated 
pumps, colonial pumps and strap pumps 
and lace and button oxfords. The but- 
ton oxfords show three, four or five 
buttons. They are of black, white, 
brown and gray leathers. Some are 
of fabrics, trimmed with leather. There 
are white fabric shoes with white leather 
brogue straps. There are black leather 
shoes with patent tips." Toes continue 
long and slim. Heels are both high and 
low. The baby Louis heels are in the 
1920 line. 

A new brogue oxford is shown for 
Fall. Itis of boarded mahogany leather, 
and it has a perforated wing tip, and 
perforations along the lace stays and the 
quarter, and some pinking along the 
seams, too. It has a long, slim toe, and 
a thick welted edge and a low military 
heel. It is a real service shoe. It is 
intended for the college girl trade, and 
it is likely that it will be worn with 
woolen stockings. The pumps, which 
are mostly of black leather, are for wear 
with spats or gaiters. Some handsome 
black kid lace oxfords are also in the 
1920 sample lines. 


LOW CUTS FOR 1920 
A Prediction for a Big Season 


A big season on low cuts is here, ‘and 
the familiar argument about short 
skirts and high hoots has gone to smash. 
It looks like another big season for low 
cuts in 1920, and there are some pros- 
pects that low cut shoes will sell during 
the coming Fall. 


THE LEATHER SUPPLY 


Price Fixed According to Market 


Some Lynn manufacturers are at- 
taching to all orders a clause providing 
that prices shall be fixed according to 
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Lynn 


the conditions of the leather market 
when the shoes are cut. Also, they are 
refusing to accept orders for certain 
high grade lines of shoes except they 
have on hand a supply of the leather 
called for in the order. 

Some prospects there are of several 
lines of shoes being discontinued for 
lack of leather with which to make 
them. A large buyer of leather has 
been offering $1 a foot for black kid 
leather for Fall footwear. Tanners are 
asking $1.10 for the grade which the 
shoe firm desires. A Lynn sole cutter 
paid 90 cents a pound for union leather 
last week. He expects to see it go to $1 
a pound. A maker of high grade foot- 
wear paid 75 cents a pair for cut soles 


‘last week. 


FALL SHOES 
Will Cost $1.00 to $2.00 More 


Shoes for Fall will cost $1 or $2 a pair 
more than they did at the first of the 
year, according to estimates by Lynn 
manufacturers. The figures vary ac- 
cording to the style of the shoes, and 
the sort of leather used in them. 

Conservative manufacturers consider 
the situation dangerous, and there con- 
tinues talk of asking Congress to forbid 
exports of leather, or otherwise regulate 
the supplies of leather so that there 
shall be sufficient leather to make shoes 
for home use. 


ECONOMY IN LASTS 
By Remodeling 1,000 Pairs Daily 


A Lynn firm is remodeling 1,000 pairs 
of lasts daily and is preparing to re- 
model more. Before the war, it con- 
sidered that it had a big business when 
it remodeled 300 pairs of lasts daily. 

By remodeling 1000 pairs of lasts 
daily, this firm produces new style lasts 
in a quantity equivalent to the produc- 
tion of a 20-lathe factory making new 
lasts. 

Also it saves last blocks at the rate of 
a car load and a half weekly. 
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SALESMEN’S CONVENTION 
At J. J. Grover’s Sons’ Plant 


J. J. Grover’s Sons recently had all 
their salesmen at their factory, dis- 
cussing with the designers and factory 
managers the fashions in footwear for 
the coming seasons. As a consequence, 
some very fine samples have been de- 
signed and approved. They will be 
shown to buyers in Boston market in 
July. 


FORTY-FIVE YEAR BOOTS 
Worn by Aged Thomas Kenney 


Thomas Kenney, a veteran Lynn shoe 
worker, walked down town the other 
day wearing a pair of boots that he 
bought 45 years ago. They are high 
Kenney 
is 82. He has stitched shoes on Mc- 
Kay machines in Lynn for nearly 50 
years. Both he and his boots are still 
in fine condition. He believes that 
good and comfortable boots help a man 
to live long and happily. 


A NEW SPECIALTY 
Of the Gra-Mor Products Co. 


A new specialty in Lynn’s industry is 
that of covering wood heels. The Gra- 
Mor Products Company does it, and it 
has fitted up a factory for it. It covers 
them with cloth or leather, celluloid or 
unilak, or by the air brush methods. 
It covers heels for manufacturers of 
this country, and of foreign countries. 
To make a specialty of covering wood 


- heels is certainly carrying specialization 


in the shoe trade to a fine degree. 


REGARDING SHOE PATTERNS 
Makers Doing a Bit of Saving 


Pattern makers. of Lynn .are very 
busy. Some have sold their product 
ahead until November. Their best 
efforts are given to the making of pat- 
terns that are economical, as well as 
stylish. Small area patterns are the 

























In Stock—White Buck 
Low Heel Oxford. In 
A, B,C and D Widths. 
Goodyear Welt, Medal- 
lion Tip. 


Also » Epather 
Louis Hi 


Price, pal 25 
Eigner Shoe Co., 173 Summer St., Bos 
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TTT 








1508 WASHINGTON AVE. 
8t Louis.Me 


Novelties in Stock 








for At Once Shipment 








16 Duane "Sreaet, New York. 





. 
The Line of 100 Styles 
of Comfort Shoes 


Women's Flexible Welts 
and Me! Warm 

en’s Slippers. 
vemos BROS., inc. 











Boston, Mass. 











Americas foremost 
FELT SLIPPER. 













Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 


IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Avenue, St. Louis, Mo. 








The House of Service 
Novelty Footwear 


IN STQCK 
In Narrow Widths 


VINSONHALER SHOE CoO. 
1211 Washington Ave., St. Louis 











QUESTIONS 
ANSWERED QUICKLY 


in **Where to Buy”? columns—a 
growing directory forall the trade, 
presenting answers briefly to cur- 





rent problems in merchandising. 








BOOT AND SHOE RECORDER 


best for the times, because they help to 
save leather. Patterns for pumps and 
oxfords are numerous. Some of them 
have wing tips and fancy foxings. 
There are even patterns for brogue 
straps and tips of leather on fabric 
shoes. Low cuts require much less 
leather than do boots and the pattern 
makers feel justified in using a bit of 
the saving for fancy tips, tongues, 
straps and like decorations. 


FACTORY NOTES 
Expansion and a Rumor Denied 


J. L. Walker Company, Lynn, has 
leased the factory in Lewiston, Me., 
known as the National Shoemakers 
factory, and will start it up, about 
October 1, for the manufacture of 
women’s McKay shoes. It has a 
capacity of 4200 pairs of shoes daily. 

Raymond-Shapiro Shoe Company 
has leased another floor in the Archer 





July 5, 1919 


building at 587 Washington Street, 
Lynn, and will increase its output to 
1200 pairs of shoes daily. It makes 
American welt shoes for women, grow- 
ing girls and misses. 

T. J. Kiely Company are starting to 
make white buck shoes for the Fall, and 
they will produce such shoes the whole 
yearround. For next Spring and Sum- 


‘mer, they will make pumps and oxfords, 


as well as boots. 

Plans for a shoe factory on Broad 
Street, next to the Gardiner last fac- 
tory, have been prepared by Joseph A. 
Lamper. There will be 50,000 feet of 
floor space in the factory, and it will be 
leased to two shoe manufacturing 
concerns. 

Albert R. Merrill, of Hilliard & 
Merrill, Lynn, cut shoe manufacturers, 
states there is no present substance to 
the rumors that his firm will build a 
factory on the Phillips estate, East 
Lynn, which it recently purchased. 


Detroit 


DETROIT MERCHANTS MEET 


President Jackson at the Detroit 
Helm 


The Detroit Retail Shoe Dealers’ 
Association held a special meeting and 
banquet at the Fellowcraft Club re- 
cently. About 300 were present, mem- 
ber merchants, salespeople and their 
wives and friends. After the banquet 
S. J. Jay, vice-president, who has been 
acting as president since the resignation 
of Charles S. Heath, spoke very enthusi- 
astically of the prospects of the organi- 
zation in introducing and _ installing 
Thomas J. Jackson as president. 

President Jackson thanked the mem- 
bers for their support and for the confi- 
dence reposed in him in elevating him to 
lead them in whatever activities the 
association was to undertake during the 
coming year. He promised to strive to 
merit the continued confidence of all. In 
his inaugural speech he emphasized the 
need of the association and the many 
things that can be done to help the trade 
as a whole. 

Thomas Jefferies, Crowley Milner 
Company, president in 1918, compli- 
mented the members on their choice of 
president. Others present made short 
speeches. 

A telegram was read from J. E. Wil- 
son, president the Michigan Retail Shoe 
Dealers’ Association, who was in 
Boston and unable to be present. “I 
regret very much my inability to attend 
meeting tonight to congratulate the new 
officers and wish them a most successful 


year. They can count on me al any- 
thing within my power.” 


TALK ON EFFICIENCY 
By T. C. Rice-Wray 


T. C. Rice-Wray, a sales manager and 
efficiency expert of national note, gave 
the principal address of the evening. 
He emphasized the fact that the per- 
sonal life and the business life should 
run in parallel grooves, that there is 
only one standard of morality, and it is 
applied to the personal and business life 
impartially. This was one of the most 
peppery talks ever given the Shoe Deal- 
ers’ Association. Mr. Rice-Wray cau- 
tioned those present not to allow their 
present day successes to prevent them 
from continually striving after efficiency. 
He told the salesmen that they should 
reflect the policy of the establishment in 
their work and attempt to become 
bigger and more useful men. 


A SURPRISE 
“And Membership Campaign 
At the conclusion of the program 


- Thomas B. Meath, mahager the Queen 


Quality Store and chairman of the com- 
mittee having the banquet in charge, 
announced a surprise to those present. 
He had arranged for music and the ball 
room of the Fellowcraft Club so that 
the rest of the evening could be spent in 
“tripping the light fantastic toé.” 

A membership campaign will shortly 


‘be started for the purpose of raising the 


membership to 350. 
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A “RECORDER” BOOSTER 


One ‘‘Ad’? Worth Many Subscrip- 
tions 


In his wanderings in and among the 
city shoe stores our correspondent ran 
across an old booster of the “Boot and 
Shoe Recorder,” in Alva Spayde, for- 
merly in the shoe business for thirty 
years at Tecumseh, Mich., but now 
retired from active business. He men- 
tioned the fact that he considered he got 
enough value out of one issue of the 
“Recorder” to pay for all the years’ 
issues during the time he was in busi- 
ness. He said: “It was when patent 
leathers were at the height of their popu- 
larity some years ago. In those days 
we were bothered considerably with the 
toes being cracked or checked in lasting. 
I had a large number of patent leathers 
in this condition, and while it did not 
affect the wear of the shoes it did make 
them hard to sell to the customer who 
was suspicious of the cracks. In one 
issue I saw advertised a preparation for 
refinishing the toes of these shoes. I 
purchased it and sold the stock at full 
value, whereas I would probably have 
had to sell them at aloss. Theinforma- 
tion in that one advertisement was 
worth the price of all the years I took 
the paper.” i 

Our correspondent says that he re- 
members the troubles all merchants had 
with patents in those days and the boon 
the finishing preparation mentioned was 
to those stocked with these checked 
shoes, and also to the manufacturers 
who now refinish their patent tips be- 
fore sending them out to the retail 
merchant. We older shoe men think 
that the later generation of “‘shoeists”’ 
have an easy time of it when we re- 
member the number of many little 
annoyances we formerly had to undergo. 


THE GOLDEN SLIPPER 


Tells Reason Why Shoes Cost So 
Much 


In the June issue of the Golden 
Slipper, published by Thayer McNeil 
Company, Boston and New York, and 
distributed to their customers and their 
friends, a page is given to the subject, 
“Why Shoes Cost So Much.” This 
kind of advertising at this time is timely 
and calculated to convince the patron 
that the firm is not overcharging when 
the increased prices are quoted. 

In the advertising of the Detroit 
store recently the window display and 
the newspaper advertising was synchron- 
ized. The subject was the June Bride. 
In the window the wedding slippers of 
the bride were shown with those of her 
attendants. Surrounding these were 
slippers in modest black to represent the 
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relatives of the bride. Flanking thes® 
on either side were pumps and oxfords in 
black, brown and white for the “Going 
Away” of the bride. The advertising 
and the display was a remarkable com- 
bination from a selling point of view. 


PROTEST LUXURY TAX 


Prominent Merchants Write Con- 
gressmen 


Practically all the prominent shoe 
merchants of Detroit have sent letters of 
protest to their Congressmen asking 
that the luxury tax be removed from 
footwear. Replies received from the 
Congressmen indicate that there is a 
strong sentiment in favor of the repeal 
of the tax. Little difficulty, however, 
appears to have arisen over the collec- 
tion of the tax. Customers pay it with- 
out protest because they know they 
have to. by 


BUSINESS FLOURISHING 
And Other Items of Interest 


The shoe business in Detroit is good. 
Reports are invariably that business is 
brisk. The only complaint heard is 
that goods are hard to get and in some 
stores the problem is getting acute. 
Those who ordered oxfords and pumps 
in limited quantities are the greatest 
sufferers. 

Heyn’s are advertising a “Closing 
Out Shoe Sale,”’ stating that the terms 


- of the lease to their new store forbids 
- them from handling shoes. 


This firm 
will occupy the new building going up 
on the site of the old R. H. Fyfe & Co. 
store when it is completed. 

The Fair Department Store has re- 
cently installed a new and modern store 
front. The shoe department of the 
Fair is conveniently located on the street 


floor. 
MANY SHOE ADS 


Charles S. Heath with Hoskins 
Company 


An unusual amount of shoe advertis- 
ing is being done by Detroit merchants. 
In a single issue of the News, recently, 
the following had advertisements of 
shoes: S. L. Bird & Sons, Crowley, 
Milner & Co., W. L. Douglas Company, 
Emerson Shoe Company, The Empori- 
um, R. H. Fyfe & Co., The Hudson 
Store; Heyn’s, Kern’s, Regal Shoe Com- 
pany, Stotter’s, Queen Quality Store. 

Charles S. Heath, formerly manager 
the J. L. Hudson Company shoe de- 
partments, has assumed the position of 
merchandise manager with the Hoskins 
Shoe Company. His headquarters will 
be at Toledo, where he will have super- 
vision over their four stores. Other 
stores of the company are located at 
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SPECIALISTS IN 
Women’s Footwear 
Welts, Turns and 
McKays In Stock 














WOMEN'S FINE SHOES IN STOCK 


173 SUMMER STREET 
BOSTON, MASS. 








BOUDOIR SLIPPERS 5%. 


Black, $1.35 
Colors, $1.50 
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SOFT SOLES 
A Wonderful Line for the 
Who 


i d 2 
NU BABY SHOE CoO., Rect Lynn, — 
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Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 
HenryKleine & Co. 
Chicago 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 


All the Time 








INFORMATION biercscss 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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Stacy Adams Co. 
Manufacturers of 


MEN’S FINE 
SHOES 
BROCKTON, 
MASS. 


























~~ 1 Gentlemen’s 
eltleton Shoes 
“—_ A.E. Nettleton Co. 


SYRACUSE, N. Y. 

















STOLK DEPTS <> 


iS AT YOUR SERVICE 


THe STETSON SHOE Cond 
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Dance Oxfords Dress Pumps 
IN STOCK 


Pat. Colt Dance Oxford. A-D $5.00 
Gun Metal Dance Oxford. A-D 5.00 
Gun Metal Pump A-D_ 5.00 


KNOX SHOE CO., Milford, Mass. 
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Detroit, St. Louis, Kansas City, 


Cincinnati. 
A Source of Profit 


A merchant was asked which were 
selling the better, pumps or oxfords. 
Offhand he gave as his opinion that it 
was probably fifty-fifty. He remarked 
that he had given instructions to sell as 
many pumps as possible, as the possi- 
bilities of increased sales of buckles was 
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a big item. He said: ‘‘With only three 
salesmen in the department we sold 
$427 worth of buckles last week.”” Asked 
if he would advise customers to pur- 
chase pumps instead of oxfords he said, 
“No, but I'll see that they are shown 
pumps and given a chance to purchase 
them.” 

Perhaps there is a real source of profit 
in this idea that many shoe merchants 
are overlooking. 


Columbus 


ALL EYES ON COLUMBUS 


Many Shoes Sold During 
Centenary 


Friday, June 20, was the opening 
day for the Methodist Centenary, 
this marks the one hundredth anni- 
versary of the founding of the first 
missionary chapel at Upper Sandusky, 
Ohio. 

Friday was also Columbus day at 
the centenary, and Columbus day 
boosters certainly did their part toward 
making the opening day a _ success. 
Thousands of visitors, from all parts 
of the world, were on hand at the 
opening. In this, as in all other cele- 
brations, Columbus merchants vied 
with each other in doing all in their 
power to make Columbus day a huge 
success. Several of the stores closed 
at noon on this day, to allow their 
employes to attend the opening. 

Merchants informed the public that 
there would be no sky rocketing of 
prices during this four-week meeting. 
This speaks well of local merchants. 


COLUMBUS MERCHANTS 
MEET 


Important Subjects Discussed 


The meeting of the Columbus Retail 
Shoe Dealers’ Association was called 
to order by President L. J. Bergman, 
at the New Southern Hotel, on Wednes- 
day, June 12, where anexcellent banquet 
was served the members. There were 
about 70 members present. 

After the routine business had been 
transacted, the outstanding feature of 
the meeting was the report of Secretary 
M. J. Ryan, showing a large increase 
in the membership of the association. 
Through the personal efforts of Mr. 
Ryan 22 new members were enrolled. 

One of the features of the evening 
was the music and songs rendered by 
the Samuel Huston College Quartette, 
from Austin, Texas. 

Mr. Bergman, as master of cere- 
monies, called on John J. Baird for a 
little talk. 


John Baird Talks on Co-operation 


Mr. Baird responded by a talk on 
the benefits of co-operation derived 
from being a member of ‘‘the best 
shoe club” in the country, as he desig- 
nated the local organization. In re- 
ferring to the benefits derived from 
such an organization, Mr. Baird stated 
that neighbors today were not con- 
sidered as competitors, but were always 
considered co-workers. He spoke very 
highly of the ability of women in the 
shoe business, and felicitated those 
who were present. 

Thomas McGovern of the Riley 
Shoe Company then led a round-table 
discussion on manufacturing conditions 
in relation to the retail trade. Mr. 
McGovern stated that the condition 
of the market justified the advance in 
leather and advised those present to 
advance the price of footwear according 
to the market. As the price of shoes 
this coming Fall would be much higher, 
he advised the members to get busy 
and buy all the goods that would be 
necessary to carry them through the 
season. 


Thomas McGovern on Labor. 
Materials and Prices 


In dealing with the labor question, 
Mr. McGovern informed the members 
that it was the policy of the Riley 
Shoe Company to treat their employes 
as co-workers, that the workers must 
have just treatment and proper re- 
muneration as the labor situation was 
one that must be deeply considered in 
all lines of manufacturing. In further- 
ance of this plan the working day in 
all local plants had been reduced to 
nine hours, and the pay voluntarily 
increased. 

Asked as to his opinion as to fabrics 
and velvets for coming Fall, Mr. Mc- 
Govern stated that personally he did 
not think these goods would meet with 
favor among the local trade as the 
trade was willing to pay the price for 
an all-leather shoe that had the style 
and snap. As style and snap has been 
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the main factor in regulating the price 
of footwear, he told his hearers, there 
was no reason why the merchant 
should lost his profits on any declining 
market. 


Next Meeting Will Be Held in 
September 


As the Riley Shoe Company main- 
tain a model dining room for the 
benefit of their employes Mr. McGovern 
invited the members of this associa- 
tion to hold their next meeting at the 
plant, where he informed the members, 
he would act as host at one of the best 
banquets they had ever attended. 

After giving the speakers a vote of 
thanks, the meeting was adjourned. 

As many members will be away for 
the Summer months, it was decided 
to hold the next regular meeting on 
the first Tuesday in September. 


WHITE FOOTWEAR SCARCE 
Big Sales Have Depleted Stocks 


Merchants report that trade has 
been so good the past month that they 
find their stocks so depleted of white 
footwear that they have been hard 
pressed to obtain sufficient goods to 
meet the demand. White Colonial 
pumps with fancy buckles have been 
greatly in demand, the demand far 
exceeding the supply among local 
stores, white lace oxfords and pumps 
in both Louis and military heels have 
also been great sellers among the local 
trade. 

Many of the buyers for local stores 
have visited the shoe markets the past 
month, for the purpose of obtaining 
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Summer footwear. Several of these 
buyers report that they were unable 
to obtain any variety of styles, in most 
cases it was necessary to take whatever 
they could obtain, that would fill in 
with their present styles. 


INTERESTING NEWS 
Of Merchants and a Salesman 


T. J. Seibert of The F. & R. Lazarus 
& Company, V. C. Wene of the More- 
house-Martens Company, M. J. Ryan 
of The Fashion, and William Reichel 
of The Union Company, have just re- 
turned from a trip to the Eastern 
markets. 

R. J. Maurer for a great many years 
in the shoe business in Cincinnati, and 
just recently discharged from the army, 
has opened a sales room in the Cam- 
bridge Building, Room 47, where he 
will have on display a complete line 
of leather and rubber footwear. Mr. 
Maurer will cover Hamilton and ad- 
joining counties for the William-Holl 
Shoe Company, Columbus branch of 
the Cady-Ivison Shoe Company of 
Cleveland, Ohio, and Detroit, Mich. 

A. E. Pitts, president of the A. E. 
Pitts Company, who with his wife 
and daughter are spending several 
months at their Summer home at 
Topinabee, Michigan, writes that his 
fishing partner caught a 21-pound 
muskellonge. 

Though Mr. Pitts has not been as 
fortunate as his friend in catching a 
fish of so many pounds, he has caught 
a great number of wall-eyed pike. He 
and his family are thoroughly enjoying 
their vacation. 


Cleveland 


CLEVELAND SHOE TRAVELERS’ 
CLUB 


Open Headquarters at Room 9060, 
Hotel Cleveland 

The Cleveland Shoe Travelers have 
opened headquarters in Room 9060, 
Hotel Cleveland, and although they 
will affiliate with the shoe and leather 
fraternity and boost it, yet they will 
maintain these quarters. It has been 
proposed that the new fraternity open 
headquarters in adjoining rooms. Under 
such an arrangement the offices would 
all be in one suite. Another advantage 
of the fraternity is that of having 
quarters where men in special lines 
may have separate meetings. 

The retail merchants could meet on 
a certain night, the manufacturers on 
another, store salesmen on another and 
so on, but of course all would be 


affiliated with the fraternity, which 
also would have scheduled meetings. 

Secretary E. F. Buzek has written 
to the secretary of the governing board 
of the National Council of Shoe Trav- 
elers and informed the members that 
the Cleveland local is willing to affiliate 
provided certain details are worked out 
satisfactorily. 

Efforts are being made to get 
locals to join with the National Coun- 
cil. ‘The governing board met in 
Columbus, July 1. Dues per local are 
$50 annually, and this expense was con- 
sidered rather large by Cleveland 
travelers. Their number is small, but 
the travelers appreciate the value of 
organization and co-operation, and they 
want to help the national movement 
after some details in the plan are worked 
out satisfactorily. 
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__W Standard Shee Mater Shoe Materials 





TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 


Standard Kid Mfg. Co. 
207 South St., Boston, Mass. 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 
Creese & Cook Co. $Seut Street 


Tanneries at Danversport 











F. E. JONES COMPAN Y 





T. W. GODSOE, Pres 
Ww. G. DONALD, Ais 
JONES, Treas. 


cocors MAT KID 


95 South Street, Boston 








Manufacturers of : 
Exclusively 
Fine Calfskins 
~ HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS. 








GUARANTEED 
HUB TWO YEARS 
oon 3 Hub Gore means Quality and 


Service, because the Best 
Materials and Highest Skilled 
Labor are Used 


BOSTON OFFICE NEW YORK OFFICE 








Colored 


52 Chauncy St. 395 Broadway 
Chrome 


ay Sides 


Beggs & Cobb, Inc.,Boston, Mass. 











DO YOU KNOW? 


that you can buy it—or 
sell it— through the 
“‘Where to Buy”’ columns. 
This feature in. its quick 


service is a time saver in 
meeting immediate needs. 
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Engraving and Pinning 


BOOT AND 





Mailing Addressing 
MULTIGRAPHING 


Rapid, Accurate Work. Low Prices 


Devonshire Multigraphing Co. 
85 Devonshire Street, Boston 
Tel. Fort Hill 1223 











COLOR PRINTING DESIGNING 


‘CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








Fr chant 7 sn mY | 








Telephones: Fort Hill 1006 and 1007 
DESIGNERS AND 


f 
7 PRINTERS 


of High-Grade Catalogs and 
Advertising Literature for the 


SHOE TRADE 


74 INDIA STREET .*. BOSTON 








Everybody in the SHOE TRADI 
knows us originators of | 


ples which speak for themselv« 





ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 








SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
18 a part of “Recorder” service to 
merchants. 











EDITORIALLY, THE 
Boot and Shoe Recorder 
is the most alert, aggressive and pro- 


essive journal insthe world pub- 
se for the shoe merchant. 








Support Pledged to Mileage Bill 

Support was pledged to the pending 
bill in Congress providing mileage at 
20 per cent less than the prevailing 
charge, and the secretary was instructed 
to write to Ohio Congressmen and 
Senators to vote for the measure. On 
all matters started by the national 
travelers and requiring the co-operation 
of locals, Secretary Buzek was instruct- 
ed to send the necessary telegrams and 
letters and to charge the expense to 
the local. 


E. H. Oldach in ‘‘Cits’’ 


E. H. Oldach, of the J. J. McMaster’s 
corps of salesmen, attended a recent 
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meeting of the Shoe Travelers’ Club 
held recently at Hotel Cleveland, the 
first time he has attended a gathering 
of salesmen for many months. Mr. 
Oldach was a member of the 165th 
infantry and he spent ten months in 
France. They were about the longest 
months he ever spent, he says, and all 
the time he was abroad he never met 
another shoe man until two days before 
he sailed for home. He returned home 
recently; is glad to get into civilian 
clothes, and before he goes out to call 
on the trade again Mr. Oldach will be 
a guest of Mr. McMaster at the 
Rochester Style Show the week of 
July 7 to 12. 


Indianapolis 


BUSINESS SATISFACTORY 
Much White Footwear Sold 


Business with the retail shoe mer- 
ehants of Indianapolis is still continuing 
at a very satisfactory pace and from 
present indications no apparent let-up 
is in sight. The biggest problem con- 
fronting thelocal merchants, it seems, is 
that of keeping up their stocks. 

In the women’s and children’s lines 
the demand recently hascentered largely 
on white pumps and oxfords. There has 
also been quite a few calls for high shoes 
in whites, but not as many as for pumps 
and oxfords. 

The big demand for most all kinds of 
summer footwear has been due, to a 
large extent, to the soaring temperature 
in this locality since the first part of 
June. More sport clothes are being 
worn in Indianapolis this season than 
ever before, and a sport outfit is not 
considered complete without white 
shoes. 


CHARLES S. STRA YER TALKS ON 
PRICES 
Gives Reasons for Increased Costs 

A material increase in the price of 
shoes in the near future, because of an 
international shortage of leather, was 
predicted by Charles S. Strayer, sales- 
manager for the Johansen Shoe Com- 
pany of St. Louis, in an address before 
the monthly luncheon and business 
meeting of the Indiana Shoe Travelers’ 
Association at the Chamber of 
Commerce recently. 

Contributing factors to the advancing 
price of shoes, Mr. Strayer said, are the 
increase in the cost of production be- 
cause of the higher labor cost, competi- 
tive buying by foreign trade and an un- 
precedented demand for shoes here and 
abroad. 


Mr. Strayer made a comparison of 
the prices of some leather today and one 
year ago. 

Trade indications, Mr. Strayer said, 
point to a large Fall business for the 
retailers and manufacturers. Women 
and men, he said, are becoming more 
fastidious regarding their footwear. Not 
only are women buying two and three 
pairs of street shoes, but are demanding 
different style slippers to match their 
boudoir gowns. 


ROBERT EDWARDS’ PRO- 
MOTION 


Recently Appointed Sales Manager 


The recent appointment of Robert 
Edwards as general sales manager 
of the J. F. Donavin Shoe Company, 
34 Georgia Street, Indianapolis, has 
demonstrated that a country lad with 
hard work, enthusiasm, and a smile as 
his chief characteristics, may rise 
rapidly. Mr. Edwards came to the 
Donavin concern a few years ago from 
Ridgeway, Ill., with a business college 
education and a limited experience as 
a salesman in his father’s country store. 
He has just been elevated to the posi- 
tion of sales manager by James F. 
Donavin, head of the shoe company. 


From Other Retail Stores 


William L. Hart, Eldon B. Young and 
Minnie K. Seigmund of Logansport, 
Ind., have filed incorporation papers 
with the secretary of state at Indianapo- 
lis to conduct a retail boot and shoe 
store at Logansport. The capital stock 
is $5,000 and the firm will be known as 
the New Method Boot Shop. 

Peter Muller, originally from Fowler, 
Ind., but late of the trenches in France, 
has purchased a half interest in his 
brother’s shoe store at Fowler. 
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The Quality Boot Shop is the name of 
a new retail shoe store at Kokomo, Ind., 
according to incorporation papers filed 
with the secretary of state at Indian- 
apolis. The capital stock is given as 
$15,000 and the incorporators are 


Victor E. Vaile, William C. Moore and — 


Ivan D. Saberston, all of Kokomo. 

M. M. Levy of Boston, Mass., 
arrived in Terre Haute, Ind., recently to 
assume the management of the Berland 
Shoe Store on the second floor of the 
Terre Haute Trust building. He is 
planning several changes in the interior 
of the store. 

The South Bend Shoe Company’s 
new retail store at 113 West Jefferson 
Boulevard, South Bend, was opened 
recently. The company was forced to 
move to the new location because of a 
new theater being erected on the site of 
the old store. The store is equipped 
with new fixtures and entire new wood- 
work, ‘giving it a very attractive 
appearance. 
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“The Family Boot Shop” is the name 
of a new retail shoe emporium recently 
opened for business at 1214 Broadway, 
Gary, Ind. John Keseric, city council- 
man, and William Muzek, widely known 
Gary business man, have formed a 
partnership and will operate the new 
store. A large and complete line of 
shoes for women, misses, men, boys and 
children has been installed. 

The firm of Bowen & Fivel, shoe 
merchants at Richmond, Ind., has 
taken over the business formerly 
operated by the Sample Shoe Store at 
610 Main Street, Richmond. 


Death of Charles Moorman 

Charles Moorman, aged seventy-six, 
for many years engaged in the retail 
shoe business at Milroy, Ind., died 
recently at his home on West Seventh 
Street, Rushville, Ind. He sold out his 
shoe business at Milroy a few years ago 
and then moved to Rushville where he 
lived a retired life. 


Grand Rapids 


A STRAW INDICATING CON- 
DITIONS 


Manufacturers Marking up 
Prices 


The Fall furniture season opened 
June 23, and more than ordinary in- 
terest attaches to it. The furniture 
season opens in advance of most of the 
other lines of trade and how it goes is 
usually taken as a straw indicating 
general conditions. For the semi- 
annual opening usually 60 to 75 buyers 
are registered for the first day, mostly 
from the eastern territory, and anarrival 
of 250 to 300 at the height of the season 
is regarded as high. For the opening 
this season about 700 buyers were 
registered, coming from_ practically 
every state in the union. Furniture 
prices have advanced about 100 per 
cent since a year ago to cover the in- 
creased labor and material costs, but 
prices did not seem to interest the 
buyers. What they wanted was the 
goods, regardless, and they would take 
anything that looked like furniture if 
they could get it quick. Many of the 
factories here were oversold before the 
doors opened and the best any of them 
could.do was to take care of old cus- 
tomers. This is the condition in the 
furniture trade. 

The Grand Rapids shoe manu- 
facturers continue to have their adding 
machines in operation, marking up 
prices as cost advances, and at the same 
time they are crowding capacity to 


keep up with the demand. In spite of 
high prices sales are larger than ever 
and shipments show marked increases 
over corresponding periods last year. 
The retail trade is very active, with 
white oxfords running strongly for 


women and low shoes in tan and white © 


for men. The retail prices remain at 
the opening prices, but general advances 
are scheduled for the Fall, and cus- 
tomers are being advised to supply 
themselves in advance. The shoe re- 
pairing shops are advising their cus- 
tomers that charges will be higher, and 
most of the shops seem to be rushed 
with work. 


EDUCATIONAL TRIPS 


One in Progress—D. T. Patton Re- 
turns 


The entire sales force of the Hirth- 
Krause Company, chaperoned by G. A. 
Krause, will visit the United States 
Rubber Company plant, and then will 
take looks at Boston and New York. 
Samuel Krause will go east about 
the same time. 

D. T. Patton of the Grand Rapids 
Shoe and Rubber Company has re- 
turned from a two weeks’ trip in the 
East. He says that conditions are un- 
like anything he has. seen in his 30 
years’ experience, and that he is nota 
good enough prophet to say what the 
future has in store for the trade in 
general. He does not see any possi- 
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Fex 2-Ply Shoe 
Toe fal” 
The one having 


the 2-ply Feature. 
Made Exclusively by 
THE FEDERAL OVERGAITER CO. 


16-18-26 E. 12th St., New York, N. Y. 








Accounts of Shoe and Leather Firms Solicited 
41 BEDFORD STREET, BOSTON 











Change your Faded or Off- 
colored Shoes to the Latest 
Fashionable Cordovan Shades by 
our Patented Process. 

Results — an ly wonderful, Color 
Permanent. INT. 

It will pay ab a write us! 

Albany Shoe Repairing Co. 

157 Kingston St., Boston 
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00d shoe buckles 
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Pe ALTERSON & YO. 


JONF ts 
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RITE-AWAY 


TRADE MARK 


REEL OUTFIT 


PATENT PENDING 
BRAID ON THE REEL 
MANUFACTURED BY 


H. W. RAMSAY & COMPANY 
146 FEDERAL STREET, BOSTON, MASS. 








Shoe Polishes ” 











The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 
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Where to Buy 


MEN’S SHOES 


- K NIPE BROS. 


MAKERS OF MEDIUM,PRICE 


McKAYS and WELTS 


Specialty of Flexible Welts 
Factory, WARD HILL, MASS. 











FINE FASHIONS FOR MEN : 


PLAIN 
CARTONS 


UNION 
MADE 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue, Boston 


Men’s Welts 


ah UNBRANDED UNION MADE 


8) IN STOCK 


DIAMOND SHOE CO. 
Above the Dark 








Factory Salesroom 
Brockton New York, N. Y. 











FOREN 


who care to dress 
ae Uh! | 


TDBARRY C2 


Brockton. Mass. 

















Where to Buy 


Men’s, Women’s and Children’s Shoes 








ELIAS BERLOW 
Selling Agent 
“FISKE”—MEN’S SHOES 
“ASBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 


‘ 











AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 











Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


bility of an immediate lowering of 
prices. 


NEWS FROM FACTORIES 
Speeding Production and Large 
Army Order Received 

The Herold-Bertsch Company is now 
operating its factory on a 50-hour week 
basis, nine hours during the week and 
Saturday half holiday. The workmen 
are drawing more pay for their 50 
hours than they did for 60 hours before 
the war. As a means to speed up pro- 
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duction the company is adopting 
standardization methods, putting 
through ten dozen lots instead of one 
dozen, thus saving time in a readjust- 
ment of equipment. 

The Rindge-Kalmbach-Logie Com- 
pany this week received a large order 
for marching type of shoes from the 
government. The company executed 
a large army order and then continued 
to make this type of shoes for its 
regular line. The order called for the 
regular line stock. 


New Orleans 


LOCAL SHOE MERCHANTS 
MEET 


Wood Louis Heels Discussed 


At the monthly meeting of the New 
Orleans Shoe Retailers’ Association 
held at the Association of Commerce, 
June 18, a discussion on the wood Louis 
heel was brought up by many mer- 
chants, with the result that a resolu- 
tion was unanimously passed that the 
president appoint a committee of three 
with the idea in view of making a 
survey of the local merchants to learn 
their attitude toward inaugurating a 
publicity campaign to educate the 
public as to the wooden heel. 

The principal part of the discussion 
which was started by Philip Schiro was 
based on an unwarranted expense on 
the local merchants caused by broken 
heels. “‘We want to educate the pub- 
lic to the fact that we will not guar- 
antee heels against breakage unless the 
heel is defective. We will, of course, 
entertain the customer’s claim and 
probably replace the heel,” argued 
Mr. Schiro. 

It was pointed out by many mer- 
chants that they do not guarantee 
patent leathers and the same rule 
should be in vogue with the “Louis 
heel.’”’” ‘‘When a customer purchases 
a ‘Louis heel’ shoe, she should be told 
that the dealer is not responsible,” 
said Mr. Schiro. 

The plans of the educational pub- 
licity campaign call for a leaflet to be 
enclosed with each sale telling the pub- 
lic that the merchant is not responsible 
for wooden heels. 

George W. Hogan, manager of the 
Marks Isaacs Company, Ltd., shoe 
department, advocated a newspaper 
campaign saying that his concern 
would back him to the limit. Others 
believed that the newspaper campaign 
would not be as effective as the leaflet 
to be enclosed in the box with each 
sale. 


Others advocated placing a sign in 
every store notifying the public that 
merchants were not responsible for 
wooden heels. 

At any rate if such action is taken 
in New Orleans it will be a concerted 
one backed by the Shoe Dealers’ Asso- 
ciation. 

It is also pointed out that satin 
slippers will be the rage this Fall and 
the merchants are not going to guar- 
antee this style of shoe. They will 
assume the same position as to guar- 
antee as they do with patent leathers. 


Meeting an Enthusiastic One— 
More Merchants Join 

The meeting was a very enthusiastic 
one, twenty-one members being present 
as follows: 

President, I. R. Jacobs; vice-presi- 
dent, Geo. W. Hogan; Secretary-treas- 
urer, M. F. Duff. Also L. Adert, B. 
Basso, Sam Cahn, C. E. Crasson, H. N. 
Gastrock, H. Lange, Ralph P. Levy, 
Geo. Lupo, Bob Mayer, J. H. Ravain, 
Phil Schiro, L. Weil, A. J. Willoz, Sol 
Cohen, H. Covert, P. Pizanie, Rene 
Robert. 

The secretary reported the foHowing 
new members since the last meeting: 
A. Ravain, L. -Sporl, L. Nastasi, S. 
Burnstein, R. Galleghy, Sol. Cohen, 
A. P. Schiro, R. Fendug. 


Philip Schiro on Trip Will Visit 
Eastern Cities 

Philip Schiro of the Roth Shoe 
Store left for an extended trip to the 
East which will be combined with busi- 
ness and pleasure. He will visit Bos- 
ton, Haverhill, New York, Philadel- 
phia, Chicago and numerous other 
points. He will be gone three weeks and 
will make a tour of the Great Lakes 
before returning home. 


I. R. Jacobs of the Walk-Over re- 
ports that black suede pumps are going 
well, while the white business is flour- 
ishing. 
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Denver 


Warm Weather and Low Shoes 


Although Denver is experiencing the 
warmest weather that it has had for 
some little time, business at the different 
shoe stores remains very satisfactory. 
Low shoes, outing footwear and similar 
lines are commanding a very fast sale at 
this time. 

The Gano-Downs people in this city 
are doing considerable advertising at 
this time featuring their line of “‘Effect- 
ive Summer Models in Women’s Foot- 
wear.” 


GET ACQUAINTED TOUR 
One Hundred Men Participate 


Last Sunday at midnight a special 
train pulled out of the Denver station 
with 100 business men _ representing 
different lines of business carried on in 
this city. The trip is a Get-Acquainted 
Trade Extension tour to Nebraska and 
Wyoming. The following cities and 
towns will be visited by the Denver 
business men, Militaire, Scottsbluff, 
Mitchell, Morrell, Torrington, and 
Guernsey, Neb., and Lusk, Manville, 
Douglas, Glenrock, Lander, Riverton, 
Shoshone, Casper, Wheatland, Chug- 
water, Cheyenne, and Laramie, Wyo. 
Along the route attractive booklets con- 
taining the photos of the men making 
the trip and brief write-ups of their 
business will be distributed. A message 


of goodfellowship and sincere interest 
will be carried to the different Wyoming 
and Nebraska towns and much good in 
increased business is expected to result 
from the tour. Joseph P. Dunn, Jr., of 
the Joseph P. Dunn Shoe and Leather 
company, made the trip as did also 
Berlin Boyd, executive secretary of the 
Mountain States Retail Shoe Dealers’ 
Association. 


DEATH OF B. B. GILLESPIE 
Well-Known Business Man 


Budd B. Gillespie, proprietor of the 
Budd Shoe Company, with stores in 
Denver, Omaha, and Lincoln, died in 
this city recently. Death followed an 
illness of several months. At the time 
of his death Mr. Gillespie was forty-two 
years old and was a graduate of the Uni- 
versity of Nebraska, class of 1900. He 
belonged to the Beta Theta Pi fraternity 
and was a member of the Elk lodge at 
Lincoln, Neb. In business he had a 
rapid rise. Soon after leaving college he 
started in the shoe business on an un- 
pretentious scale. He was an original 
advertiser and his business not only 
expanded in the city in which he made 
his start, but he branched out to other 
cities. He leaves a widow and father 
and mother residing at Republican 
City, Neb. His sister, Miss Ethel 
Gillespie, is a resident of Denver. The 
body was shipped to Lincoln for burial. 
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West Virginia 


THE 314TH F. A. WELCOMED 
HOME 


All Retail Stores Close June 11 


All the retail stores in Wheeling were 
closed on June 11, in order to allow the 
employes to join in the welcome of 
“‘Wheeling’s Own Regiment,” the 314th 
F. A., which had just returned from 
overseas after many months of active 
service. The Governor of the State and 
many department heads, together with 
General: Adelbert Cronkheit and staff 
headed the largest military parade ever 
staged in the city. 

The merchants throughout the city 
report a steady and growing demand for 
white goods, and judging from the pres- 
ent sale of this line of footwear, it is 
predicted that the white season will beat 
all previous records. The white canvas 
seems to lead the white buck and the 
white kid by quite a large margin. 


“HOMEWARD BOUND” 


Bernard Alexander En ‘Route for 
America 


Bernard Alexander, associated with 
the firm of Alexander & Co., is expected 
home from overseas some time within 
the next two weeks. Mr. Alexander en- 
listed early in the war, and received his 
early training at Camp Johnston, Fla., 
after which he was transferred overseas 
for active service. He has visited many 
points of interest in both France and 
Italy; but states the good old U. S. A. is 
good enough for him. 


GEORGE H. GREENE MARRIED 


Secretary and Buyer of Locke Shoe 
Company 

The many friends of George H. 

Greene will be pleased to learn of his 

marriage to Miss Anna M. Feenan of 

Salem, Mass. The Rt. Rev. Bishop 
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Where to Buy 


MISCELLANEOUS 








LATEST STYLES IN 
COLONIAL BUCKLES 


Slipper Bows, 
Ornaments, Buckles, etc. 
D. T. DUDLEY & CO. 


_66 Washington St. Haverhill, Mass. 
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RUBBER TOE-SANdals 
For Modern Footwear 
The Molded a heat strap is 
strong and elastic 
WM. p= ap end SMITH 


NEW YORK CHICAGO 








SALES LETTERS 


MULTIGRAPHED-- 
FILLED IN--SIGNED— 
MAILED. 


F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 











Shoe 
Fitting Stools, Screens, etc., 
Wood Window Display Fixtures 


CA) 
: THe Oscar ONKEN Co. 
1141 W. 4th St., Cincinnati, Ohie, U. 3. A. 











Where to Buy 


RUBBER FOOTWEAR 





ve 2S 3 @ DB = Be OD » 


DISTINCTIVE 





Where to Buy Styies 


An extra editorial service to -“‘Recorder” 
readers, free for the asking, with authentic 








information on current problems. 
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Pa eville 
shoes and shppers 


AC om STYLES AND NEW 
FEATURES IN DESIGN ARE ALWAYS FOUND 
IN THE DOLGEVILLE LINE OF SUPER-FELT 
SLIPPERS. THE LADY OF TODAY WANTS HER 
FEET JUST AS DAINTILY SHOD IN-DOORS|AS 
THEY ARE OUT-DOORS — AND THE 
RETAIL MERCHANT CAN DO THIS 
FOR HER WITH THE DOLGEVILLE 
“ UNUSUALLY ATTRACTIVE FELT 
SLIPPERS. 











DOLGEVILLE, N. Y. 





6 DOLGEVILLE FELT SHOE CO. 
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TANNERY AND GENERALOFFICES 
THE OHIO LEATHERL CO. 
GIRARD OHIO. 


BOSTON 


THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


oxen EW YORK 


SCAR SCHERER AND BRO. 
"20 SPRUCE ST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 


ST.LQUIS 
ARTHUR S.PATTON LEATHER CO. 
1602 LOCUST ST. 





July 5, 1919 BOOT AND SHOE RECORDER 





9 

















At Home and Abroad 


Dr. Adler’s shoes for children are known as the footwear 

which stands the test of strenuous usage, of stylishness, of 

comfort. 

They give to growing feet the consideration and care which is most necessary. 


The service which goes with Dr. Adler’s is a part of the superior ‘merit of these shoes. 
A very large {IN STOCK department, showing a 

complete range of styles and sizes in high and low 

cuts and all leathers, is always maintained. 


Correspondence Invited 


HYGRADE SHOE WORKS 


108-110 Duane Street 
NEW YORK 


Factory ; 2963-81 Atlantic Ave., Brooklyn 
Chicago Office: Lees Building 
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aUBTIP™ 5a Bee SHOE LACES 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s : 
27 in. per gro. Strings... .$2.20 36 in. per gro. Strings... = 75 45 in. per gro. Strings ...- $3.25 
30 iti Ty Ty “ ; 2 40 40 “ oe Ty Ty “e? 3.05 54 bs 3.65 


Sangre Se oor ye Strings...4.05] — G asSORTMENT CABINET |D ASSORTMENT CABINET 


—_ 36 pair 36 i in 
F ASSORTMENT CABINET 94 “ 45 * 
48 pair 36 in 
24 “ee 45 ee . 
E ASSORTMENT CABINET ORDER A TRIAL CABINET 


2. 2 [ti 45 Ti 2 
soe as ; : COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO. --Mfrs.--Boston and Chicago, U.S. A. 
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Wine Cordovan 
Brown Cordovan 


Russia Calf Bals 


“Classic Last’ 


In-Stock Styles 
(Read Descriptions Below) 


S600—(Unbranded), Classic Last, Wine 
Cordovan Bal., Calf to match, Heavy 
Single Sole. Widths, AA to D. . Price $8.50 


Gene. Classic Last, Russia 
Calf Cherry Shade, Single Sole, 
Rubber ty Widths, AA to D.Price $8.50 


S602—(Unbranded), Classic Last, Brown 
Cordovan Bal., Calf to match, Heavy 
Single Sole. Widths, to D. .Price $8.50 


S603—(Unbranded), Statler Last mds 
Calf Bal., Dk. aed Shade, Single So 
Prices subject to change Widths, AA to D 
without notice For'at once shipment 


VISITING BUYERS 
Are invited to our exhibit of latest “Thompson” models 
which will be continued through July at our Boston 
office, 207 Essex Street. What you will see possess 
merchandising advantages of a distinctive nature. 


HOMPSON_ BROS._ IN 
MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON 
930 Marbridge Bldg. 207 Essex Street 35 South Dearborn St. 
Address all Communications to Brockton (Campello) Mass. 
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B. J. Donohue of Wheeling celebrated 
the nuptial mass, assisted by Rev. 
O. H. Moye, V. G. The marriage cer- 
emony was performed by Rev. J. J. 
Shaw of Lowell, an uncle of the bride. 

Mrs. Greene is a graduate of Trinity 
College, and has been one of the most 
prominent officers in the alumni associa- 
tion. G. H. Greene is well known in the 
Boston shoe district, being the secretary 
and buyer of the Locke Shoe Company 
of Wheeling. 


POPULAR MEN’S SHOES 
Made on Stylish Lasts 


Contrary to general expectations of 
local merchants, the Munson last in 
civilian shoes is not popular with the 
returned soldiers. While they state 


that the Munson last is the best in the 
world for hard, active service, neverthe- 
less they express the wish that they desire 
to forget the army life, and are, therefore, 
adopting the more stylish lasts and 
patterns. 


An Attractive Window 


Arthur Dunn of the Locke Shoe Com- 
pany, a former member of the Rain- 
bow Division, attracted considerable 
attention with his window display of 
War relics which he collected whil€ 
overseas. 


Leroy Lemley of the firm of R. M. 
Lemley & Bro. of Fairview has bought 
his brother’s interest in the firm and will 
conduct the business at the'old stand. 


Cincinnati 


HESITANCY IN BUYING 
Noted on Part of Public 


Evidence of the usual pre-sale lull in 
the retail business has presented itself 
during the past week among the local 
stores. While there has been consider- 
able inclement weather, to give reason 
for a falling off of business, it is noticed 
now that with the exception of those 
who are seeking white footwear, the 
consumer is showing a tendency to 
wait until the semi-annual sales begin. 
But with the low stocks which the local 
merchants have at this time, they will 
not be in a position to offer as good a 
variety at the cut prices as they have in 
their previous sales, held in June and 
July. 

One reason for this apparent hesi- 
tancy to buy on the part of the public 
is due to the high prices. The time 
being short before lower prices will be 
placed on most lines, they figure that 
they can make their old shoes do until 
these lower prices are tacked on to the 
shoes they want. 

While on the whole there has been 
little complaint on the part of the pub- 
lic about the high level of prices on 
footwear in all lines, John Kipp, mana- 
ger of the McAlpin shoe department, 
says that the common question is: 
“Aren’t they ever coming down?” 
Many other department and store man- 
agers say they hear the same thing. 


FEWER PAIRS SOLD 


More Shoes Repaired 


“The public is wearing old shoes.” 
This statement was made by a promi- 
nent retail merchant of this city.. He 
said that while the merchant has been 


doing more business in dollars and cents, 
such has not been the case in numbers 
of pairs sold. This merchant substan- 
tiated his statement by pointing out the 
fact that after very close observation 
he found a low percentage of new shoes 
on the thousands of people who pass his 
store each day, and further that repair 
business with him has greatly increased. 
It is certainly to be conceded that with 


the prevailing high prices the natural — 


tendency of the public is to spend two 
or three dollars on an old pair of shoes 
in having them repaired rather than to 
pay eight to thirteen dollars for a new 
pair. 

The recent convention of the Na- 
tional Leather and Shoe Finders’ Asso- 
ciation held in this city brought out the 
fact that enormous strides have been 
made in the repair business since high 
prices on shoes have been in vogue. 
Jobbers at the convention testified 
that the number of repairers on their 
books has doubled in many instances 
during the past two years. It was 
further pointed out that this increase 
has not only been in number of accounts 
but also in the size of the accounts. 


REMODELING WORK 
Well Under Way at Van Meter’s 
The remodeling work on the shoe 


‘store site at 512 Vine Street which when 


completed will be occupied by Van 
Meter’s Bostonian Shop, is well under 
way. From present indications this 
new addition to the most thickly settled 
shoe store block in the city promises to 
be up-to-date in every respect. Mr. 
Van Meter, who has been in Chicago 
since he left the Gibson Boot Shop, is 
expected back in the city this week. 
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BROWNS AND TANS LEAD 
Many Sport Shoes Being Sold 


Benton H. Orr of Potter Shoe Com- 
pany, in commenting on the men’s shoe 
business, says that in the cheap grades 
they are selling about fifty-fifty of tans 
or browns and blacks, but in the better 
grades they find that browns and tans 
are taking the lead. He adds that the 
tendency at present is towards a lighter 
shade of brown. In white footwear 
Mr. Orr finds that they are selling a 
considerable volume of sport shoes in 
the higher grades. This he says is 
more or less a reaction after the very 
poor season last year in this kind of 
footwear due to the fact that so many 
men were in the army or thinking of 
going into it at that time. 


AT VAL DUTTENHOFER SONS’ 
News of the Firm’s Personnel 


John Duttenhofer, president of the 
Val Duttenhofer Sons’ Company, has 
just returned from a trip to the East 
and a short stay at Atlantic City. 

Stanley Duttenhofer, advertising 
manager of the Val Duttenhofer Sons’ 
Company, having recently become en- 
gaged to one of Cincinnati’s fair 
daughters of the younger set, expects 
to be married next October. 

J. H. Weston of nineteen years’ ex- 
perience with Eastern concerns in the 
manufacture of shoes, recently became 
assistant superintendent of the Val 
Duttenhofer Sons’ Company. 


HENRY HAGEMANN REPORTS 
Increase in N. S. R. A. Membership 


Henry Hagemann, secretary of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation, reports a substantial increase 
in the membership of the. association 
since the convention, and especially 
since the merger of the Ohio Retail 
Shoe Dealers’ Association and the West 
Virginia Retail Shoe Dealers’ Associa- 
tion was consummated a few months 
ago under the name the association now 
has. From a recent letter which Mr. 
Hagemann sent to the non-member re- 
tail merchants in Ohio and West 
Virginia, he reports a result of 43 new 
members. The total membership of 
the association, regular and associate, 
now runs up into figures over the 650 
mark. Mr. Hagemann is well known 
as a salesman of mutual fire insurance, 
and he reports further progress in this 
work. 


CHARLES VOLLER VISITS EAST 


A Big Sale on White Footwear 


Charles Voller, manager of the shoe 
departments of the Mabley & Carew 
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IT’S NEVER TOO LATE 


We have them TN) S [TQCK When you need them most 





White Styles 
Specially Priced 





958—Sea Island Tongue 
Pump, Military Covered 
Heel Turn Sole, Plain Toe, 
() ee: rere 





959—Sea Island Oxford, 
Military Covered Heel, 
Turn Sole, Plain Toe, AA 





81—Levores Cab. Oxford 
Covered Military Heel, 
McKay Sole, as illustra- 
tion AA-D ~. .$4.35 





80—Levores Cab. Oxford, 
Full Louis Covered Heel, 
McKay Sole, AA-D. $4.50 














FOR EXAMPLE 
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OUR STAMFORD FACTORY White Styles 


Made at Stamford 





280—F. B. & C. Kid, 
Tongue Pumps, Military 
Covered Heel, Welt Sole, 





684—Genuine Buck Ox- 
ford, Full Baby Louis 
Covered Heel, Welt Sole, 





276—F. B. & C. Kid 
Tongue Pump, Full Louis 
Covered Heel, Turn Sole, 





281—F. B. & C. Kid 
Opera Pump, Full Louis 
Covered Heel, Turn Sole, 








275—F. B. & C., White Kid, Oxford, Covered 





Cuban Heel, Goodyear Welt, AA-D. .$6.50 
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Good Service—Popular Styles—Good Will 





The application of “Good Service” and “Good Will” in conjuction 
with ‘‘Popular Styles’”’ has been of great aid to our progress and 
success as manufacturers and distributors. 

To-day our problem lies more so in the ability to meet the demand 
for our merchandise than to inspire its sale. 

Get acquainted with our Shoes. Try a few of the Seasonable Styles 
Illustrated and Listed—They’re in Stock. 





Pioom | A. H. GAINES-GORDON CO. | FACTORY 


1631 Wash. Ave. 
St. Louis, Mo. 
LEO GORDON 





141 DUANE ST., NEW YORK CITY Stamford 
Main Stock Rooms and Offices Connecticut 
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Company, has been visiting the Eastern 
trade centers during the past two weeks. 
Mr. Voller is expected back at his desk, 
today, July 5. “a 

Sales in high grade white footwear 
have been strong at the Mabley & 
Carew ladies’ department. Their stock 
of white canvas, linens, kids, and bucks 
in the grades from $8.00 to $12.00 has 
been entirely cleaned up of its most 
needed sizes and patterns. This con- 
dition is followed by the statement that 
they could have sold twice as many 
pairs of shoes in these better grades if 
they had had them. 


AT CHICAGO STYLE SHOW 
List of Local Concerns Displaying 


The Cincinnati concerns that are dis- 
playing their lines at the Chicago Style 
Show this week are: Julian & Kokenge 
Company represented by R. Murphy; 
Krohn-Fechheimer Company by Lew 
Brown; Helming-McKenzie Shoe Man- 
ufacturing Company by J. E. Bauman; 
The Holters Company by Ben C. Davis; 
Scheiffele Shoe Manufacturing Com- 
pany by George Winn; and Manss- 
Owens Company by Fred C. Earle. 
F. X. O’Brien, sales and advertising 
manager of the Holters Company; F. X. 
Owens, president of the Manss-Owens 
Company; E. K. Woodrow, sales and 
advertising manager of the Krohn- 
Fechheimer Company; and W. T. Dick- 
erson, sales and advertising manager of 
P. Sullivan & Co., are other prominent 
men of this market that are attending 
the show this week. 


TO ARRIVE 


Owen H. Dickerson and J. P. Orr | 


Owen H. Dickerson, son of W. T. 
Dickerson of P. Sullivan & Co., is ex- 
pected back in this country within the 
near future, after having spent a year 
in the American Expeditionary Forces 
of France. Owen H. will cover his old 
territory of Iowa, Minnesota, North 
and South Dakota next Fall. 

J. P. Orr has been down in Florida 
during the past two weeks on a short 
vacation. Mr. Orr is expected back at 
his desk the first of July. As a versatile 
shoeman, Mr. Orr is interested in poli- 
tics. He was recently appointed a 
member of the Republican Ways and 
Means committee charged with the duty 
of raising the campaign fund for the 
next presidential contest. 


NATIONAL TRAVELERS MEET 


Discuss Government Tax on 
Expenses 
The members of the Cincinnati 
Association of the National Shoe 
Travelers met recently at the Gib- 
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son Hotel for their first meeting of 
the Summer season. The main subject 
brought up for discussion was the tax 
levied ‘by the government on the ex- 
penses of salesmen accrued while on 
the road. 

With Cincinnati as the convention 
place for the National Shoe Travelers 
for 1920, the local committee is making 
arrangements true to form. Presi- 
dent S. Fechheimer will go to Columbus 
the first of July to attend a meeting of 
the board of governors. The hotel to 
constitute convention headquarters will 
be decided upon at this meeting. 
Frank Weber, secretary of the local 
association, stated this week that the 
work of financing the convention has 
made such headway that success from 
that quarter is assured. 


Chas. Auer a Benedict 


Chas. Auer, Eastern representative 
for the P. Sullivan Company, announced 
last week that he had become a bene- 
dict a few months ago. He kept the 
fact a secret until his recent trip to 
New York upon which his wife accom- 
panied him. Mr. and Mrs. Auer are 
now spending a few weeks in Utica, 


ENGLISH DELEGATE RIDOUT 
Visits Annual Convention of Finders 


Among the delegates to the annual 
convention of the National Leather and 
Shoe Finders’ Association recently 
was C. E. Ridout of London, England. 
Mr. Ridout, a manufacturers’ agent, 
came to the convention for the purpose 
of getting ideas of how best to fight the 


evil practice of collective buying in . 


England. 


A. F. SLOANE AT HOSPITAL 
His Condition Not Promising 


A. F. Sloane, field secretary of the 
National Retail Shoe Dealers’ Associa- 


tion, has been confined at the Christ 
Hospital of this city for the past two 
weeks. Mr. Sloane’s condition is not 
promising. 


COL. HARRISON RETURNS 


With Orders for $150,000 Worth of 
Shoes 


Col. R. L. Harrison, vice-president 
of the Sam B. Wolf Shoe Manufacturing 
Company, returned from his territory 
this week. Though Col. Bob is sixty- 
four years young he continues to make 
records. This season he came home 
with orders for one hundred and fifty 
thousand dollars’ worth of shoes. 


NEW LEATHER CONCERN 
Incorporated for $250,000 


A new leather concern will join the 
ranks of the Cincinnati leather and 


tanning industry within the near future. © 


Articles of incorporation are being 
drawn up and it will be incorporated 
for $250,000. The stockholders are 
Harrison B. Smith, formerly of the 
American Oak and Leather Company, 
R. B. Smith and Mr. Perin, all known 
in the leather trades. The name of the 
new company will be The Miami 


Leather Company, Inc. The new plant 


will be erected immediately at Carth- 
age, a suburb of Cincinnati, as they 


expect to begin operating in the early 


Fall. Jos. Kelly, formerly chemist for 
the American Oak and Leather Com- 
pany, will become chemist for the new 
company. It will be a one hundred 
hide sole leather tannery. 


Congratulations to Jack Liebert 


Jack Liebert, salesman for the Krohn- 
Fechheimer Company, became a bene- 


dict Monday, June 23. Mr. Liebert’s » 


many friends in the trade wish him every 
success in his new path of life. 


Rochester 


NEW YORK RETAIL SHOE DEAL- 
ERS’ ASSOCIATION 


First Annual Convention Opens 
Monday, July 7 


That the first annual convention of 
the New York Retail Shoe Dealers’ 
Association will be a success is now 
assured, A program of vital educa- 
tional talks has been arranged and lead- 
ing shoe men of the country will lead 
the round table discussions. 

The convention will open on Monday, 
July 7, and will continue three days. 


All sessions will be held in the ball room 
of the Powers Hotel. 


PROMINENT MEN 
Who Will Attend Convention 


Among the prominent New York 
State shoe merchants who have already 
signified their intention of attending 
the convention are John Slater, of J. & 
J. Slater, Fifth Avenue, New York; 
Alfred A. Kohn; Hugh T. Dougherty, 
shoe buyer for Wanamakers; and many 
more from the Metropolis, besides 
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These men know the value 
of Goodyear Repairing Machinery 


“OODYEAR Welt Shoe Machinery remakes the shoes brought you for repairs. It does 
not cobble — it rebuilds them. People know this. And so they take their shoes to 
the shops where they can get them rebuilt by the Goodyear Welt Shoe Repairing System. 


Such shops prosper. It saves you time and money and brings you increased business 


through satisfied customers. 
Write for plan and catalogue of the various style outfits we make 


United Shoe Repairing Machine Company 


4 ALBANY STREET, BOSTON, MASS. 


18 So. Market Street 37 Warren Street 93 Centre Street 286 Third Street 130 Mill Street 
Chicago New York Brockton Milwaukee Rochester 
"1423 Olive Street 276 Main Street _—«-: 145 Essex Street 619 Mission Street 221 No. 13th Street 11 Florence Street 
Louis Johnson City, N.Y. Haverhill San Francisco Philadelphia Marlboro 
708 Broadway 30 Euclid Arcade 87 Main Street 236 No. High Street 16 No. 2nd Street 216 Chartres Street 
Cincinnati Cleveland Auburn, Me. Columbus, Ohio Harrisburg, P: New Orleans 
301 American Comhy Building, Reading, Pe 


306 Broad Street 
Lynn 
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Principals of Rochester Retail Shoe Dealers’ Association 


several hundred from various other 
parts of the state. 


Program in Full 


Sunday evening, July 6, 1919, 7.30 
P. M.—Meeting of the executive com- 
mittee, Room 148, Powers Hotel. 

Monday morning, July 7—8.00 to 
10.30 A. M.—Registration of members 
and their wives, also New York State 
shoe merchants who are not members 
but whose presence at the convention 
is most cordially and urgently desired. 

10.30 A. M.—Meetings of Commit- 
tees—Membership, educational, legis- 
lative, publicity, style, arbitration and 
grievance. Also meeting of any special 
committees that the president may 
appoint. : 

12.30 P. M.—Luncheon in the Dutch 
Room. This luncheon is strictly in- 
formal and all members of the shoe 
trade are invited to take this oppor- 
tunity to become better acquainted. 

1.30 P. M.—Opening session of the 
convention in the grand ball room by 
President Ernest N. Park. Address of 
welcome by William Pidgeon, Jr., presi- 
dent of the Rochester Retail Shoe 
Dealers’ Association; Response by John 
Slater, president of the Retail Shoe 
Dealers’ Association of New York City; 
Address of the President; Remarks by 
President A. H. Geuting of the National 
Shoe Retailers’ Association of Phila- 
delphia; Remarks by A. F. Sloane, 
field secretary, National Shoe Retailers’ 
Association; Roll call of officers; 
Naming of committee on credentials; 
Report of committee on credentials; 
Reading of minutes of the meeting of 
February 3, 1919; Naming of commit- 
tee on resolutions; Reports of the state 





secretary and state treasurer; Reports 
of standing committees; Reports of 
special committees; Election of candi- 
dates for membership. 

Election of delegates to the National 
Convention at Boston. 

Unfinished business; New business; 
Discussion of matters for the welfare 
of the Association. 

4.00 P. M.—Inspection of 
leather findings, fixtures, etc., of the 
seventh semi-annual Shoe Style Show 
on the fifth and sixth floors of the 
Powers Hotel. 

7.30 P. M.—Theatre party for the 
ladies of the State Association and 
visiting ladies at the Picadilly Theatre. 

8.00 P. M.—Round table talk in the 
grand ball room, with William Pidgeon, 
Jr., president of the Rochester Retail 
Shoe Dealers’ Association and. first vice- 
president of the Retail Shoe Dealers’ 
Association of New York Stateincharge. 
Topic: “Styles that Will Be Good,” 
leader, Charles Petot, Petot Shoe Com- 
pany, Columbus, O. Topic: ‘‘Bread and 
Butter Shoes,”’ leader, William Pidgeon, 
Jr., Rochester. Topic: ‘Should We 
Encourage Button Shoes?’’ leader, G. 
W. Sherwell, of Sherwell & Fraser, 
Ogdensburg, N. Y.. Adjournment. 

Tuesday morning, July 8, 8. 30 A. M. 
—Brief business session in grand ball 
room. - 

9.00 A. M.—Round Table Talks, Mr. 
Pidgeon in charge. Topic: “Stock 
Turnover, How Often? Should It Be 
Based on Pairs or on Dollars?” leader, 
Charles H. Nearing, William Hengerer 
Company, Buffalo. Topic: ‘“‘Remun- 


shoes, 


erating Salespeople on Other than a 
Salary Basis,” leader, O. K. Johnson, 
Wm. Eastwood & Son Co., Rochester. 


Topic: ‘Profit Possibilities of the Re- 
pair Department,” leader, John J. 
Baird, of the A. E. Pitts Shoe Company, 
Columbus, O. Topic: ‘“‘Salesmanship,”’ 
leader, Harry A. McLaughlin, of The 
Potter Shoe Company, Cincinnati, O. 
Topic: ‘How to Pick the Live Ones,” 
leader, Austin P. Herman, Chillicothe, 
O. Topic: ‘*The Allied Council’s Style 
Program,” leader, C. K. Chisholm, 
Chisholm Boot Shop, Cleveland, O. 
Adjournment. 

12.30 P. M.—Rochester Association 
of Traveling Shoe Salesmen’s weekly 
luncheon in the Dutch room. 

2.30 P. M.—Inspection of the Ro- 
chester Style Show exhibits. 

2.00 P. M.—Automobile trip for the 
ladies, with escort of committee of the 
Rochester ladies, comprised of the 
wives of the members of the R: R. S. D. 
A. and the R. A. T.S.S. Autos leave 
Fitzhugh Street entrance of Powers 
Hotel. 

6.30 P. M.—Delegates and their 
wives leave hotel for B. R. & P. Ry. 
station, Main Street West. 

7.00 P. M.—Leave B. R. & P: Ry. 
station on special train for the lake. 

7.30 P. M.—Moonlight boat ride and 
Jazz dance on S. S. Ontario I. 

This is a contribution of the Roches- 
ter Style Show Committee in honor of 
the retail shoe merchants of New 
York State. All members, delegates 
and their ladies are invited to attend. 

Wednesday morning, July 9, 9.30 
A. M.—Business session of convention 
in grand ball room. Report of the 
executive committee on place and time 
of holding the 1920 Annual Convention. 

NOTE: There will be no eléction of 
officers, save to fill possible vacancies, 
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JULY the Month of Invitations 


This month will be written into shoe history as 
one of its proudest from a style point of view. 










ROCHESTER, N. Y., 


Invites you to the seventh semi-annual exhibition and 
fashion review of shoes, leather, lasts and materials 
AND TO THE 


annual convention of the New York State Shoe Retailers’ 
Convention 








July 7th to the 12th 


TWEEDIE BOOT TOPS 


Room 647 
POWERS HOTEL 








CHICAGO INVITES YOU 


July 7th to 11th 
To the Chicago National Shoe Exposition 


TWEEDIE BOOT TOPS 


Room 433 
MORRISON HOTEL 










BOSTON INVITES YOU 


To the fourth semi-annual Boston Shoe Style Show 
July 14th to 17th 
SYMPHONY HALL 


TWEEDIE BOOT TOPS 
Booth 33 










This is the month to spend your vaca- 
tion, to see things; to learn and profit. 


TWEEDIE BOOT TOP CO. 


ST. LOUIS, MO. 
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The Force of Power Is the Principleof Right 
Nothing Succeeds That Is Questionable 


TWEEDIES 


Proved themselves the biggest success in the shoe world 
because they are right. 









Therefore They Have the Power 









The Public is going to be told about 


TWEEDIES 


In the biggest advertising campaign ever put back of a shoe store ac- 
cessory. This advertising covers full page spreads in the leading fashion | 
journals and women’s magazines. ! 
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They Are Going to Be Told to Look for This Label 


JWEEDIES 
Boolop 













Which is sewed in every pair. A guarantee that they are right. 





You are going to give them what they want 
so they will come back for more 












NOW IS THE TIME TO PLACE YOUR ORDERS 
AND YOU WILL BE ASSURED OF DELIVERIES 













A dealers’ advertising service at your command 


TWEEDIE BOOT TOP CO. 


ST. LOUIS, MO. 
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Sizing-In Service 


ITH the placing of 

dealers’ initial orders for 

Fall Bates Shoes now 
substantially completed, our 
Chicago in-stock headquarters 
now becomes for a time an ex- 
traordinary center for the dis- 
tribution of goods to Bates 
Dealers. 


The heavy demands which 
have necessarily been and will 
continue to be made upon this 
Bates stock headquarters have 
constituted as severe a test of 
its facilities and system as could 
probably come about—and we 
have cause to be satisfied with 
the results. 


We wish the Bates Dealers 
and other retail shoe merchants 
to know that our attention is 
closely concentrated upon the 
service work of our Chicago Dis- 
tributing House, and that we 
and its efficient management are 
in daily co-operation to fill tem- 
porary stock-gaps as rapidly as 
possible. 


To the maximum extent of 
our ability goods listed in the 
Bates Spring and Summer Stock 
Catalogue are being kept avail- 
able, in quantity and sizes. Our 
Chicago staff will give its best 
efforts toward supplying Bates 
Dealers with their emergency 
requirements. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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as the present officers, as provided in 
the constitution, hold over until the 
annual convention of 1920. 

10.00 A. M.—Round table talks—Wm. 
Pidgeon, Jr. in charge. Topic: ‘The 
Glazed Kid Situation,” leader, Laird H. 
Simons, president of Wm. Amer Com- 
pany, Philadelphia. Topic: ‘“The Calf- 
skin and Hide Situation,” Charles D. 
Brown of C. D. Brown & Co., Roches- 
ter. Topic: ‘Where and When Will 
Prices Stop?’ leader, Henry W. 
Cook, vice-president of A. E. Nettleton 
Company, Syracuse, N. Y. Topic: 
“What the Large and Small Dealers 
Have in Common,” leader, Albert B. 
Eastwood, of Wm. Eastwood & Son Co. 
Topic: ‘What Are Legitimate Profits 
and How Should They Be Figured?” 
leader, Kenneth W. Watters, Buffalo, 
N. Y. Topic: ‘How to Pick the Live 
Ones?” leader, Austin P. Herman, 
Chillicothe, O. Report of the Com- 
mittee on _ resolutions. Announce- 
ments by the president. Miscellaneous 
business. Adjournment. 

2.30 P. M.—Inspection of exhibits 
of the Rochester Shoe Style Show. 

4.30 P. M.—Automobile ride for 
members, guests and their ladies 
through the parks and to Manitou 
beach on Lake Ontario. 

7.30 P. M.—Banquet at the Hotel 
Manitou followed by dancing. 


THE LOCAL COMMITTEES 


In Charge of Convention Ar- 
rangement 


A local committee, headed by Ranney 
H. Webster, of Gould, Lee & Webster, 
Inc., and William Pidgeon, Jr., presi- 
dent of the Rochester Retail Shoe 
Dealers’ Association, is in charge of the 
arrangements for the convention. 
Members of this committee are: Don 
J. Burke, treasurer; Fred L. Myers, 
secretary; Harry H. Phelan, John T. 
Leader, all of the Rochester Retail 
Shoe Dealers’ Association; J. P. Byrne 
and Merleau C. Smith, representing the 
Rochester Association of Traveling 
Shoe Salesmen; Henry W. Utz, J. 
Allen Farley, and Charles Winslow 
Smith, representing the Rochester Boot 
and Shoe Manufacturers’ Association. 
Program, John T. Leader of Wm. 
Eastwood & Sons Co.; Publicity, 
Harry A. Chase of the Shoe Retailer; 
Hotels, Charles E. Shields of the Shields 
Boot Shop; Reception, Charles H. 
Helmbacher, Walk-Over Shoe Store; 
Registration and Badges, Oscar K. 
Johnson, of William Eastwood & Son 
Co.; Entertainment, Fred L. Myers, 
Sr.; Finance, Arthur L. Robinson of 
S. B. Thing & Co.; Entertainment of 
Visiting Ladies, P. M. Van Deventer, 
assisted by A. C. Edson of the Roches- 


ter Association of Traveling Shoe 
Salesmen. 


R. A. T. S. S. TO AFFILIATE 


With National Council of Traveling 
Salesmen 


At the weekly meeting of the Roches- 
ter Association of Traveling Shoe 
Salesmen, held at the Powers Hotel, 
June 24, it was unanimously voted to 
affiliate with the National Council of 
Traveling Salesmen Association. 

Resolutions for presentation before 
the board: of governors’ meeting to be 
held at Columbus were read and ap- 





DAVID D. OSTER 
President R. A. T. S. S. 


proved. To revise the constitution of 
the Rochester Association so _ that 
traveling men representing shoe and 
leather and all kindred. lines shall be 
elegible for membership, President 
Oster appointed the following com- 
mittee: Joe Byrne, Gus Schaube and 
Ed. Evarts. 


FOREIGN TRADE BUREAU 


Educational Meetings Begin in 
September 


To arouse the interest of the manu- 
facturers to the desirability of getting 
foreign trade, a Foreign Trade Bureau 
has been formed by the Rochester 
Chamber of Commerce and judging by 
the number of replies received from a 
questionnaire recently sent out by this 
body there is much interest in the de- 
velopment .of foreign trade among 
Rochester manufacturers and mercan- 
tile houses. 

Beginning in September the Foreign 
Trade Bureau plans to have a series of 
educational meetings with addresses by 
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experts on the various phases of the 
overseas traffic. The bureau reminds 
manufacturers that now is the time to 
secure foreign business and urges that 
all who desire export business should 
get in at once. 

The bureau also plans to take up the 
matter of a national trade mark, ‘‘Made 
in the U.S. A.,” and will likewise study 
the plan of Chairman Hurley for the 
disposition of the United States mer- 
chant marine and other questions bear- 
ing on international trade. 


REAL ESTATE ACQUIRED 
By the Retail Merchants 


It was recently announced that the 
buildings on the corner of Main and St. 
Paul Streets, occupied by the Burke, 
FitzSimons Hone & Co., and the Mc- 
Farlin Clothing Company, have been 
purchased by Daniel M. Edwards, 
president of E. W. Edwards & Son. 

Simultaneously, it was announced 
that William P. Barrows, president of 
the McFarlin Clothing Company, has 
purchased the Whitcomb property at 
191 to 201 Main Street East. 

The property purchased by Mr. 
Edwards has a Main Street frontage of 
111 feet and a frontage on St. Paul 
Street and the parallel alley to the west 
of 216 feet. It also comprises the six- 
story building on North Water Street 
which has a connection to the Burke 
store and is occupied by the wholesale 
and shipping departments of that estab- 
lishment. 

Just what Mr. Edwards intends to do 
with his new purchase has not been 
announced. The lease of the Burke, 
FitzSimons Hone & Co., will expire on 
January 1 next. That firm is now sell- 
ing out its stock and may, it is said, 
at any time dispose of the remainder in 
a job lot. 

The McFarlin Clothing Company’s 
lease has five years to run and that 
store will probably not move into it’s 
new home for some time to come. 


CANTILEVER SHOES HANDLED 
At McAlpine-Bullock Company 


Rochester’s new department store, 
the McAlpine-Bullock Company, has 
secured the agency for Cantilever Shoes 
and feature the new line in their ad- 
vertising and in an attractive window 
display. 


AN ENGLISH SHOE WOMAN 


Visits City and Secures Lines 


We had the pleasure of entertaining 
Miss Kate Brown from London, Eng- 
land, this week in Rochester. She is 
over in this country to secure good 
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CHERRY CALF 
ENGLISH OXFORD 


Carried 0-1-2-3-4 Wide 


$6.25 


THE CHERRY OXFORD 
YOU’LL SELL IN JULY! 


ee these, our factory reserved leather owned at 
a figure that enables us to sell at $6:25— more 
than $1.00 under today’s market. 

We knew that there would be a demand for these 
right through the summer and we’ll have a large 
quantity in stock starting next week—unless advance 
orders clean them out. Send your order without 
delay. Goods will be shipped in order that letters 


reach us. 








Cartes A. Eaton ComMPANy 


BROCKTON _ MASS. 
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representative lines of American foot- 
wear for the British market and we are 
pleased to note that she is taking home 
two of our best Rochester lines. We 


understand that Miss Brown is return- 
ing to England, July 16, with a very 
comprehensive range of American 
samples. . 


_ Philadelphia 


THE ALLIED COUNCIL 
Arrangements Please Trade 


Much satisfaction is being expressed 
in the retail trade here at the promise 
of still closer co-operation held out by 
the organization of the Allied Council 
and its style suggestions made at the 
meeting last month. The merchants 
feel that nothing but good can come 
out of any movement toward abandon- 
ing the old system—or rather lack of 
system—under which various branches 
of the shoe and leather industries con- 
stantly were working at cross purposes. 

Another thing which pleases the re- 
tail trade is the strong representation 
it has in the council. The value of 
A. C. McGowin as chairman, and the 
location of the headquarters in the 
same offices as the National Shoe Re- 
tailers Association, with Secretary- 
Commissioner Mirkil of that association 
as secretary-treasurer of the council, 
cannot be overestimated. The sup- 
port of the various industrial divisions 
may be taken as a matter of course pro- 
vided the retail support itself is solid, 
and these things will go far in insuring 
the solidarity of the retail trade back 
of the Council’s rulings and suggestions. 

If the opinions of the Philadelphia 
trade may be taken as typical of the 
entire country, there is little chance of 
anything but the most hearty response 
of the National Shoe Retailers’ Associa- 
tion’s appeal to the merchants by the 
style program through the lean leather 
period which at best is bound to persist 
for several years now. 


MEN’S WHITE OXFORDS 
Appear on Central Streets 


Retail demand continues strong, 
with an increasing emphasis on sporting 
and outing styles. White oxfords have 
been selling exceptionally well, in both 
men’s and women’s lines, but particu- 
larly in the latter. 

But there has been a little relaxation 
in the severe conservatism of men’s 
fashion, a movement of very recent 
origin, which deserves comment. White 
shoes are appearing in the center of the 
city. Merchants declare that there is 
little likelihood of this becoming general. 
But it is none the less notable for 
Philadelphia, though perhaps this is due 


largely to the conspicuousness of the 
white shoe in a metropolitan district. 

For women’s wear, the white shoe has 
become less and less of a novelty in the 
central sections for several years past, 
and while it by no means rivals the 
dark shoes it has become more. or less 
an accepted fact. 


WHITE CANVAS LINES 
Hold in Good Demand 


Just now all the stores are reporting 
heavy sales of white buck, kid and can- 
vas for vacation and outing wear, 
which appear to be exceeding the esti- 
mated demand. Stocks, however, would 
seem to be good for all this, and since 
the demand is principally for canvas 
lines, owing to lower prices, it does not 
look as though any dangerous shortage 
threatened. 


EXPECT STRONG FINISH 
To Satisfactory Season 


The definite settlement on the situa- 


. tion in Europe by the German signature 


of the peace treaty has already made 
itself felt in an increased activity of a 
number of industries here. This, from 
the shoe man’s point of view, means 
higher wages, less unemployment, and 
consequently more purchases of shoes, 
which will do much to give a final 
stimulus to a season which so far has 
proved far more satisfactory than last 
year’s. 


BARGAINS TO BE. HAD 
Despite Upward Flight of Prices 


It is interesting to note that despite 
the high prices which mark the present 
times, there are still bargains to be had. 
In view of the general scarcity of stocks, 
the limited supplies of raw materials 
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and the limited output of the factories, 
the following offerings to the public by 
several stores look exceptionally reason- 
able. All of these, it should be stated, 


‘are department store offerings, and 


they represent the exception rather than 
the rule. Still, it shows what can be 
done. Women’s Shoes—Blucher, dull 
black kid, welt, Cuban heel, $3.10; 
oxfords, brown kid, welt, perforated tip, 
military heel, $5.85; oxfords, bronze 
kid, long vamp, turn, plain toe, $6.10; 
oxfords, near-buck, welt, Cuban heel, 
white, $5.85; oxfords, white canvas, 
Louis heel, turn sole, $3.95; oxfords, 
white canvas, welt, plain toe, military 
heel, $4.95; oxfords, white kid, long 
vamp, welt, military heel, $5.95; ox- 
fords, glazed kid, medium round toes, 
turn sole, $5.95; pumps, black and tan 
calf, welt, military heel, $5.95. Men’s 
Shoes—Oxfords, dark tan, English last, 
calf, $5.45; oxfords, gun metal calf, 
English last, $5.45; oxfords, Cordovan, 
dark, long vamp English last, $8.25; 
oxfords, white buckskin, $9.50 to 
$13.50; oxfords, white buck, wing tip, 
$15.00. 


WHAT DOES IT COST 
To Measure Feet By the Year? 


“It is a remarkable thing how few 
people remember the sizes of their 
shoes,” a buyer for a Market Street 
store commented recently. “If we 
could all get together and educate the 
public to remembering, it would really 
save us a lot of time in the course of a 
year. It does not take long to measure 
a single customer’s feet, but the time 
consumed becomes formidable.in meas- 
uring thousands of feet. Time con- 
sumed by the salesman in giving service 
to the customer is one of the expense 
handicaps which is inherent in the retail 
shoe business. It reduces the volume 
of sales of the individual clerk to con- 
siderably below the normal in many 
other lines of retail business. It would 
be worth everybody’s while if we could 
all get together, eliminate part of this 
expense, increase the productivity of 
the clerk both to himself and to us, and 
so turn a number of dollars out of the 
expense account into the profit account.” 


St Louis 


FALL AND WINTER PRICES 
Higher, But Exact Mark-Up 
Uncertain 
Practically all the salesmen of the St. 
Louis wholesalers and manufacturers 


are out of their territories and will re- 
main so until after the National holiday 


and in many cases even longer. For 
the most part manufacturers and jobbers 
have sold up on stock available and are 
not willing to make any commitments 
until they have had an opportunity to 
get a better line on the situation. Their 
orders, as booked, practically cover the 
materials under contract or on hand and 
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Ever See a Human 
Foot Dissected ? 










Post Graduate Class Watching the Dissection of a Cadaver 


Here Is a Wonderful Opportunity 
to Learn All About the Foot 


Practipedics has made tremendous strides in the past several years. Today practically every 
live, progressive shoe store has its Graduate Practipedist who is a foot expert in the fullest sense of the 
word. 

In order to give every shoe merchant and every salesperson an opportunity to become a Graduate 
of Practipedics, we will hold two Post Graduate Sessions of one week each in Chicago and two p See 
sessions in New York City on the following dates: 









CHICAGO NEW YORK CITY 
July 7th to 12th, Inclusive. July 21st to 26th, Inclusive. 
July 14th to 19th, Inclusive. July 28th to Aug. 2d, Inclusive. 





In addition to these day Classes, night Classes will be conducted on Monday, Wednesday and 
Friday evenings during the two weeks’ sessions. The night course covers the same ground and will 
give a student the same standing as that of a day class graduate. 

If you have already mastered the Correspondence Course in Practipedics, so much the better, 
but this preliminary education is not essential. It will actually surprise you the vast amount of knowl- 
edge you can acquire in one week’s time from this Post Graduate Course in Practipedics. 


Just consider what it means to dissect a human foot and leg. You can see every bone, muscle, 
nerve, ligament, blood vessel and tissue. In this manner you know why foot troubles are so prevalent 
and how to give relief and correct the cause. 


Send in Your Reservation Now 


to either our Chicago or New York office. A big enrollment is assured this year and an overflow is 
predicted. Write for circular and complete information. State which week it would be most con- 


venient for you to attend. 
EDUCATIONAL DEPARTMENT 


THE SCHOLL MFG. CO. 


Largest Makers of Foot Appliances in the World 
213 W. Schiller Street, Chicago 339 Broadway, New York 


Toronto London 
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they desire to see the price situation on 
leathers, etc., more settled before they 
mark prices on the late Fall and Winter 
and the early Spring lines. In any 
event they expect to have to market 
prices up to a considerable extent 
further than they anticipated or the 
trade is likely to desire. But needs 
must, they say, when the devil drives. 


A SUMMER ASPECT 
White Shoes—No Price Cutting 


The retail shoe business has taken on 
an entirely Summer aspect with the hot 
weather prevailing and the near ap- 
proach of the sales period in which 
reductions, etc., are to be expected. 
The retail merchants, however, are 
decidedly in doubt as to whether they 
will have any clearance sales of conse- 
quence this season because of the general 
salability of the merchandise which 
they have on hand and the price situa- 
tion which makes present merchandise 
worth carrying over to another season 
where the lines are sufficiently well 
covered to enable a respectable showing. 
At that, however, the status of the 
stocks is such as to leave little occasion 
to worry about left-overs as the demand 
generally has been about up to the 
ability of the retail merchants to 
supply. Everything is white in the 
selling just now from kid down to the 
cheapest fabrics. Some special sales 
are being pulled off on special lots from 
manufacturers, but otherwise there has 
been no price cutting. 


READY FOR BUSINESS 


Central Shoe Company Opening 
July 20 


The Central Shoe Company, which 
had planned to be in St. Louis ready for 
business by July 1, has been compelled 
to postpone its opening date in its new 
St. Louis building until July 20. Part 
of the delay is due to the removal 
difficulties and part to the fact that the 
building will not be entirely ready for 
the company, although in an emergency 
it could be utilized. It has been decided 
best to wait until everything is in 
readiness before making the change. 
The traveling force will be ready for the 
road shortly after the removal and the 
number of men to be sent out will be 
largely increased by General Manager 
Moody. 


A THREE-DAY HOLIDAY 


Retail Shoe Stores 
July 3-7 

The Associated Retailers of St. Louis, 
including all the large department 
stores and a large number of specialty 
stores, among them most of the down- 


Close from 


BOOT 





BILLY AND BEE 


The Preble Shoe Manufacturing Com- 

pany of Webb City, Mo., makers of 

children’s shoes, have hit upon a pleas- 

ing trade name and trade emblem in 

this picture and caption, Billy and 
Bee Shoe 





town shoe retail merchants, granted 
their employes a holiday from Thursday 
evening, July 3, until Monday morning, 
July 7, thus giving them an opportunity 
to plan for a three day outing if they 
desire. The movement in this direction 
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is quite general all over St. Louis and in 
practically every line of industry, in- 
cluding the manufacturing plants and 
among these the large shoe and manu- 
facturing establishments. The action 
was taken because of the fact that the 
National holiday comes on Friday thus 
rendering it of little importance to 
reopen establishments on Saturday for 
the half day which prevails in St. Louis 
during July and August of each year. 


RECONSTRUCTION PLANS 
At Stix, Baer & Fuller Dry Goods Co. 


The Stix, Baer & Fuller Dry Goods 
Company, which has completed plans 
for the reconstruction of the southwest 
corner of its large department store has 
leased the building at the northwest 


.corner of Washington Avenue and 7th 


Street, which it will occupy during the 
period required to raze the present 
structure which forms a part of its big 
store and build the new building to 
conform to the architecture of the main 
store. The temporary quarters will be 
occupied by the men’s shoe department 
and other men’s goods, including cloth- 
ing, hats, furnishings, etc. The com- 
pletion of the new structure will give the 
Stix, Baer & Fuller Dry Goods Company 
a building, occupying an entire city 
block and all of the same type of archi- 
tecture. The interior of the building, 
especially the first floor, is being re- 
modeled and refitted in very handsome 
and decidedly modern style. 


Chicago 


CHICAGO NATIONAL 
EXPOSITION 


Shoe Travelers Alert to Extend 
Every Co-operation 


Every member of the Shoe Travelers’ 
Association of Chicago is fully ac-, 
quainted with the obligations of the 
Chicago National Shoe Exposition, 
July 7-11, and is ready to extend his 
wholehearted co-operation to conduct 
the affair successfully. The exhibit 
arrangements are complete, all exhibi- 
tors have their lines assorted, and in 
the opinion of the exposition execu- 


' tives,- the Chicago Exposition will be 


worth the full five days’ time of every 
merchant who can attend. The com- 
pleteness of the exhibits—the variety 
of shoes and accessories that will be 
shown—the snappy appearance of ad- 
vance styles—will prove a revelation 
to the merchant. 

All the big factors that are identified 
with the Exposition are confident that 


any shoe merchant who has attended a 
so-called “‘style show” or convention, 
or the merchant who never before had 
the privilege of visiting any of these 
will find at the Chicago National Shoe 
Exposition, material, ideas and first- 
hand facts that would be impossible to 
obtain at any similar event or that 
would not be available for many 
months if one neglected coming. The 
high spirit among the manufacturers 
and wholesalers. and the enthusiasm 
displayed by the salesmen just return- 


: ing from the road, bringing messages 


that a good percentage of their cus- 
tomers intend coming, is apparent 


throughout the city. 


CLEARANCES BEGIN 


Mid-Summer Sales Everywhere 
Evident 


The mid-summer sales of shoes are 
having their introduction this week in 
Chicago, not only among the exclusive 
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A “Wingate” Turn 
Black Satin with 
Beaded Buckle 


Our “Edith”? Colonial on No. 52 
Last. Carries 17-8 full Louis 
Heel with Aluminum plate. 


No. 4955 


WINGATE SHOE CORP. 
HAVERHILL, MASS. 


NEW YORK OFFICE: 435 Marbridge Building. 
Dryzer & Barnett, Reps. 
BOSTON OFFICE: ROOM 303, 183 Essex Street 
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Shoe Polishes 


QUALITY VARIETY 


Sold in the Market Places of the World 





The buyer plays safe when he 


orders Whittemore’s polish. BOSTONIAN CREAM—The ideal cleaner for 
h All our white dress- kid and calf. You'll need a good stock of the brown 
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Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write for complete catalogue 
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Come to 


BOSTON 
July 
14-15-16-17 














Come to Boston Next Week 


Join the throng of progressive buyers 
who’ are coming to inspect the big sellers 
for Fall and Winter at 


‘THE FOURTH SEMI-ANNUAL 


BOSTON 
SHOE STYLE SHOW 


to be held in 


SYMPHONY HALL 
— July 14-15-16-17 





Under the personal direction of 
. WILLIAM H. WALSH 


The most educating exposition in the coun- 

try—a gathering of foremost manufacturers, 

leather men and salesmen. Worth while buy- 

ers recognize it as the largest and most success- 

ful show in the United States. The master 

shoemakers of the world will exhibit the 
newest styles. 


A living model show will be conducted every evening 


The Country's 
Leading 
Shoe Style 
Event 

















An 
Established 


SUCCESS 




















Don't 
Forget the 
Dates - 












Havana Brown 


HARNEY STANDARD 


A 
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Boston In-Stock Department : 


“The Shoes You Order Are the Shoes You Get” 
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See 


Harney’s Standard 
Fall Styles 


at the 


Boston 
Shoe Style 
Show 


Gun 
Metal, Mat 


Kid Button Top Lace 





ee owe 


STYLES 


FOR AUGUST FIRST DELIVERY 
100—Pat. Lea. Vamp, 9” Lace, Satin Twill Top, 18-8 LL Heel, C wee” 
6 


126—Pat. Colt Vamp, 9”’ Lace, Mat Cab Top, 18-8 LL Heel, A to D. $6.50 
129—Mat Kid Vamp, 9’’ Lace, Mat Cab Top, 18-8 LL Heet, C 
$6.75 


width only 
134—(As illustrated) Gun Metal Vamp, 9” Lace, Mat Cab Top, we 
6 


il. Heel, A to D 


139—Hav. Brown Kid, 9” L ace, 19-8 LL Heel, AA to D 
140—(As illustrated) Hav. Brown Kid, 844” But., 19-8 LL Heel, 
Pearl Buttons, A to D $8.00 
141—No. 14 Russia Calf, 9’ Lace, 14-8 LL Heel, A to D 
148— Mat Kid, 8%” But., 19-8 LL Heel, Pearl Buttons, Ato D. 
FOR SEPTEMBER FIRST DELIVERY 
149—Black Kid, 9” Lace, 14-8 Mil. Heel, A to D 
150—Hav. Brown Kid, 9” Lace, 14-8 Mil. Heel, A to D 
152—No. 14 Russia Calf, 9’’ Lace, 19-8 LL Heel, A to D 
153—No. 13 Russia Calf Vamp, 9”” Lace, No. 25 Bro. Nubuck Top, 


14-8 Mil. Heel, A to D 
154—No. 18 Gray mane 9” Lace, 19-8 Full Louis Wood Covered — 


Heel, A to D 


“AT THE STYLE SHOW” 
In-Stock Terms 2-10 Net 30 


P. J. HARNEY SHOE CO. 


Lynn, Massachusetts 


78 Lincoln Street 


Factory 
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shoe stores but also among the depart- 
ment stores. 

The I. Miller store started a sale be- 
ginning with Monday, June 30, naming 
it the Semi-Annual Reduction Sale in 
which all lines of merchandise is in- 
cluded. On the same day the O’Connor 
&}, Goldberg Stores announced their 
clearance sales. Many of the other 
stores are getting in line for these 
events. 


White Shoes Predominate 


The past week has been one of ex- 
ceedingly good business in all the stores. 
Pumps and oxfords in both white kid 
and canvas are the leading sellers. Dull 
pumps and brown and patent pumps 
have been moving very actively. 


PROGRESSIVE CLUB PICNIC 


O. G. Employes to Have an Outing, 
July 13 


The O. G. Progressive Club, com- 
prising all the employes of the O’Connor 
& Goldberg stores have arranged a 
picnic in the beautiful Fox River Valley 
for July 13. This is an annual occasion 
in which all members and executives 
participate, and the program which has 
been drawn up for the picnic assures 
everybody of a joyous time. 


WHOLESALE CONDITIONS 
Big Call for White Shoes 


The wholesale houses, including those 
who handle men’s, women’s and child- 
ren’s shoes, all report very satisfactory 
trade. Among the women’s houses 
there is a big call by the retail trade for 
white canvas and kid pumps and ox- 
fords, as well as Colonials in dull and 
patent—for immediate delivery. 
Among the men’s houses the predomi- 
nating color is tan, and while many 
merchants are trying to purchase low 
shoes they are finding difficulty in 
securing them from stock, as practically 
every wholesale house in Chicago is sold 
out on oxfords. However, in-stock 
sales of tan shoes in English lasts are 
exceptionally good. Fall business is 
coming into the men’s wholesale houses 
very rapidly. 


SALESMEN COMING HOME 
All Report Good Business 


Many travelers have arrived in 
Chicago last week from their season’s 
trips, and they are all very satisfied 
with the business they have done. All 
the boys report that the merchants 
throughout the Central West are doing 
more business this year than they have 
ever experienced in previous seasons. 
Their customers are a little concerned 


about the high prices; they feel that 
they have come to stay. They are 
having no difficulty in getting the right 
price for the right kind of shoes. 


JULY 4 AND 5 HOLIDAYS 


The Whole City Will Have a Three- 
Day Vacation 


All the merchants on State Street 
are exerting themselves to do a capacity 
business on Monday, Tuesday, Wednes- 
day and Thursday, June 30, July 1, 2 
and 3, in order to offset the loss of busi- 


_ ness that will be occasioned by the 


stores being closed, not only on Inde- 
pendence Day, July 4, but also on 
Saturday, July 5. The department 
stores and all other retail businesses 
downtown will be closed on Saturday. 
The wholesale houses too will declare 
July 5.a holiday and the whole city will 
have a three-day vacation. 


O. G. Bootery Expanding 


The O. G. Bootery, O’Connor & 
Goldberg, exclusive shoe shop for 
women, located at 23 East Madison 
Street has taken over the store at 21 
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East Madison Street, formerly occupied 
by A. Lange, florist, and are putting in 
extensive alterations which, when com- 
pleted, will give the O. G. Bootery more 
window space and an enlarged store. 


NOTES HERE AND THERE 
Of Shoe Stores and Factory 


A. Giblom, manager of the shoe de- 
partment of Henry Klein & Company, 
has left for an extended buying trip to 
the Eastern markets. He will return 
in time to attend the Chicago National 
Shoe Exposition. ; 

Ed. Weissburg, president of the 
Novelty Shoe Company, is spending 
two weeks among the Eastern factories 
supervising the shipment of their shoes 
for Fall. Dave W. Saifer, secretary 
and sales-manager of The Novelty Shoe 
Company, has left for a trip through the 
South that will cover a period of four 
weeks, in which time Mr. Saifer will 
visit the trade. 

George Lauterstein, buyer for Brown- 
stein’s Exclusive Shoe Store, 3425 West 
12th Street, has just returned from a 
visit to the Eastern factories. 


Texas 


SUMMER SALES 
Merchants Busy Writing Ads 


Most of the shoe men of Austin are 
busily engaged writing advertisements 
for the Summer sales this week. Several 
sales are in progress and several are 
forthcoming. 

Scarborough says that shoes are ad- 
vancing in price all the time, but that 
this fact is not affecting the sales in the 
least. One feature that is going to be 
hard on Fall business is that re-orders 
cannot be filled. 

Odds and ends have been going at the 
regular prices in Austin and there bas 
been no need of a single reduction in 
women’s shoes. The biggest increase 
in business at this time of the year in 
the history of the department has taken 
place this Summer. Pumps are the 
only thing, Mr. Yates says, with 
patent and kid very well along with the 
white. White kid with the Baby 
French heel is proving popular. 


A BUSINESS CHANGE 


Frank DeLashmutt Sells Out to 
Carl H. Mueller 


The store of Frank DeLashmutt has 
been bought by Carl H. Mueller, who 
has for nineteen years been with Smith 
& Wilcox, men’s furnishings, and with 
Wilcox & Harrell prior to his work with 


them. Mr. DeLashmutt will be asso- 
ciated with Mr. Mueller through the 
Fall season. Mr. Mueller said in dis- 
cussing the plans for his future business: 

“TI expect to conduct business in very 
much the same way that Mr. DeLash- 
mutt has managed this store for so 
many years. His excellent reputation 
and his high business principles make 
me feel that I am fortunate in acquiring 
the business, and I shall be happy to 
follow his policies in the main.” 

Mr. DeLashmutt has made the Fall 
purchases, and will continue to assist in 
the conduct of the business through the 
Fall. 

A SUCCESSFUL SALE 


At Williams’ Shoe Store 


Max Almas of Williams’ has just 
ended a sale which has proved highly 
successful. White in both oxfords and 
pumps went in a way that was ex- 
eeedingly satisfactory. The whole June 
business has been brisk and gratifying. 


NEW SHOE STORE 
Opened by Boston Shoe Shop, Inc. 


The Boston Shoe Shop, Inc., an- 
nounces the successful opening of a 
store in Dallas, Texas. This is their 
first store in Texas, and the sixy-sixth, 
store in their long chain throughout the 
country. The Boston Shoe Shop, Inc. 
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SEE ee ee ee ee eee ee ee ee ee ere Te ere re eel 
= 4 * 

5 Easy to put on, Practical in Use 
: Profitable to sell! 

Z The New 

o 

: Vict Detachabl 

Bb kl Hold 

5 a 

= Two easy twists and the holder is attached to the buckle and then the spring jaw clamp 

z to the vamp and the buckle is rigid on tlie shoe 

= INSTRUCTIONS FOR USE 

= To put on hold buckle fi eA a left hand face down. Slip upper wing onto bar; then, using this A a pivot, turn attachment to right until lower 

y ie ST ie cocks te oid pale a aa, home eal bo =. ng LY neste athe it ie thn op 

= of buckle, it can be lowered as 4 as necessary to > et the required ang Insert filer, q the an open buckle is used, and by curving buck 

= to Proper shape, attachment will hold filler in If pump is thick open @ little with a button or knife, if too thin close them by pressing 

fe) Finished in Nickle Plate and sold twelve pairs mounted on a card. Can be retailed at 50c a pair 
5 FLEMING-KEEVERS COMPANY 

= NORTHAMPTON, MASS. 

Smee iene en eniiienitiinen sani einen Mile Men IL 


Your trade | 








Tell your needs to 





BOOT AND SHOE RECORDER July 5, 1919 





No effort has 
been spared 


to make the “‘Essex’”’ a mecca for 
those who desire quiet, com- 
fortable, home-like accommo- 
dations while on business or 
pleasure bent. This hotel has 
been headquarters for the shoe 
and leather trade for years. 
Many shoe firms are displaying 
their lines here this month. 


Wants the new 
things while they are 
OW 20 0 o You can get 
them and show them 
by keeping posted on 
BLEECKER’S  “‘live- 
wire”’ offerings. ..... 
Send your address. 


WRITE TODAY 





ABSOLUTELY FIREPROOF 





$1.50 PER DAY AND UP 





Hotel Essex 
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is one of the largest shoe concerns in 
America, being importers, manufac- 
turers and retailers. They operate only 
up-stairs and basement stores. Three 
more stores will be opened in other 
Texas cities shortly, leases already 
having been obtained in several places. 
H. H. Allen, for many years a promi- 
nent Texas shoe merchant, is manager 
for the Texas district. 


WHITE A LEADER 
Also Stripped Pumps Popular 


Burt finds that about 75 per cent of 
his sales are in whites, and that price is 
no bar to the usual purchaser, just so he 
gets what he wants. The rub, however, 
is just there: slow deliveries and 
scarcity of stock are keeping the trade 
from getting just what they want. 
Stripped pumps both in high and low 
heels are best, with oxfords a close 
second. 

Many salesmen and managers are 
leaving for vacations now. Mr. Burt 
expects to spend a few weeks at Corpus 
Christi resting in the near future. 


NEW STORE FRONT 
Being Built at Dillingham’s 


Dillingham’s new front is now in 
process of being built, and the work- 
men have right of way in the front of 
the store. Something of: the exten- 





siveness of the improvements being 
made are beginning to show, although 
there is still much work to be done be- 
fore an adequate idea of the finished 
addition can be formed. 

In connection with the remodeling 
of the store, a remodeling sale is being 
held, with decidedly satisfactory re- 
sults. All broken sizes are included in 
the sale. Whites in kid and reignskin 
have led the sales, followed by mat kid, 
patent, and bronze kid, the volume of 
sales being in the order named. ” 


_ ONE SIZE LARGER 


Required by Men Returning from 
Army 


Returning men continue to insist on 
long vamps in an English model in 
brown calf. Mr. Dillingham has given 
instructions to all salesmen to use great 
care in fitting returned soldiers, as they 
require at least one size larger than they 
did before they entered the service, if 
they remained in service very long. 
There is consequently great danger in 
fitting them in too small sizes. 

The outlook for the Fall is exceed- 
ingly bright, as the best crops in ten 
years are expected in this section of the 
country. Dillingham has _ bought 
heavily for the Fall and has already 
received several thousands of dollars’ 
worth of stock in advance shipments. 


New York City 


MIDSUMMER CLEARANCES 


Markdowns Not as General as 
Usual 


Midsummer clearance sales of low 
shoes are now in order among the New 
York retail merchants despite the fact 
that stocks generally are at a lower ebb 
than in many years past. Most of the 
shoe merchants who are putting on the 
sales now confess that they are doing so 
merely because their competitors are 
doing it. So far the sales seem to be 
confined to the Forty-second Street and 
the Thirty-fourth Street stores and the 
Walk-Over stores. The large depart- 
ment stores have not yet made moves 
toward reducing their stocks as a whole. 

The Queen Quality Boot Shop is sell- 
ing its women’s low shoes at $4.95 and 
$6.95, but not all models are included 
in this sale. Cammeyer’s (West Thirty- 
fourth Street) Store announces the flat 
price of $7.95 for $9.00 to $10.50 
women’s low shoes. No reductions on 
their men’s shoes are announced. At 
the Walk-Over stores cut prices on both 
men’s and: women’s low shoes began 


this week. The scale of sale prices for 
men’s shoes runs $5.45, $6.45, $7.45, 
$8.45 and $9.45. For women’s shoes 
the prices are $4.95, $5.95, $6.95 and 
$7.95. ‘ 

The I. Miller stores also are holding 
their Summer clearance sales. No cut 
prices have been made so far at the 
Fifth Avenue shoe shops or in the many 
branches of the Regal or Hanan stores. 
White shoes are included in the sales, 
but these are mostly canvas or white 
kid and not buck on which the demand 
in white, according to most merchants, 
seems to be centered. 


A THREE-DAY HOLIDAY 


More Stores to Close Every Saturday 
Through Summer 

Business even before the sales was 

phenomenal in anticipation of the July 

4 holidays. Most people are taking 

the full week-end from Thursday night 

to Monday morning and the stores 


have been emphasizing sports and sea- 


shore attire in line with this. The 
effect in building sales is said to have 
been remarkable. 
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Most of the big shoe stores announced 
their intentions of remaining closed on 
July 5. More stores than usual will 
remain closed every Saturday in July 
and August this year. 


A SALES SERVICE FLOOR 
At the Bush Terminal Building 


The fourteenth floor of the Bush 
Terminal Sales Building is being re- 
modeled into a shoe sales service floor. 
The shoe lines in the sales service plan 
will be represented only by their 
samples. The Bush organization will 
handle the display and orders and no 
direct representatives of the manu- 
facturers will be necessary. However, 
some of the manufacturers will con- 
tinue their branch offices in the build- 
ing. The sales service will be under 
the direction of Arthur I. Benedict. 
The floor is being fitted with handsome 
glass wall cases for the display of the 
various lines of samples. 


Foreign Buyers Call 


Three French buyers recently visited 
the shoe offices in the building and are 
said to have placed substantial orders. 

Robert Romer, importer and expor- 
ter of San Francisco, also visited the 
building this week to place orders for 
export to Siberia. Mr. Romer has vast 
quantities of Siberian furs which he is 
selling in this country. The money 
realized will be used in purchasing mer- 
chandise here, mainly shoes, wearing 
apparel and textiles to be sent to 
Siberia. 


FINLAND IN MARKET 


Shoes Needed for a 3,500,000 
Population 


Large orders for shoes probably will 
be placed in this market in the near 
future by Finnish merchants, if they 
have not been placed already, according 
to Jacob De Julin,- president of the 
Finland Government’s Commercial Mis- 
sion to this country. He said that 
several Finnish merchants, unable to 
buy shoes in England had declared their 
intention of coming to America for 
merchandise. There are few shoe fac- 
tories in Finland, he added, and most 
of the shoes for the 3,500,000 popula- 
tion are imported. 


Many Orders for Spring 


Shoe jobbers and manufacturers who 
have stocks on hand find no difficulty 
in disposing of them. Buyers in the 
New York wholesale market are plenti- 
ful and many orders for next Spring 
have been placed, it is said, subject to 
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pst Wright, 


traeramn SHOE 


One of the 


best sellers 


in our line eS 
now to be had 

at a price , 
below market — 


value— 
No. 166 
Don’t put off ordering a day. We MYOPIA LAST 
can accept orders on the “Myopia” age» rane hen BAL. 
° izes » 71-2 toll 
at present price only to extent of A, 6 to 11 B, 51-2 to 1) 
our stock. It’s a case of the early enicctepontiag 
Price $7.00 


bird, etc. For}immediate or future 
business you could not do better than 
buy now. 


kK. T. Wright & Co., Inc. 


Rockland, Mass. 


BOSTON NEW YORK PHILADELPHIA 
183 Essex Street Marbridge Building 1215 Market Street 


DETROIT : SAN FRANCISCO 
Washington Arcade Pacific Building 
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the manufacturer’s ability to produce 
the goods. In many cases the price in 
the orders is left blank. 


PRESENT HIGH LEATHER 
PRICES 


Can Be Alleviated by Shipping 


Present high prices for leather are 
due to the lack of shipping facilities, and 


the situation in the shoe and allied 
leather fields will be alleviated only by 
improved transportation methods ac- 
cording to officials of the Tanners’ 
Council. At a meeting of the Board 
of Directors of this organization on 
Friday, June 27, considerable appre- 
hension was manifested in the continued 
high prices of all classes of raw materials 
needed in the tanneries. 


Milwaukee 


MILWAUKEE TRAVELERS’ 
OUTING 


With Ball Game Between the 
Regulars and Specials 


Expressing a firm belief that “All 
work and no play makes Jack a dull 
boy,”’ the Milwaukee Shoe Travelers’ 
Association took a day off on Friday, 
June 27, and proceeded to spend a few 
pleasant hours at Lake Denoon, twenty 
miles southwest of Milwaukee. Be- 
tween forty and fifty members who 
participated in the outing voted unani- 
mously at its close to make it an annual 
affair. 

In the words of the tall grass editor, 
“‘a pleasant time was had.” Under a 
blue sky, with the mercury just at the 
right point to make even the most 
portly traveler comfortable, the shoe 
men romped to their hearts’ content. 
The outing formed a most ‘pleasant 
interruption of busy days such as these 
are for shoe travelers, with customers 
clamoring for goods at every hand. 

There was the customary baseball 
game, foot races, swimming contests, 
pie-eating race, chasing the greased pig, 
throwing the bull, “and everything.” 


‘as it were. 


The star number on the program was a 
ball game between the Regular and 
Special line men. Secretary Max Ten- 
scher, of the V. J. Schoenecker Boot & 
Shoe Co., Milwaukee, pitched for the 
Regular team, and Frank Larkin, of 
the Tomahawk (Wis.) Shoe Company, 
occupied the mound for the Special 
aggregation. The secretary’s team won 
out by a score of 20 to 19, but it is 
reported on good authority that he was 
ably assisted by the umpire, who was 
Frank Taylor, of the American Shoe 
Company, Wausau, Wis. 

The trip to Lake Denoon was made 
by motor, members who are unlucky 
enough to own one providing room for 
members who are lucky enough not to 
own one. There were no casualties on 
the way, although a number of stops 
were made en route to cool off the tires, 
Fortunately the picnic was 
held before July 1, so that no difficulty 
was encountered in getting liquid to 
cool them off. 

“The boys had a great time and can 
hardly wait until next Summer comes,” 
said President George P. Utley. “‘May- 
be, if it can be arranged, we will have 
another picnic later this Summer.” 


Kansas City 


RETAIL TRADE GOOD 


Demand for White Canvas Oxfords 
Increasing 


During the past two weeks the retail 
trade has shown a steady increase. 
The demand for white canvas oxfords 
for both men and women has been in- 
creasing steadily and according to the 
retail merchants, it is merely a question 
of securing enough goods to satisfy the 
demand. Several stores have had their 
stocks of canvas shoes and oxfords 
completely depleted and are now forced 
to wait for shipments. 

The demand for pumps in tans, 
blacks and whites has remained practi- 
cally steady during the past few weeks, 


while the trade this season in sport 
shoes is not nearly so heavy as that of 
past seasons and very little interest is 
displayed in the novelties. Women 
here seem to display interest in the 
more staid styles and colors, going more 
to the extreme in buckles than in styles 
of pumps and shoes. 


LACK OF SUMMER SALES 


*“No Reason for Them,’’ Merchants 
Say 


There has been a noticeable lack of 
the usual Summer sales that hot 
weather at this season of the year usu- 
ally brings here. The merchants de- 
clare that there is no reason for sales at 
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this season of the year with the public 
buying as heavily as it has been in the 
past and that regardless of the fact that 
it is not at all too early for such sales, 
managers of stores report that they are 
not contemplating featuring the closing 
out of any stocks until late-in the season. 
Hence, prices have held up exceedingly 
well since it appears that it is the 
opinion among merchants in regard to 
sales and the tremendous buying of the 
public that prices will continue the 
same for some time. 


L. G. RUSSELL AT GEORGE B. 
PECK’S 
Producing Excellent Advertising 
Copy 

L. G. Russell, who for five years was 
manager of the shoe department of the 
Woolf Brothers Furnishing Goods Com- 
pany, which handles the Johnston & 
Murphy shoes, recently resigned his 
position there to take charge of the 
shoe department of the George B. Peck 
Dry Goods Company succeeding J. R- 
Sells, as manager there. Mr. Russelk 
is well known throughout the trade im 
this city and territory as well as through 
the East. Mr. Russell has taken charge- 
of the advertising of the shoe depart- 
ment at the George B. Peck store and 
is producing excellent copy. There is. 
a direct appeal through the merits of’ 
the merchandise by directing attentiom 
to style and quality. 

Mr. Russell reports that business hag 
been extremely good during the past 
few weeks. Mr. Russell stated that 
the demand for white shoes and pumps 
in both kid and canvas has been ex- 
ceptionally heavy and that he has been 
finding it difficult to keep a sufficient 
stock to meet the demands of the trade. 


DEVELOPING OIL LAND 


Between-Seasons’ Occupation of 
Chas. H. Chamberlain 


Charles H. Chamberlain, representa- 
tive of the Ralston Shoe Company with 
headquarters at Kansas City, has been 
devoting much of his time between 
seasons to the development of oil land 
in Lynn County, Kansas. Mr. Cham- 
berlain and several shoe travelers are 
interested in the oil proposition. Mr. 
Chamberlain declares that the business 
in this territory has been exeeedingly 
good during the past weeks and that 
despite the fact that this is seemingly 
between seasons he has found the de- 
mand rather heavy for this time of the 
year. 


TANS, CORDOVANS AND BROWNS 
Selling Well at George Wainscott’s 


George Wainscott, who recently 
opened his new establishment at 107 
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SIZING! 





No. 732. Price $7.50 


733. + 7.50 558. 6.50 888. oF 7.00 
750. " 7.50 578. 6.50 a  * 7.00 
Take your ‘Keith Konqueror’ Catalogue and send in your sizes today 
If you do not have a copy, write for one 
The Preston B. Keith Shoe Co. 
BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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IT IS GOOD JUDGMENT TO 
ANTICIPATE ON SHOES YOU 
WILL SURELY NEED FOR FALL 


No. 754. Price $6.50 








Builders of Better Credits 


No idle boast, because our first 
aim is to increase our subscribers’ 
sales—safely. 


Hence we advise the retailer how he 
may improve his affairs so that he 
may order—safely. 


This structure of “Better Credit” 
we are building every day, every- 
where. 





The Credit Clearing House 


**Builder of Better Credits”’ 
Executive Offices: 440 Fourth Ave., New York City 
Branches in [fall important cities 








Note present prices, subject 
to change without notice 


No. 850. Price $7.00 


Conceded byall jmp 

to be the most /fjj ull’ af 
practical buckle [fii it Wii geet 
support made. 1 | 1 


-Why! Because 


it can be used 
on any t of 
buckle. Easily 
attached. Ab- 
solutely rigid. 
Buckles quickly 
interchanged. 


So constructed as to keep buckle close up to throat 
of shoe. Does not reduce length of vamp. 
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Write today for samples and complete information. | i 
An assortment of buckles with ‘“‘Dalco” attachment  |f 
is an ideal sales combination. We supply both. |! 


DALRYMPLE-PULSIFER CO. 
88 Washington St., Haverhill, Mass. 
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East Tenth Street, reports that business 
has been exceedingly good of late. Mr. 
Wainscott, formerly housed his shoe 
business with the Graffty-Hoffine Cloth- 
ing Company. Mr. Wainscott has 
long made a special feature of shoes for 
young men and caters almost exclusively 
to this trade. Very little staple goods 
are carried; the style features of the 
seasons claim much of the attention at 
this store. ‘‘The business has been 
extremely good in oxfords, the tans, 
cordovans and the Havana browns 
being exceptionally good sellers,’’ Mr. 
Wainscott said. ‘There has also been 
a heavy demand for blacks in what 
might be called the more advanced 
styles such as wing tips and others that 
are made up entirely different from the 
styles of past seasons.” 


A BUSINESS CHANGE 


J. J. Schroeder at French, Shriner 
& Urner’s 


J. J. Schroeder, who for many years 
has been assistant to F. L. Arnold as 
manager of the local branch of the 
French, Shriner & Urner Company’s at 
Kansas City, Mo., has succedded Mr. 
Arnold as manager of the establish- 
ment. Mr. Schroeder reports that the 
business has been extremely good of 
late. He has D. Franklin Parker, who 
recently returned from service in the 
Army, as hisassistant. F.G. Graham, 
a traveler for the Goodrich Rubber Com- 
pany, is spending much of his time 
with the concern while not on the road. 
Mr. Schroeder reports that trade has 
been exceptionally heavy during the 
past few weeks and also that he has 
never before experienced such a heavy 
demand for white canvas oxfords; he 
declares that it is almost impossible to 
secure stock to meet the demand. 


NEWS OF SHOE TRAVELERS 


Messrs. Emerich, Clayton and 
Kimball 


C. W. Emerich, representative of 
Julian & Kokenge Company, with 
offices in the Massachusetts Building 
at’ Kansas City, reports that business 
has been exceptionally good for this 
season of the year. Mr. Emerich is 
planning to visit Cincinnati, Ohio, 
within the next few days and will spend 
a week or two at the factory. 

J. Finley Clayton, representative of 
the Irving Drew Shoe Company, with 
offices at Kansas City recently returned 
from a road trip through Missouri, 
Kansas and Colorado. Mr. Clayton 
said that he had met with a remarkable 
volume of business of good quality on 
this late trip. Mr. Clayton will visit 
the convention at Columbus and will 





represent the Central Association of 
Traveling Shoe Salesmen there. 

Howard H. Kimball, representative 
of the Western Shoe Company in this 
territory, with offices at Kansas City, 
recently left for a fishing trip in Wiscon- 
sin. Mr. Kimball expects to visit the 
factory in St. Paul, before returning to 
his office here. 


OF SWOPE BUILDING 
The Barton-McElwain Shoe Com- 
pany Anndunces Lease 
The Barton-McElwain Shoe Com- 
pany recently announced that it had 
leased the Swope Building near Eighth 
and May Streets. The building is eight 
stories high, has a floor space of 170,000 
square feet and is admirably adapted 
to factory purposes. The company has 
become somewhat cramped in the build- 
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ing it now occupies at 306 West Eighth 
Street. The company plans to occupy 
its new quarters within the next three 
months. 


In Canadian Rockies 


E. S. Van Patten and his wife left for 
a Summer’s vacation in the Canadian 
Rockies. Mr. and Mrs. Van Patten 
expect to spend the entire Summer at 
Seattle, Wash., and at Calgary, Canada. 
Mr. Van Patten has been with the Belle- 
ville Shoe Company of Belleville, Ill., 
for several years. 

C. W. Campbell, who for many years 
has been manager of the W. L. Douglas 
Shoe Company at Kansas City, Mo., 
recently resigned his position there to 
take charge. of the Leader Shoe Com- 
pany at St. Joseph, Mo. 


Boston 


CYRIL S. MAGNUS OVER HERE 


Visits Canadian and American 
Markets for Shoes 
One of the prominent English sales- 
men, representing American lines in 
the British Isles and Scandinavia, is 





CYRIL S. MAGNUS 
London 


now in the Boston market. Previous 


to this time, since May 17, he has been , 


in the Canadian market and will next 
week visit New York and Philadelphia. 

For the past 15 years the firm of 
N. Magnus & Son has been selling 
American shoes in. Great Britain and 
Cyril Magnus paid this country a visit 
in 1914. He returns to the British 
Isles with the lines of Watson Shoe Co. 


and the Cotter Shoe Co. of Lynn; 
Condon Bros. Co. of Brockton, An- 
drews-Wasgatt Co., Everett; Herman 
E. Lewis, Haverhill; Mrs. A. R. King 
Corp., Philadelphia; Ames, Holden- 
McCready, Ltd., Montreal. 

Mr. Magnus is most optimistic on 
the lifting of the embargo, it being his 
belief that September 8 is the date for 
England so doing. 


VISITORS IN THE HUB 


G. A. and Samuel Krause with Nine 
Salesmen 


President G. A. Krause and Treas- 
urer Samuel Krause of the Hirth, 
Krause Company, Grand Rapids, Michi- 
gan, with nine of their salesmen were 
on a trip East last week. The following 
salesmen were in the party: G. A. 
Krause, president; Samuel Krause, 
treasurer; Benjamin Krause, Andrew 
J. Wanner, Peter Kroeze, Peter Schri- 
ver, E. H. Knoop, M. Denbraber, 
George Boers, W. J. Liebler, S. M. 
Brock. 

Arriving in Boston Saturday noon, 
June 28, they took a trip to Nantasket 
Beach so that the Westerners could get 
a view of the ocean and a whiff of Bos- 
ton’s salt sea air, and on Sunday made 
a tour of Boston’s historical spots by 


automobile. 


They left Monday, June 30, for New 
Haven and Greater New York where 
they spent a few days in seeing the 
sights. During the trip they had the 
opportunity of inspecting one or two 
factories. 

President Krause was the guest of 
Charles A. Coe at his model farm in 
Essex, Mass., over Sunday. Mr. 
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= WE ARE “JOHNNY ON THE SPOT” 
THESE ARE YOUR BEST SELLERS NOW 


The L. B. Schindler Shoe Co., Inc. 


99 DUANE STREET 
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~“" White Nubuck 


Oxfords and Tongue Pumps 
Long, slender vamps and full Louis heels, 
turn, A to D, 24% to 7— $5.25 
Sample pairs cheerfully submitted. 
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Coburn 


7 rolley Ladders 


are simple, efficient, inex 
sive, saving timein sales e 
Get estimates—send us a rough 
sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 


ort. 





Catalogue on request. 


Coburn Trolley Track Mfg. Co. 
prantaniaecaien MASS. 
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Welt Footwear \ \ 
for Women |\y~ . ks 
WELCH, MOSS & FEEHAN CO. TW Ss \ 


HAVERHILL, MASS. 
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N S. R. A. CONVENTION, BOSTON, 1920 


YOUR BUSINESS 
RISKS INCREASE 


as the price of footwear advances. The money you 
could use once would not go far today, in paying 
for your stock. Protect your investment by cover- 
ing yourself against possibl le losses by fire. A policy 
in our company can be had at a saving of at least 
25 per cent. Investigate! 


Fitchburg Mutual Fire Insurance Co. 


Fitchburg, Mass. 


The city of 141 diversified industries 
99% of which are ly owned. 























White Polishes 


Regs 
:% Nu-White Pee Chee 
Z| Radium White Blanco 
| Shu-White Shinola 
<:] Nova Polar White 
A uick White Nuway 
a] Chain Lightning Hey Bag 

¥ 2) Pippin 2in1 
ZB Vogue Glace Blanc 
#4) SILK LACES—ALL COLORS 





COLONIAL BUCKLES 





IMMEDIATE SHIPMENT 


LINCOLN STORE SUPPLIES CO. 


1508 Washington Ave., St. Louis, Mo. 
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LING 
WHITE 


DRESSING 


WHITE 
\ Woy 


Two things make white shoes 
popular. They are smart and 

they are economical. 
tii Now you can tell your cus- 
eos that they can have white foot- 


wear always white. 
Kling White cleans as well as whitens. 
Al N of | Preserves the shoes. 
b P 


UNITED SHOE MACHINERY 
- CORPORATION * 


“Boston. Mass. 
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Gives a beautiful velvet whiteness. 
Easily and quickly applied. 
Dries quickly and will not rub off. 


United Shoe Repairing 
Machine Company 


4 Albany Street, - Boston, Mass. 
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In the High Places 


of Fashions 


<Gs> SPATS 


are prominently displayed 


They have all the essential features for a 
big selling specialty. 


Neat, Stylish and Perfect Fitting, they ap- 
peal to women of refined tastes and their 
ready sale means a substantial increase in 
your year’s business. 








VISIT OUR EXHIBIT 
ROOM 516 


AT THE 


Chicago National Shoe Exposition 


HOTEL MORRISON 
July 7th to 11th 


M. E. HATTENBACH IRVING ROBERTS 











WILLIAM GREILICH & SONS 


Factory and Sales Office New York Office and Showroom 
Brooklyn, N. Y. Marbridge Building, 47 W. 34th St. 


STULL LLL ALLL LLL LLL LLL LLL LULL LLL ceLL Lee 


= 


iVMUISRUUAAOUIQOUIUOUUUUUQUOU00OOU0RLUUUASUUGREO ULE 




















July 5, 1919 


Krause says, “‘that the new factory is 
so nearly completed that they expect 
to be making goods there this month, 
and that their factory was sold up to its 
full capacity for Fall delivery, as long 
ago as May 10, and the concern is en- 
joying the greatest prosperity.” 


A BARGAIN BASEMENT 


Smith Mining Company’s Shoe De- 
partment Big Success 
Bridgeport, Connecticut’s first real 
bargain basement opened several 
months ago by the Smith Mining Com- 
pany has proved a big feature. 


No other department has contributed 
more to the success of this company 
than the shoe department, under the 
guidance of Buyer Frank Horton. 

Mr. Horton was formerly assistant 
buyer for fourteen years with the How- 
land Dry Goods Company which is 
affiliated with the Smith-Murray Com- 
pany. 

A firm believer in quick turnover of 
seasonable merchandise, Mr. Horton 
has far exceeded in outdoing his origi- 
nal quota and with the present outlook 
should easily continue the successful 
record already established. 


Brockton 


CORPORATION WILL BUILD 
FACTORY 

Banks and Business Men are 
Members 


The Plymouth County Ideal Factory 
Corporation is the title of an organiza- 
tion formed to finance the building of a 
$150,000 model factory in this city. 
Francis E. Shaw of F. M. Shaw & Son, 
leather dealers of this city, is president 
of the corporation. The new building 
will be constructed on Plain Street at 
the Campello end of the city, the cor- 
poration having an option on four acres 
of land. The building will be four 
stories, 40 by 200 feet, built of con- 
crete and steel, with practically the 
entire sides of glass. The roof will be of 
saw tooth design, giving additional light 
directly over head, while the interior of 
the building will be finished in white 
enamel. This will give Brockton a 
plant unlike any other in the city and 
one which will be truly representative 
of the corporation’s title. 


- Large Part of Cost Subscribed 
Work on the new model factory will 
begin as soon as contracts can be 
awarded. The Plymouth County 
Trust Company of this city has pledged 
$50,000, while numerous business. con- 
cerns in this city will make up the re- 
mainder. One shoe manufacturing 
firm doing a million dollar busines 
annually is negotiating for a lease of at 
least a part of the floor space of the 
proposed plant and, at a later date, may 
transfer its entire business to this city. 
President Holland of the Plymouth 
County Trust Company says, in refer- 
ence to the new project: ““The Plymouth 
County Ideal Factory Company was 
formed solely for the purpose of develop- 
ing and improving factory conditions in 
Brockton. The fact that there is 
ample room to erect four such struc- 
tures as the one in question is significant 


that the work’ will not end with the 
erection of a single building.” 


A HOLIDAY WEEK 
Factories Closed for Several Days 


Fourth of July week is always a holi- 
day period at Brockton shoe factories. 
Manufacturers and employes take 
several days’ vacation from their work- 
ing activities. Necessary repairs and 
changes in factory arrangements can 
be made during this vacation period. 
This year, with the demand for made- 
in-Brockton footwear greater than ever 
in the city’s history, some of the con- 
cerns took only a short holiday. Only 

- three or four closed for the entire week. 
Others closed Wednesday or Thursday 
for the remainder of the week. Im- 
mediately following the holiday period, 
all the Brockton factories resume full 
production on Fall orders. 


Great Demand for In Stock Goods 

The fact that many merchants are 
buying closer to their needs than ever 
before brings the Brockton factory in 
stock departments into special promi- 
nence at the present time. Nearly all 
the concerns here which carry goods 
in stock are making active preparations 
for a larger business in this line than at 
any previous season. Manufacturers 
anticipate, in fact, are already experienc- 
ing, a great demand from merchants 
in all parts of the country for both ox- 
fords and high cut shoes for at once 
delivery. With footwear at highest 
prices. ever known dealers are loth to 
make large investments. The factory 
in stock departments offer them re- 
markable opportunities for buying close 
to their needs. That these are being 
taken advantage of is evident by the 
great volume of in stock orders which 
.are pouring into Brockton factories 
daily and doubtless will continue to do 
so during the entire Summer. 
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BROCKTON’S HONOR ROLL 


Men Who Lost Their Lives in the 
War 


Members of the trade who have re- 
lations with Brockton through pur- 
chases of made-in-Brockton footwear, 
and, in fact, all loyal citizens who read 
the “Boot and Shoe Recorder,” will be 
interested to learn that Brockton is 
first in the field with an ‘In Memoriam” 
book, devoted to portraits and life 
sketches of the 97 Brockton men who 
lost their lives in the great world war. 
The Brockton Committee on Public 
Safety, through its Honor Roll Chair- 
man, George Clarence Holmes, has 
published a book of 108 pages, the 
object of which is to honor the men who 
made the supreme sacrifice and to show 
sympathy with their families. For this 
reason the books were prepared, to be 
freely given to the parents, brothers, 
wives, sisters and children. 


The Book a Work of Love 


Chairman Holmes says, in regard to 
this ‘In Memoriam’? volume: “In 
spite of the fact that the preparation 
of the book was a work of love, the cost 
of producing it was more than $1000. 
We published a limited edition that we 
sell at $1 and $1.50 a copy in the hope 
of reducing the net cost to the Brockton 
War Chest, which financed the project. 
You would have to look far to find a 
better looking lot of men than those in 
the list of Brockton’s 97 martyrs. 
Brockton manufacturers will doubtless 
want to send copies of the book to their 
customers to show the public spirit of 
the city that makes shoes and good 
citizens at the same time.” 


SIX MONTHS’ SHIPMENTS 


Large Gain Over Same Period 
Last Year 


For the first six months of 1919 shoe 
shipments from Brockton totaled 386,- 
692 cases as compared with 332,000 
cases for the corresponding period of 
1918. This shows an increase of 54,- 
962 cases. For the month of June, 
Brockton shoe shipments totaled 60,685 
cases as against 48,943 cases for June, 
1918. This substantial increase re- 
flects the great demand for made-in- 
Brockton footwear which exists at the 
present time and foreshadows a still 
further increase for the six months to 
come. 


FACTORY OUTPUT SOLD AHEAD 


Firm Makes Announcement to 
this Effect 


M. A. Packard Company state that 
at present they have ceased to solicit 
new business. This is due to the fact 
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SURE FIT 
SPATS 


have become the most 
popular of all Overgaiters 
since their introduction. 

They are pleasing to the 
eye and sell readily because 
of their neat, trim appear- 
ance. 

This style embodies ten 
years of effort in designing and manufacturing 
Overgaiters and is the finest Gaiter we have 
— It has an invisible buckle, and is 

ure to Fit. 


GOODWEAR OVERGAITERS 


For Men and Women 





Made of Felt and Broadcloth in all popular 
colors—10 and 12 buttons. 
IMMEDIATE DELIVERIES 


Established 1908—Manufacturers of Over- 
gaiters—Leggings—Children’s Shoes and Bath- 
ing Shoes. 


GOODWEAR LEATHER MFG. CO., Inc. 


65 West Houston St. New York City 
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DIRECTORY 


OF 


Wholesale Shoe Dealers, 
Wholesale Findings, 
Department 
Stores 


Part I—Shoe Wholesalers 
A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 


Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 
Supplies and Leather. 


Part III— Department Stores 
A list of Department Stores selling shoes, including 


the Large General Stores. 

Gives names and addresses of firms and names of Shoe 
Buyers in nearly all cases. 

Three parts bound in flexible red leather to fit vest 
pocket. About 200 pages. Price $2.00 postpaid. 


American Shoemaking Publishing Co. 
683 Atlantic Avenue, Boston, Mass. 
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IMPROVE YOUR 
SHOE DISPLAYS 


You can add selling value to your windows by treeing your shoes with 
Mayhew’s Invisible Top Trees. Your shoes will look more attractive 
and will be more salable. 


7 | MAYHEW’S 
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Adjustable toall E 
heights of shoes— 
lace or button. 
Write for free samples of the following: 
No. 8 for no form or open form. 
No. 6 for closed form. 
No. 4 for men’s shoes only. . 
$6.00 per doz. prs. (24 trees) 
Sold by jobbers or direct. 
JAMES N. MAYHEW CO. 
- MINN. 


MINNEAPOLIS - - - - 

















Visiting Buyers, Don’t Miss This! 


We are in a position to take care of your Fall shoes 
from stock at prices that will interest you! We handle 
nothing but the highest grade women’s welt specialties 
—and we want you to see what we can do for you. 

Won’t you take the time to call on us? It will pay 
you— we are located at 


173 Summer St., Boston 


and the name is 


EIGNER SHOE COMPANY > 














_ There’s Money for you 


in this new lace 
Nufashond quality—the best that can be 
made. And the margin of profit is surpris- 
ingly liberal. 
Ask your jobber 
Or write us for samples 


The Narrow Fabric Co. - Reading, Pa. 
Makers of the famous Nufashond Fabric Tip Shoe Laces 
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$2.35 


84 TO 11 
$2.65 
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$3.05 


THE ONLEP 


(PATENT PENDING 


\ TITCHED 
DOUBLE S TRENGTH 


ERVICE 





ONLI-PLA stitch-down shoes are practical proof that our 
special process ends ripping and ripping troubles. 


We make these shoes in tan and cherry lotus, black, smoke 
tan and cherry elk—in button, blucher and bals. We use the 
very best of bend oak soles, pig inner soles and sole leather 
box toes. 


ONLI-PLA shoes back up every recommendation you can 
think of, for good play shoes. They are a credit to the house 
that carries them. They are a thorough play shoe—with no 
“ifs.” They make friends because everybody likes service, 
durability, attractiveness, economy and common sense. 
Remember they are guaranteed not to rip. 


Write us for name of your nearest jobber 


E. J. RAMSEY CO. 


967 Atlantic Avenue _- - Brooklyn, N. Y. 
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“FITS PUMP 
PERFECTLY” 
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ABSOLUTELY 
NEW!!! 


A foot appliance that is NOT an arch support and yet develops, strength- 
ens and makes the arches of the foot perfectly normal and healthy 
surely marks a big step forward in methods of giving shoe and foot 
comfort service. 


THE NATURE-TREAD PAD 


enables shoe dealers to give their customers comfortable feet and shapely 
shoes and MAKE MORE MONEY IN LESS TIME OUT OF THEIR 
FOOT COMFORT DEPARTMENTS. ; 


THE NATURE-TREAD PAD positively relieves and permanently corrects all 
usual foot disabilities such as weak arches, callouses, corns and tired, aching feet 
and prevents shoes running over at the heels, breaking down at the shanks or curling 


at the toes. 


THE NATURE-TREAD PAD nets the shoe dealer 100 per cent clear profit but 
the really BIG PROFIT is made in the tremendous amount of TIME it SAVES 


the shoe dealer in selling shoes and giving foot corrective service. 


THE NATURE-TREAD PAD can be correctly fitted by ANY shoe salesman with- 
out technical knowledge in less than THREE MINUTES—no adjustments—no 
comebacks—no inconvenience to either wearer or dealer—constructed to fit perfectly 
all sizes of shoes, pumps and oxfords from AA to EE in English or Foot Form lasts. 


THE NATURE-TREAD PAD is sold through the jobbing trade and carries most 


liberal jobbing discounts. 





THE NATURE-TREAD PAD is built with a wedge on the inner side 
of the heel, which comfortably directs the body’s weight to the outer 
border of the foot and a metatarsal button is placed just back of the tread 
so that the first and fifth metatarsal bones ri e each side—thus estab- 
lishing the prorer weight bearing points—viz., center of heel—small toe 
—great toe joint. 











FREE OFFER 


A pair of A-Grade NATURE-TREAD PADS will be sent to any established shoe 
dealer or shoe department in the U. S. on a FOURTEEN DAY FREE TRIAL 
and may be returned at the end of that time without charge if desired. 
State size of shoe and whether English or Foot Form last. 
Regular Prices to Shoe Trade—A-Grade $15.00 Doz. Prs. 

“ co“ oo“ “ —B-Grade $12.00 “ “ 


Please give name of Jobber in placing orders. 


Manufactured by 


THE NATURE-TREAD MFG. CO. 


5 North La Salle Street, 
CHICAGO, ILLINOIS, U. S. A. 
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that their entire production is already 
sold for weeks to come. All samples 
have been called in and the concern will 
now devote its entire energy to caring 
for the demands of its present cus- 
tomers. The big plant is operating at 
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top speed and will endeavor to supply 
the regular Packard trade, while others 
desiring shoes are referred to the stock 
department, which, the firm state, is 
well stocked with seasonable, staple 
styles. 


Haverhill 


HOLIDAY PERIOD AT 
FACTORIES 


Shutdowns at Many Local Plants 


According to usual custom, Fourth 
of July week was observed as a whole 
or partial holiday by manufacturers 
and their employes. A cessation of 
three or more days gives an oppor- 
tunity for necessary repairs or changes 
to be made in the various departments 
of the factories and puts everything in 
readiness for starting up again, begin- 
ning the week of July 7. From now on, 
unexampled activity will prevail in 
all plants where Haverhill shoes are 
produced. The demand for footwear 
made in this city is unprecedented, 
while the better grades are having the 
call despite the highest prices ever 
known. Merchants have come to realize 
that there is no prospect of any lower 
prices for months to come, owing to 
the scarcity of raw materials, the high 
cost of labor and the many other 
factors which enter into the situation. 


Production Sold Months Ahead 


It is the rule rather than the excep- 
tion in the Haverhill factories that the 
output of the plants is contracted for 
weeks and even months in advance. 
As an example of this may be quoted 
one of Haverhill’s oldest and best known 
concerns which is in the position at 
the present time that it would not 
accept new orders for delivery earlier 
than January, 1920. Shorter hours 
and consequently curtailed production 
is an important factor in the delayed 
output of local factories. Manufac- 
turers are using their very best efforts 
to satisfy the insistent demand for 
goods which is being made upon them 
by wholesale and retail merchants in 
every part of the United States. They 
are doing their best under conditions 
which, as the trade is well aware, are 
entirely beyond their control. 


SHOE MANUFACTURER 
WEDDED 


Young Man Prominent in the 
Trade 


Of interest to many members of the 
trade is the marriage of Miss Alice 
Gale Hobson to Everett Bradley, which 


took place at the North Congregational 
Church in this city, June 28. The 
bride is a daughter of Mr. and Mrs. 
John L. Hobson, a prominent Haverhill 
family. The groom is head of the 
Bradley Shoe Company of this city 
and a son of Frank J. Bradley, of Hazen 
B. Goodrich & Company. The groom 
recently returned from eighteen months’ 
service overseas with the American 
Expeditionary Forces where he at- 
tained the rank of lieutenant in the 
air service. The wedding was one of 
the principal society events of the year, 
there being 1,000 invitations issued. 
A reception at the bride’s home fol- 
lowed the ceremony, where Mr. and 
Mrs. Hobson and Mr. and Mrs. Frank 
J. Bradley assisted in receiving. Everett 
Bradley is one of Haverhill’s prominent 
young shoe manufacturers at the head 
of a thriving business, and having a 
large acquaintance among shoe manu- 
facturers and merchants. He has the 
hearty congratulations of a wide circle 
of friends and best wishes for the 
future health, happiness and prosperity 
of himself and his charming bride. 


RETURNED FROM BUSINESS 
TRIP 


Local Manufacturer Makes Good 
Report 


Vernon H. Moss of Welch, Moss & 
Feehan Company, manufacturers of 
women’s welt footwear in this city, 
returned last week from a_ ten-days’ 
business trip to several of the larger 
cities of the eastern and middle states. 
Mr. Moss was cordially received by 
the merchants on whom he called, 
while his samples received high praise. 
He secured some excellent orders and 
had every reason to be well pleased 
with the results secured on. his initial 
trip with the new line of Welch, Moss 
& Feehan Company footwear. 


PUMPS AND OXFORDS POPULAR 
Will Be Largely Sold for Fall 


In women’s shoes for the Fall and 
Winter season pumps and oxfords will 
make a strong showing, according to 
the statements of Haverhill manufac- 
turers. The popularity of these low 
cuts is emphasized by the high cost 
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of leather, as naturally they can be 
purchased: and sold at lower figures 
than the boot. The wearing of spats 
with these low cut patterns will enable 
them to be utilized right up to cold 
weather and even during the Winter 
months. Patent leather, dark brown 
and kid are the popular leathers in 
these goods. 

Boots, too, are selling strongly. This 
is another trade feature which is of 
interest, showing that notwithstanding 
the high prices which patent calf and 
kid boots must bring at the present 
time, merchants are buying them in 
large quantities in response to consumer 
demands. 


FIRST AID ROOMS IN FACTORIES 
Comply with Legislative 
Requirements 

“First aid’? rooms have been in- 
stalled and fitted in all the larger shoe 
factories here in Haverhill, thus com- 
plying with recent legislative enact- 
ment. For these rooms attendants 
skilled in first aid dressing are provided. 
Materials for treatment of injuries are 
available in these rooms so that any 
employe who is injured during his or 
her work will get prompt and expert 
attention. Manufacturers have spent 
considerable sums of money in establish- 
ing and equipping these rooms in their 
factories. Much care has been observed 
in seeing that every part of these rooms 
comply in the minutest detail with 
the requirements. While every possible 
safeguard is thrown around the opera- 
tion of machines in local factories, 
it is inevitable that occasional minor 
accidents occur. Haverhill manufac- 
turers intend that any employe who 
is injured shall have the best available 
treatment, without a moment’s delay. 








Fa 
<4 
— 


mnt 


a 


ye 


Rolling 
Cotaemtn ry lh of wat pss by ng 

















118 






BOOT AND SHOE RECORDER 


[/ 
Ih), 
Wp 





WYCLO builds a good business to a better business. 


WYCLO “the shoe cloth of many merits’’ is excep- 
tional in its Kid like appearance — in its texture and 
the remarkable service it gives. 


WYCLO topping adds snap and salability to good 
footwear. 


Considering its many proven merits it is the most 
economical cloth on the market. 


In white and all popular colors. 


Henry Vy & Co 
with IN eR e 
Amos 9, FOR” 
Ne cREY gs 
i a sQu" yea" 


NEW YORK 
Boston Haverhill St. Louis Rochester 
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“WE BEG TO ADVISE 

















the trade that we are exhibiting our line of 
Shoe Fabrics at the Rochester Style Exhibit 
at Room 637 from July 7th to 12th, also at 


from July 14th to 17th, where we will be 


pleased to have you visit us.” 





Boston 





news Siig 


Haverhill 


NEW YORK 


St. Louis Rochester 
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Lynchburg Va. 


RETAIL BUSINESS GOOD 
South in Prosperous Condition 


Reports reaching local manufactur- 
ing plamts indicate that business gen- 
erally in the retail shoe trade throughout 
the country remains good. Collections 
are above the average and prospects 
are bright for continued prosperity in 
the shoe industry. Manufacturers here 
feel confident that when the present 
fiscal year ends they will have broken 
all previous records. All plants are 
working to capacity, but even then it 
is impossible to keep up with the stacks 
of orders. Some concerns are engaged 
already in expanding their facilities and 
still larger plans are in contemplation, 
in order to be able to take care of the 
expected increased volume of business 
in the months immediately ahead. 

The tendency in the manufacturing 
end is to push ahead instead of holding 
back, confidence being felt. that the 
country’s present prosperity is here to 
stay for a good while, at least, and the 
opportunity is one to be taken full ad- 
vantage of. The South, apparently, is 
more prosperous than it has been since 
the civil war. Money seems to be 


plentiful, and is being spent freely, and 
the shoe business is feeling this prosper- 
ity in a proportionate degree. 


Expansion Plans at the Craddock- 
Terry Co.’s Factory 


The Craddock-Terry Company re- 
ports that good progress is being made 
on its new factory now in course of con- 
struction in St. Louis, to cost more than 
$200,000. This gives the company 
seven factories, and the building is ex- 
pected to be ready for machinery to be 
installed within a few months. The 
additional story being added to the 
company’s Southland factory here also 
is nearing completion, and this will re- 
sult in giving additional room for man- 
ufacturing purposes. Other expansion 
plans are being considered, but no defi- 
nite announcement concerning them has 
yet been made. 


Regarding the Salesmen 


Local shoe manufacturers believe that 
their traveling salesmen starting out on 
the road with their spring samples will 
meet with even larger husiness than 
has been the case for the past several 


months, when practically all records 
were broken. Prices, it is said, will bé 
somewhat higher, but this is not ex- 
pected to affect the demand. 

The traveling salesmen of the Crad- 
dock-Terry Company and of the Smith- 
Briscoe Company are off the road at 
present, waiting for their new line of 
samples to be made up. They again 
will start out about the first of August 
carrying their spring samples. 


Factory Property Sold 
Purchase of Block in Shoe District 


Transfers of factory property are of 
daily occurrence in the Haverhill shoe 
and leather district of the city. Much 
of this class of real estate has changed 
hands during the past few months. 
Every transfer shows a_ substantial 
increase in property value as considered 
by the purchaser. Rents in the shoe 
and leather district are advanced in 
proportion. One of the latest sales is 

_ a five-story block numbered 80-90 
Wingate Street, extending through to 
numbers 105-111 Washington Street. 
The block was sold by Chesley & Rugg, 
shoe manufacturers of this city, to 
Max Farber, a local real estate man, 
who has been an extensive purchaser 
of late of factory property in Haverhill. 
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Unusual Values! 


These luxurious slippers have many good 
selling points. They are attractive — 
the customer sees them and the desire 
to buy is created. 


After they’re bought and worn the com- 
fort and wear they give invariably mean 
repeat sales for you. 


They come in many novel, distinctive 
designs —priced down to where you can 
make a generous profit. 


Feature them in your stock —and write 
us today for prices and complete infor- 
mation. 


. aS 2 Like ss ea 
K. M. STONE IMPORTING CO. 


12-14-16 EAST 22nd STREET NEW YORK CITY 




















VISITING BUYERS IN BOSTON 


In search of High Grade McKays for women 
—shoes that combine every angle of .style 
tendency with real honest-to-goodness quality 
—should see the line of the 





Reale aie 


26 Oxford Street, LYNN, MASS. 


which is on display at the 
Hotel Essex—Mr. Mat W eiss 


in attendance. 


RIALTO SHOE COMPANY, LYNN, MASS. 


MANUFACTURERS OF HIGH GRADE WOMEN’S McKAYS FOR THE JOBBING TRADE. 
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No. 53 WELT 
BROWN ELK BLUCHER OXFORD 
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Our Misses’ your Children’s 
PLAY OXFORDS AND SANDALS 


WILL BE CONTINUED H 
———_ IN-STOCK ——— A 
SUMMER and FALL 


No. 53. Oxford, sizes 6-8, $2.35; 814-11, $2.75; 1114-2, $3.25 


No. 56. Sandal, sizes 6-8, $2.10; 814-11, $2.35; 1114-2, $2.75 
SEE CATALOG No. 15 


L. B. EVANS’ SON CO., Boston Office, 110 Summer St. WAKEFIELD, MASS. 
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> Let us tell you how important 
Bo; HOSIERY is to your business! 


Let us also acquaint you with Medalia Hose, the 


satisfactory line. 





Our experience—constant re-orders from pleased 
customers—convinces us that you will be pleased. 


G. & A. WISE, Sole Distributors 
130 FIFTH AVE., NEW YORK CITY 














PRICE NO OBSTACLE 
(Concluded from page 48) 
are very uncertain in consideration of 
the raw stock conditions. 

Split leathers as usual are in strong 
demand for export and the local call 
is heavier for wax and flexible splits. 
Advances are constant in chrome 
splits with a strong demand. In fact 
there is not much of the latter to offer 
at the present. 


2 NATIONAL 
SHOE 
PLATES 





8 sizes for all Shoes 
Easy to drive on. 
Hard to wear off. 
Made from drawn 
steel. Free sam- 
ples on request. 
Mr. Retailer: Tell 
your repair man to 
put these heel 
plates on your cus- 
tomers’ shoes. If 
your jobber can’t 
supply you, 
WRITE US 
Immediate deliv- 
es 


NATIONAL SHOE 
PLATE MFG. CO. 


1248 West Third St. 
Cleveland, O. 














Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all of 
stores and 


age 4 for Laue hatost ‘ey _ 
10 st. 
la Feng s chee 


Milbradt 
Manufacturing Co. 
2410 No. 10th St. 
ST. LOUIS, MO. 











Wanted at Once 


for Department Store 
for Cash 


Manufacturers’ » Retailers’, 
plus Stocks of 


SHOES 


No Quantity Too Large. 
Leases Taken 


GLOBE MDSE. CO. 


Indianapolis, Ind. 
New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 


or Sur- 


Short 














Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 
Send for catalog 
giving full de- 
scription and 
prices. 


THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago - - Ill. 





DT KY Oh) Jam 0) 


UNSALABLE SHOES 
and ODDS AND ENDS 


ur li WE ADVISE you te pick out 
d SHIP THEM POS. thes 


to rn ethan 
' ( mad Union Tr 
' bunk of St Dcvuat 


Gans Stevens Mercantile Co. 
$07 WEST MONROE >TREET CHICAGO 
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page per issue: 





“Recorder” rates for space less than one-eighth 


Space 1 time 7 times 13 times 
linch..... $4.00 $3.00 $2.75 
2 inch..... 8.00 6.00 5.25 
3 inch..... 12.00 9.00 7.49 
4inch..... 15.00 12.00 10.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Three cents per word for each insertion. 
Minimum amount accepted, sixty cents. For other “Want” ad- 
vertisements, five cents per wor 

| One Dollar. Ads under this heading will be received 

up to five o’clock Tuesday P.M. When advertisers desire answers to 
come in care of this office, twelve words must be allowed in each = 

When advertisers desire replies forwarded direct 

to their address, each word of the address must be counted in the 

advertisement and paid for accordingly. Answers to ads must be sent 








26 times 52 times amount accepted 
$2.50 $2.00 
4.75 4.00 tisement for address. 
7.00 6.00 
9.00 8.00 under letter postage 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


for each insertion. Minimum 








SALESMEN WANTED 


SALESMEN WANTED 


SALESWOMEN WANTED 





REAL OPPORTUNITY—SALE SMAN 


wanted in Middle West and South to carry as 
a side line on a 5 per cent commission basis, whole- 
sale line of snappy, high-grade women’s specialties. 
Address B370, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


EAL SAL ESMAN—By makers of the greatest 

line of play shoes and sandals on the market. 
Must be a producer. Send full references in first 
letter. Confidential. Line about thirty samples. 
Territories open in West and South. Liberal com- 
mission. Address B383, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ALESMAN WANTED—To sell ladies’ high- 

grade turns and men’s novelties, in stock. Must 

be experienced traveling man to call on — 

trade only. Apply L. Goldman Shoe > 
Louis, Mo. 


SHOE SALESMAN with previous experience 

would like to.invest a capital of $2,000 or more 

in a kindred line. Address K180, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


ALESMEN to cover the Middle West end 

South. We want men who can do big business 
and make big money. Straight commission of five 
per cent. Manufacturing infants’, misses’ and 
women’s McKays; also little gents’ and youths’. 
Address K182, care Boot and Shoe Recorder, 127 
Duane St., New York. 


ALESMEN WANTED—Unique opportunity 
is offered to salesmen calling on shoe trade to 
carry an easy and quick selling side line that shoe 
dealers are handling; 20 per cent commission. 
Write, giving full particulars as to territory covered 
and references. Address B377, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


WANTED in Tidewater, Virginia, a reliable shoe 
salesman with experiénce and capacity. 
Liberal salary, permanent position, and oppor- 
tunities of advancement. Address, Hofheimer’s, 
Norfolk, Virginia. 
EAL LIVE SALESMAN with well established 
trade is wanted to take over a good, fast selling 
line of men’s snappy, medium priced welts. Com- 
mission basis. Best references required. Address 
B382, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
ALESMAN WANTED—To sell on commission 
the strongest line of shoes made in the West by 
concern owning their own tannery and factorys 
Territories open, North and South Dakota, South- 
ern Minnesota, Southern Missouri, Nebraska, New 
Mexico, Northern New York and Indiana. Address 
B380, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ANTED—Salesmen for Illinois and Iowa to 
represent high-grade independent company 
selling tybber footwear. “Direct from Factory to 
manufactures a complete 
line of eae; goods including outing, athletic 
and tennis shoes and sells its entire production 
direct to the legitimate retailer. In answering 
pecee ) give full particulars as to age, _ ience 
ion iliation, 
a wanted. Only men of ‘clean habits ne 
apply. Address B373, care Boot and Shoe Re 
corder, 207 South St., Boston, Mass. 
HOE SALESMAN wanted immediately | by 
Ay, => = making women’s welts and Mc- 
open in southeastern part of 
United Genes who has an established trade 
and can give best of reference. First letter of 
application must give full particulars as to salary 
or commission expected, etc. Address B371, care 
—_ and Shoe Recorder, 207 South St., Boston, 
ass. 
yn ate rem salesmen to handle 
men’s Goodyear welts. | _ Excellent values. 
—. prices. ts. Five per 
commission. Give ed ap references. 











and 
yy A B359, —— Boot and Shoe Recorder, 207 
South St., Boston, M ass. 


GALESMEN WANTED—Good experienced shoe 
salesmen for bigh-srade Western line of men’s 
work shoes in the following territories: Michigan, 
Ohio, New York, tern Pennsylvania, Western 
Pennsylvania, Indiana and Illinois, Virginia and 
West Virginia, Dakota and Nebraska, 
Washington, Idaho, Oklahoma, and _ Louisiana. 
Only live shoe salesmen with an established busi- 
ness will be considered. Address B353, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








GALESMEN—Our increasing capacity will ~~ 





WANTED 


Successful woman’s shoe salesmen who 
have established trade for a new high 
grade specialty factory just starting in 
St. Louis. All territory open. Address 
Box M, care Boot and Shoe Recorder, 
1627 Locust Street, St. Louis, Mo. 











mit us to take on a few more 
different parts of the MS ag Men’s and boot” 
work and semi-dress ade in Milwaukee. 
No side lines. Commission basis only. Luedke 
Schaefer Shoe Co., Milwaukee, Wis. 


WANTED—High-grade experienced salesmen 
for line of men’s dress welts. Made in Mil- 
waukee. Carried in stock. On strictly com- 
mission Write Franklin-Fox Shoe Co., 
Milwaukee, Wis. 








High class salesmen with established 
trade for New York State, Middle Western 
and Pacific States to sell branded line of 
Brooklyn-made children’s fine turn shoes. 
Five per cent commission. Address K178, 
care Boot and Shoe Recorder, 127 Duane 
St. New York. 








H'!GH-GRADE Shoe Salesmen Wanted by 
eg making Women’s miemave, 
ia crn seen ee th i 

erritory open in all parts of the Unit 
States. Must be a hustler, one who has an 
established trade and can give best of refer- 
ence from former a First letter of 
ee oan give full ~~ , territory 

and salary expected e Elbinger 
Shoe Mfg. Co., Cincinnati, Ohio. 














POSITION WANTED 


OSITION WANTED—Would like to travel for 
_ a concern making high-grade ladies’ shoes. 
— ae years’ experience in the retail business and 
will furnish first-class qualifications. Address B378, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass 
MAN: thirty-two y years sof age, 13} years’ ‘experience 
as buyer and manager retail shoes, is o 
for any position, either retail or wholesale, 
can show real future. Best of references. W. 
invest some money. V. R. Wakefield, Howell, 
Michigan. 


(TRAVELING shoe salesman with many years’ 
successful selling in Pacific Coast terri is 
seeking a thoroughly good medium price 
made by a reputable manufacturer. Commission 
basis. ighest recommendations. Address B376, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


Tes spon MANUFACTURERS—Sales 1 manager 

good experience and competent to or- 

ganize 0 selling campaign that will bring results is 

= for position. Ad B356, care Bo and 
Recorder, 207 South St., Boston, M: ass. 











HOE salesman desires to connect with reliable 
wholesale — see. Have had retail 

experience in all lines t nt managing re 
store in ie city. Can furnish satisfactory ref- 
years. Address B339, care Boot 





Salesman Wanted 


Owing to the death of our Mr. W. E. 
Gibson we are open for a salesman for the 
South. Only experienced men of the high- 
est standing need apply. Address, JOHN- 
SON BROS. SHOE MFG. CO., Hallowell, 
Maine. 











ge 32 
and Shoe 5 at 207 South St., Boston, Mass. 








HELP WANTED 


Cea ne ay ee credit menage 
by shoe manufacturer selling 
retail trade, a man | with — on os. col- 
lections, and c Address 
B365, care Boot ‘aaa Shoe Recorder, 207 South 


St., Boston, M ass. 














HELP WANTED 





ANTED—Experienced shoe salesman, window 

trimmer ban oh card writer, state salary wanted, 
reference, married or single, age in first letter. 
Phelps Shoe Co., Shreveport, La. 





to high grade shoes. 


salary in proportion. 





WANTED—SALESMANAGER 


of proved ability by Eastern manufacturer of men’s medium 


Must be able to direct merchandising campaign and handle 
salesmen. The position is one of large responsibility with a 


Apply, giving full particulars as to experience, age and salary 
expected. All applications held in confidence. Address B384, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 
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WANTED TO PURCHASE 








Special 


Announcement 


I wish to connect with a reliable shoe 
manufacturing or a large wholesale con- 
cern to become their representative in 
Constantinople, where there is great de- 
mand for American shoes. am an 
American citizen, but an Armenian by 
birth, forty-four years of age, have had 
over twenty years’ of business experience 
and am an expert shoe man, able to speak 
three languages. 

I am thoroughly reliable and able to 
furnish highest references by leading 
business houses. I would like to hear 
from a reliable shoe concern for an inter- 
view, one that would realize the interests 
of such a good paying proposition. 

Do not overlook this opportunity; it 
means a great amount of business and 
profits toa firm who would undertake this 
proposition in the right manner. Address 
B375, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





ASTS—About 20,000 pairs total of several 


—— children’s, misses’ and women’s McKay 
an 


cheap. D. 


oodyear welt lasts for sale. Good styles 
H. Chandler Shoe Company, Vineland, 


New Bag gee fe rs 
FOR SALE—Wisconsin Goodyear welt factory 


Cagatiae 400 pairs daily. 
help available. 


equipped to make men’s medium fine shoes. 
Fine location. Plenty 
Address B367, care Boot and Shoe 


Recorder, 207 South St., Boston, Mass. 








BUSINESS OPPORTUNITY 





S 


be sold to the retail trade. 
line or one may devote his entire time to it. 


OME good territories are open for a growing 
girls’, misses’ and child’s line of welt shoes, to 
Can be carried as a side 
Spring 


samples to beready by August 15th. Address B38 1, 


ca 


re Boot and Shoe Recorder, 207 South St., Bos- 


ton, Mass. 








CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway, New York City 
Phone Spring 4573 








WANTED FOR EXPORT 
low lers 
YOUR } Segntgied rambo 
Entire Stocks 
FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 


515-517 Broadway, New York City, N. Y. 














AGENCY WANTED 


WANTED TO PURCHASE 

















A LONDON FIRM with established con- 
nections in the Home and Continental 
BOOT and SHOE TRADE, having central 
Offices and Agents, is open to negotiate an 
American Agency for Boot and Shoe 
Manufacturer. 8 prepared to act for 
them, or on a cash or credit basis, and can 
guarantee a large trade. Business and 
bankers’ references given. Write WALTER 
& WILLIAMS, 10 Norton Folgate, Bishops- 
gate, London, England. 














LINE WANTED 





GGRESSIVE salesman with an established 
trade selling the state of New Jersey and the 
city of New York with a babys’ shoe line, would 
consider any non-conflicting line, commission basis 
Best of references ex- 


only in the same territory. 


Address B364, care Boot and Shoe 


anged. 
Recorder, 207 South St., Boston, Mass. 


ACTORY LINE WANTED FOR SOUTHERN 
STATES—By an experienced man acquainted 
Nothing but a high- 


with best rated merchants. 


grade, well- _~ line considered. Address B369, 


care Boot and 
Boston, Mass. 


Shoe Recorder, 207 


South St., 


A. HUSTLER from Massachusetts with estab- 


lished trade in Ohio desires a Brockton line 


for men in fine dress welts. Commission 


is. 
Communicate, 802, The Arcade, Cleveland, Ohio. 


~ 


ees 


w, 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 


| 
2 
gz 
= 
5 
= 
g 
Closeouts. ® 
® 
Ld 
: 
& 
= 
s 
5 
a 








NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from —. or ea 
ers. jars 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


a0 a 

















Highest Cash Prices Paid 





We buy quick and pay nn waged cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


——— otro SYNDICATE 
NK WALKER, Proprietor 

, Brooklyn 

‘illiamsburg 


wr 0 bees wa 
*Phone 2328 








MISCELLANEOUS 








WE PAY MORE 


for your shoe stock because we can retail them 
in our different stores at better prices. Also 
interested in assignee and administrator stocks 
where leases can be terminated. 


SMITH SHOERIES 
Main Office Johnstown, Pa. 











DO YOU WANT to be rightly represented 
in Detroit and adjacent territory? Am open 
for a strong line of women’s medium priced 
McKay's and welts, also children’s line of 
turns and McKay’s; prefer “In-stock’’ propo- 
sition; thoroughly acquainted with the trade 
in this territory; a live-wire who knows shoes 
and can sell them. Address B379, care Boot 
and Shoe Recorder, 207 South St., Boston, 

ass. 














TO LET 








TO LET 


In South Norwalk, Conn., a growing 
factory city of 32,500 population, a store 
in the heart of the city, with a first-class 
up-to-date front (now being remodeled). 
A big opportunity for a modern shoe store. 
Inquire H. Goodwin, 6 N. Main St., South 
Norwalk, Conn. 





for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 
hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 





No. 141 


Write for 


THE CHICAGO 
and Prices WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 














FOR SALE 


DO YOU CONTEMPLATE 


Retiring or going out of business? 
T will — value for your entire or surplus 
stock 


Leases having a. short term to run taken 
over. Established 25 years. 
I, OLENICK 


413 Broadway, New York Tel. 9531 Canal 














R 


ACKS—About 200 double racks, 10 shelves, 
size 1934x4314x544, in Al condition, for sale 


cheap. Act quickly. D. H. Chandler Shoe Com- 


pany, Vineland, New Jersey. 





RECORDER” all the time. 


No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 








EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 
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BOOT AND SHOE RECORDER 


THE RECORDER CREED: Getting More Shoes Sold ym not only “‘more” but “right”; sold for the right gpmpese, Oe 
ice, at the right profit. This is the great problem of the retail 


the right wearer, in the right fitting. for for the right 
shoe merchants. The chief pu “Boot and Recorder” is to help solve it; for this is the basic problem upon 
ays 4. eitied industries relating to shoes and leather; their production and distribation 


which depends the progress of t 
Annual Subscription in United States, $3.50; per copy, 25 cents. Canadian, $5.00. Foreign, $7.50 





Member of the Associated Business Papers, Inc. Member of the Root 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U.S. A. 


Newspaper Ass’n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second class matter 











INDEX TO “WHERE TO BUY’’ 





BOOTS AND SHOES 


Allen, Foster, Bridgeo Co., Inc., Lynn, Mass. 
Apsley Rubber Co., Boston 
Ault-Williamson Shoe Co., Auburn, Me. 
Baker Shoe Co., Haverhill, Mass 
Bancroft-Walker Co., Haverhill, Mass 
op CO., Brockton, Mass 
. J., Co., Webster, Mass 
Berlow, Elias, New York City 
Berry, A. H., Shoe Co., Portland, Me 
Bleecker Shoe Co., New York City 
Bluestein Bros., Bosto 
Blum Shoe Mfg. Co., _ N.Y 76 
Boyd-Welsh Shoe Co., St. Louis, Mo. 65-66—67-—68 
Brown Shoe Co., St. Louis, 2d Cover 
Cambridge Rubber Co., Cambridge, Mass.. 83 
Carter, J. W., & Co., Nashville, Tenn., and 
Chicago 21 
— & Alden Co. (Campello), Brockton, 
4th anal 


Seneand Shoe Co., New York City 
Cotter Shoe Co., Lynn, Mass 
Diamond Shoe Co., New York City 
Dodge, N. D., Sh oe Co., Newburyport, Mass. 
Dolgeville Feit § = Co., Dolgeville, N. Y. 
Duane Shoe Co ew York City 
Duttenhofer, * & Sons Co., Cincinnati, oO. 
Eaton, Chas. » CO, Brockton, Mass 
Eigner Shoe co” 
Evans’ Son Co., L. B., Wakefield, Mass. 
Fiske Shoe x Leather.Co. .» Boston , 
Fox, Inc., Chas. K., Haverhill, Mass. rm 
po ew ES Co., Inc., New York City. . 
Goodrich, Hazen B. a Co., Haverhill, Mass. . 
Griffin, Wm. H., Shoe Co., Manchester, N. H. 
Harney Shoe Co., P. J., Lynn, M 
Hygrade Shoe Works, New York City 
Johnston & Murphy, New York City 
— Shoe Corp. of America, St. Louis, 

ront Cover 
Keith, Preston B., fies Co., Brockton, Mass. 108 

77 


Pa 
Marston & Tapley Co., Danvers, Mass 
— -Barton Shoe Co., Kansas City, 


Mitchell-Caunt Co., Lynn, Mass 
Nettleton, A. E., Co., yracuse, N. Y 
Nu Baby Shoe Co., E. L nn, Mass 
Olenick, I., New York City 
Peters Shee Co., St. Louis, te 
Ramsey, E. J., Co., pone, ‘ 
Rhein Shoe Co., St. 
Rialto Shoe Co., Lynn, Miss 
Rice & Hutchins, | 
aargent Co., 
Schindler, io 

York 
Smith-Briscoe Shoe Co., Inc., Lyachhers. ™ 
Smith, William Sumner, Chica ‘o, Ill. 
Staey-Adams Co., Brockton, ge 
Stetson Shoe Co., So. Weymouth, 
Stone, K. M., ie ‘o., New Yor City 120 
Thompson Bros., aie rockton, Mass 86-78 
Timson Bros., Bosto 
Tober-Saifer Shoe Co. ., St. Louis, Mo 
United States Rubber Co., ped York City. . 
Vinsonhaler Shoe Co., St. Mo 76 
Weimer, Bu, 4 & Watkin GS. Philadelphia 2 
Welch, Moss & Feehan Co., Haverhill, Mass. 110 
Westcott-Whitmore Co., Syracuse, me Bes ae 
Whitman & — Brockton, Mass 
Wingate Shoe Corp., Haverhill, Mass 
Wright, E. T., Co., Inc., Rockland, Mass... 


LEATHER AND OTHER MATERIALS 


Baker & Kimball, Inc., Boston 
Barnet, J. S., & Sons, Inc., Boston 
Beggs & Cobb Co., Inc., Boston. . 
Blumenthal, F., Co., Wilmington, Del 
Castle Kid Com any, Camden, N. J 
Creese & Cook » Boston 


Hiepteath, B. D., Tanning Co., Racine, 


Farnsworth-Ho “ Co., Boston. . 

Gallun & Sons A. F., Milwaukee, Wis. 24 
Gitterman, _ fn ‘2 Co. he  cocard York City 118- 4 
Henwood & Nowak, Inc., 110 
Hub Gore, Boston and 8, York 

Hunt-Rankin Leather _ 

Jones Co., F. E., Bosto 

Lawrence, A. Cc. Loother Co., Bosto 

Levor, G., & Co., *Inc., Gloversville, N NY. 

New Castle Leather Co., New York City. “iée-leb 
Ohio Leather Co., The, Girard, O 84a-84b 
—.— Fred, Leather Co., Fond du Lac, 


FINDINGS AND SHOE STORE SUPPLIES 


Alterson, L., & Co., New York City 
American Gaiter Co., Brooklyn, N. Y 
American Seating Co., Chicago, Ill 

Bicycle Step Ladder Co., Cleese, Til 
Brown-Durreil Co., New "York and Boston. 
Carey, Philip, Co., Cincinnati, O 

Chicago Wire Chair Co., Chicago, Ill 
Coburn Trolley Track Co., Hol oke, ah 
Dalrymple-Pulsifer Co., Haverhill, Mass. . 
pudiey, T. Ws Ge Haverhill, Mass....... 
Emery & Beers, Inc., New York City 
Federal Overgaiter Co. ., New York Cit _-- 
Fleming-Keever Co., Northampton, Mass. 
— Leather Mfg. Co., Inc., New York 


Genta Tire & Rubber Co., Akron, O 
Greilich & Sons, Wm., New York City 
Lincoln Co., The, St. Louis, Mo 
Mayhew, James N., Co., Minneapolis, Minn. 
Milbradt Mfg. oe St. Louis, Mo 
Myers, F. E., & Bros., Ashland, O 
Narrow Fabric Co., The, Reading, Pa 
National Cash Register Co., Dayton, O.. 
National Shoe i Mfg. Co., C! eveland, O. 
Nature Tread Mfg. Co., Chicago, Til. . ‘ 
Oscar Onken Co., The, Cincinnati, oO 
Perfection Overgaiter Co 
Premier ~~ 
Rosey, = & Co ¥ 

¢. ene Til 
Tweedie t top Co. ,» St. souls S Mo 
Underhill, G Newark, N. J 
Whitcher, Fi con wa Co., Bosto 
Wise, G. & A., New York Ms cd kceh anc 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC 
Albany Shoe Repairing Co., Boston 
Beckwith Box Toe tne 
Brockton Rand Co., “he as and Boston, 


Ellice’ Machine Co., Grand Rapids, Mich. 
Griffin Mfg. Loe New York Cit 

emery ty & Sons, Ltd., Shefiteid, , 
United Shoe Noe Machine Co., 
Whittemore Bros. Corp., Boston. 


MISCELLANEOUS 


American Shoemaking Pub. Co., Boston... . 
Atlantic Printing Co., Boston 

Boston Shoe Style Show 

Boylston National Bank, Bosto 

ace Purchasing Syadiaste, Brooklyn, 


81 
64 
74 
121 
64 
69 
123 
110 
108 
83 
16 
81 
104 
114 
28 
112 
110 
114 
121 
117 
114 
15 
121 
116 
83 
71 
69 
81 


, Bosto: 
a Mutual Fire Insurance Co., Fitch- 


Gleuberg &C Co., New York City 

Globe Merchandise Co., indianapolis, Ind.. 

Hooper Printing Co., 

Hotel Continental, New York City 

Hotel Essex, Boston 

Kalter Merch. Co., Max, New York City. . . 

Ne York E Purchasing Corporation, 
New York City 


Published Weekly in the interest of the shoe 
merchant, wholesaler and manufacturer by the 
BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARL G. PHIL oy President 
EVERIT B. TER HUNE, Treas. and Gen’l Mer. 
GEORGE W. R. AL ist "Vice-President 
H. WALTER SCOTT Vice-President 
ARTHUR D. ANDERSON. Secretary 


SWAIN, CARPENTER & NAY. Counsel 
101 Tremont Street 
ARTHUR D. es Editor 
WALTER C. TAYL 
memes | of *. PUTNAM 


HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 

SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $3.50 a on in 
advance, which includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
Islands - Mexico. The price for Canade 

is $5 00 a year. including postage. 

FOREIGN. SUBSCRIPTI (ON—The price to all 
foreign > except the above is "37.30 
= year. including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants. for Sales, etc.. see Want Page. 





OFFICES IN 
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Men’s Canvas 


Oxfords 


IN STOCK 


Stock Style X 1192—Men’s White Canvas Stock Style X 895—Men’s White Canvas 
Blucher Oxford, McKay Sewed, }4 Double Blucher, McKay Sewed, White Rubber Sole 
Sole, 5 Wide Price $1.45 and Heel, 5 Wide Price $1.55 


Stock Style X 1191—Same in Blucher. Stock Style X 986—Same in Blucher Oxford. 
Price $1.50 Price $1.35 


Stock Style X 1178—Men’s Palm Beach 
Canvas Bals, McKay Sewed, Red Rubber 
‘ Sole and Heel, 5 Wide Price $1.45 


=" 








Order 
To-Day ea 


Stock Style X 429—Men’s Gray Canvas , 
Bals, Black Leather Trimmed, McKay Sewed, Blucher, McKay Sewed, Ivory Welt, Fair 
% Double Sole, 5 Wide Price $1.60 Stitched, 5 Wide 


PARKER, HOLMES & COMPANY 


‘*The House That Helps’’ 
BOSTON, MASS. 


Lee 
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—And Now 
We Are Going to Make 
Twice as Many 





: 
“WW TOTHING succeeds like success,” and there is no success z 
like demand—except more and still more demand. 5 


_ With Lyons and Hershenson Mary Jane Pumps, it has been a 
case of more and still more. The orders could not be filled. 


Apart from the popularity of Mary Janes, it was the Lyons 
and Hershenson style, quality, workmanship and belief in 
delivering full value that won the big response which has been 
realized. So now we are preparing to make twice as many 
Mary Jane Pumps, but even so, we urge that you get in touch 
at once either with your jobber, or us direct. 


Lyons and Hershenson, Inc. 
Chelsea, Mass. | 


Boston Office s 3 207 Essex Street 


HOO OOOO ONO NOMINEE 
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Paris Says: 


“CNKIRTS will be short next Fall and Winter. The well- 
dressed woman will continue to pay particular attention to 
her footwear.” 


Standard Kid is leather of quality. Best of all its different grades 
are standardized. 


We assume the obligation that every grade must be all that cus- 
tomers expect in quality and uniformity. 


We can accept orders of limited quantities for delivery after 
September for all colors except Black and Patent Kid. 


COLOR 18—FIELD MOUSE 
COLOR A—HAVANA BROWN 


are in popular demand for Fall. 


Standard Kid is guaranteed to be colored through with pure 
dyes. It is not coated with a pigment or paint finish. 


STANDARD KID MFG. CO. 


Manufacturers of Black and Colored Glazed Kids and Patent Kid 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES F. W. Bailey & Co. 
St. Louis, Mo. 


Chas. A. Brady ». aii 
rey i! Geo. A. McGaw 
Rochester, N. Y. , Chicago, Ill. 


I. Louis Popper X : Pierre Blouin 
Sy Quebec, Canada 


Cincinnati, Ohio , 
EL 
KID 


GUARANTEED SELECTIONS 
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LIBERTY 


HE LUNDIN Shoe pro- 
: claims Liberty to the 
wearer of men’s foot- 
wear—Liberty from out-of- 
date designs, Liberty from 
untimely wearing out, Lib- 
erty from unreasonable 
prices. 


LUNDIN Shoes are made for 
the man of good taste in 
footwear. These superb dress 
Welts satisfy the most fas- 
tidious, and at the same 
time are unusually durable. 
Honest Materials, made up 
by superskilled Workmen 
according to our own orig- 
inal Designs—that’s the rea- 
son why. 


ee 


sled apseqer?e 


6008 Tere 


The LUNDIN Shoe 
is right all through 


LUND-MAULDIN Co. 


MANUFACTURERS 
Saint Louis, U. S. A. 


SGERSELILE 


SEARS ITIL ITT iT Titi itiiy 
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PATENT APPLIED FO! 


FB. & C” 


Manufacturing Chain 





F. Blumenthal Company 


Wilmington, Delaware 











tt Peet tt 
3s &, 


The Largest Manufacturers in the of Glazed Kid 
The Largest Consumers in the WORLD of High Class Raw Material ShEo 


3 


om oo 


Output: ONE MILLION TWO HUNDRED FIFTY 
THOUSAND SKINS MONTHLY. 





QUALITAS PATENT LEATHER. CORPORATION 


Wilmington, Delaware 
All classes of Patent Leathers 











Febeco Leather Corporation 
Wilmington, Delaware 


All varieties of Side Leathers 


@: ualitas = Coreen, Cast 

















1@TERED U.S.PATENT OFFICES 
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The type of clever illus- 
tration to be used in full 
color pages in national 
magazines. 


eit 
ett Mia, 
h * . 
ttn wn 
ce 
tay 


To every retailer this message is of emphatic 
importance. It tells of the most ambitious 


advertising campaign ever attempted in the Shoe 
Industry. It tells how this national publicity will 
make trade more active and will actually sell 
more shoes. 


q For years we have been telling the public of 
“F. B & C.’’ We have advertised faith- 
fully and consistently, but we have never at- 
tempted anything as big nor as forceful as the 
campaign that is about to begin. 


It is not the staple lines that stimulate busi- 

J ness—the big element in the life of your shoe 
trade is Style. Through a carefully planned, 
consistent, educational campaign of publicity the 





oe NEW-YORK 


% 
NCE AC 
7p AR > pony of 
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The type of clever illus- 
tration to be used in full 
color pages in national 
magazines. 


Style appeal will dominate. F. Blumenthal 
Company, through The Fashion Publicity Com- 
pany, will become your booster for a more 
profitable business. 


We will employ the most powerful women’s 

magazines, that reach the great masses, as 
well as the quality and class publications. In all 
of these, big space will be used, including full 
pages in colors, and our message to the women 
of America, will bring a very thorough under- 
standing of the Style, Comfort and Quality of 


“F. B & C.”’ kid. 


Attractive window displays in.colors, to link 
up with the national publicity, will be sent 
without charge to retailers who will display them: 


WASHABLE 
he &C” > 
V4 KID 
QS oe 
NB 
Reg.U.S Pat.Off. 
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The type of clever dis- 
play for your store and 
window. 


our FBEC 


wr Booklets — illustrated and in colors— will be 

~~ Y furnished the trade for mailing to their custom- 
S— a ers. Write-ups for local papers—smart electros 
) Hn for local ads—in short, everything that will help 
business, will be carefully designed and served 

to those merchants whose stores are sponsors 


for “F. B & C.’’ 


And, so that retailers can reap the full bene- 

fit of this national advertising, all of thc 
various dealer helps, which we are creating for 
them, are now in work, and will be ready for 
distritution before the magazines, which carry 
the publicity, reach the reading public. 


The advantages to be gained by identifying 
your store with this national Style appeal 
are obvious. Women are going to be more in- 
terested in Style footwear and the shoe shops 


REGISTRATION APPLIED FOR 
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The cover of the smart 
style folder ‘‘Foot Notes” 
—for your customers. 


that tell their buying public that they are pre- 


pared to supply Style shoes of “F. B & C.”’ 
will get the business. 


Further, there may yet be time to have 
your shoes now on order, stamped with the 


“F. B & C.’’ trade mark. It will make the tie- 
up complete. 


For the benefit of those who want to take 

advantage of this unique, aggressive, edu- 
cational campaign, we announce that our na- 
‘tional advertising begins in September. 


For those who request them, 
we will send our dealer helps. 


FASHION PUBLICITY COMPANY 
OF NEW YORK 


owned and controlled by the 
F. BLUMENTHAL COMPANY 


Cakes IAC 


REG.U.S, PAT.OFF.. 
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Cherry Calf Varsity Bal 


Dart Last 


(The New Extreme Narrow Toe) 


The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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NUBUCK GUN METAL 


S) 3 Se) 8 


NUBUCK 


REG. U. S. PAT. OFF. 


HE Name and the Thing. 
The two are Inseparable. . 


The name carries to manufacturer, 
dealer and wearer the assurance of 
definite quality, and is conditioned 
upon the faith of the makers in the 
product. 


Look for the Name. 


Nubuck was originated and is tanned 
exclusively by 





A. C. Lawrence Leather Co. 
161 SOUTH ST., BOSTON, MASS. 


New York Chicago Rochester St. Louis 
Cincinnati Gloversville 


WEILDA 
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Welt 


Whitest White 
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3 FOOT-PALS 
ARE MORE 
THAN A NAME 


Even though the name FOOT- 
PALS is a most appropriate 














one, there’s an intrinsic value 
built into this comfort foot- 
wear that is greater than any 
name. 


You are satisfied when you 








receive them—your customer 
is satisfied when wearing 
FOOT-PALS—from -every 
angle you look at it, this 
splendid selling line should 
be on display in your store. 


Write us for complete particulars. 


MU PeL eT FeTTo ITTITTFeTTTI eI eMMilenimiiiirelliiiiiireniiiiiiiiel lit 








The E-Z WALK MFG. CO., INC. 


ALSO MANUFACTURERS OF THE E-Z WALK ARCH SUPPORTS 


62-70 West 14th Street New York City, N. Y. 
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it If anybody asked you what kind of shoes you want, 
MILWAUKEE you’d say: “Good shoes,’’ and nothingjelse. That’s 
your rule, isn’tit? It’s ours, too, as manufacturers! 


We make a specialty of quality! We aim to make 
high quality higher! To put more and more value 
into each price range, to constantly improve in every 
way. Not merely that; we aim always at Higher methods 
of dealing, of accommodation, of satisfaction-giving; to 
make it more and more a pleasure to you to buy in the 
‘Quality First’? market. 


Milwaukee Shoe Sales Association 


ALBERT TROSTEL & SONS CO. 
BRADLEY & METCALF CO. 
EDMONDS SHOE CO. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 
NUNN, BUSH & WELDON SHOE CO. 

OGDEN SHOE CO. 

PFISTER & VOGEL LEATHER CO. 

ALBERT H. WEINBRENNER CO. 

WEYENBERG SHOE MFG. CO. 


Albert H. Weinbrenner Co. 





July 12, 1919 AND SHOE RECORDER 


MILWAUKEE 


Combined Thought | 
~ Better Product 


HENEVER a man is willing to walk arm in arm with 
another man in the same line of endeavor and reveal 
the problems that are vexing him he usually finds out 

that the other man’s problems are those which he himself is 
endeavoring to solve. Every good business man has thought 
out some particular idea—is doing some particular thing better 
than his business neighbor is doing it. This exchange of thought 
builds a community of business neighbors by taking the good 
ideas of each and putting them together. Every one of that 


group of neighbors is then getting the benefit of the best, ideas of 
each individual. 


This is the principle and the thought underlying the Milwaukee 

market idea. It is this principle worked into leather and shoes 

that has made Milwaukee foremost among the shoe centers of 

the nation for the production of honest quality, satisfying and 

profit-earning shoes. 

It is this principle and this idea that are responsible for making 

Milwaukee the greatest market for high grade shoe leathers in 

this whole, broad land. 

It is this principle—this combined thought—that has crys- 
_ tallized the Milwaukee idea into the Group Trade Mark. 

A great harmonious market produced by the combined efforts of 

the independent, integral parts. 





— 
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Calf, Veals, and Side Leathers 


Suitable to a Wide Range of Shoe Values 


Velours, Lotus, and Pevee Calf are leathers of 
the best quality and suited for the finest.shoes. 
Velours, Lotus, and Pevee Veals or Kips are 
only less desirable than the similar calf leathers. 
Velours, Lotus, and Pevee Sides imitate the calf 
in exactly the same tannage and finish for a 


medium-grade shoe. 


SUSU SESUESUESVESVESESUESVESVA SUAS UESVoSVEVANUESUASVESVASU IOS 


yy 
NY 


The above black and colored ‘‘P. & V.’’ leathers 
for dress shoes show three ranges of value. They 
all give your shoes the highest quality authority. 
They are made the same way and give the same 
durable and satisfactory wear. The sole difference 
is in the nature of the hide. As the animal grows 
older the grain is less fine. This difference is 
minimized by our finishing methodsand selection 
of skins for these leathers. ; 


Send for sample cuttings showing the difference between 
these three leathers 


Pfister & Vogel Leather Co. 


MILWAUKEE, WIS. 
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Uérrect Dodg' ec 


For All Occasions 


IN STOCK 


We are manufacturers exclu- 
sively of turn pumps and ox- 
fords. Our stock on these styles 
is now more complete than ever. wah 13-inch Ger be 


__ ESEE $5. 
i No. 218—Same in dull 
calf. 


UNE innscmmemneey $5.00 


Stock No. 253—Patent Leath- 
er. six eyelet Oxford; 234-inch 
full Louis heel. 
a Sih ated ah gstiebieeosalin sd $6.00 
Stock No. 260—Same in white 
reignskin. 

ri 
Stoc 
Kid. 
Rey eee eee $5.50 
a No. 270—Same in glazed 
id. 
Ey eee ae $5.50 
Stock No. 279—Same in black 
ooze calf. 


Stock No. 160—Patent Leather 
Stock No. 251—Patent Opera, Opera, 14-inch baby Louis 
24-inch full Louis heel. Stock No. 264—Same in heel. 





Price. 00 black satin, only with eye- Sea rer $6.00 
Stock ; lets worked in silk. Stock No. 275—Same in black 
satin. DEN. cndveeacunas $5.00 satin. 

Pats ps0secesancens $5.00 | RPT fe ape $5.00 


Widths — double A to C 











We do not ship orders for less than 12 pairs of any one style. 


a 


Prices and Deliveries Not Guaranteed 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Boston New York ’ Philadelphia Chicago San Francisco 
Montgomery, Ala. Kansas City, Mo. Philippine Islands 


aps 
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All goods sold F. O. B. Newburyport; terms, net 30 days. 
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Unbranded 


cree, | 


ie 


CHERRY 
OXFORD 


READY NOW! 


These most popular of Cherry Sum- 
mer Oxfords are now coming through 
the factory daily and we can make 
immediate shipments from stock. 


Carried Unbranded and shipped in 
plain white cartons if you specify it. 


The only big seller of the summer. 
No. 528—Cherry Calf, Carlton Last, © 


In Stock Widths 0-1-2-3-4 
Price $6.25 


CHARLES A. Eaton ComMPANY 


BROCKTON } MASS. 
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FOOTWEAR FOR WOVEN 
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Bottom filling Korxoled 
welt shoes with ground 


cork and cement. 


OTHING has ever been found to 

take the place of the cork filling be- 

tween the soles of a: welt shoe, be- 

cause cork is resilient and cushion- 

like. This same quality of cork is in 

a large measure responsible for the 

growing use of Korxole, the flexible 

T L = + je A welt ogee 
wit orxole has a springy, pliable, 

_ ayers comfortable bottom which could 
never be found in one of leather. 


' of Comfort Specify Korxole in some of your 


lines, 


Armstrong Cork Company 


132 Twenty-third St., Pittsburgh, Pa. 
Branches in the Principal Cities 





Distributors in New England for 
Korxole and Allied Products 
Armstrong Cork Products Company 
. 403 Shoe and Leather Building 
= 207 Essex Street Boston, Mass. 








Reg. VU. 6. Pat. On. 


** The Flexible Cork Innersole That’s Built Into the Shoe”? 





AND SHOE RECORDER 


What Does a Shoe Sample 
Mean to Your 


Think—Are not most articles of commerce bought 
from dependable samples? Are not most business 
houses classified by their ability to produce and 
reproduce their goods with fidelity to sample? 


Investigate—Wool, cotton, felt, clothing, foods, 
electric supplies, automobiles—all are bought and 
judged by dependable samples. Why not shoes as 
well? 


Solution—If leathers are properly classified and 
sorted and proper inspection set up in the process of 
manufacture, it is just as easy to give guarantees on 
shoes as on other articles of commerce. 


Policy—We. have proved this to our own satisfac- 
tion and to the satisfaction of our customers. 


Proof—Three-quarters of our customers are willing 
and anxious to sign our Trade Acceptances, long 
before they see our shipments. 


P. J. Harney Shoe Company 
Factory and General Offices: 
LYNN . MASSACHUSETTS 


IN STOCK DEPARTMENT—78 Lincoln Street, Boston 
BOSTON OFFICE—183 Essex Street 


COAST DISTRIBUTORS—H. S. Bell & Company, Los Angeles 
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Sizing-In Service 


ITH the placing of 

dealers’ initial orders for 

Fall Bates Shoes now 
substantially completed, our 
Chicago in-stock headquarters 
now becomes for a time an ex- 
traordinary center for the dis- 
tribution of goods to Bates 
Dealers. 


The heavy demands which 
have necessarily been and will 
continue to be made upon this 
Bates stock headquarters have 
constituted as severe a test of 
its facilities and system as could 
probably come about—and we 
have cause to be satisfied with 
the results. 


We wish the Bates Dealers 
and other retail shoe merchants 
to know that our attention is 
closely concentrated upon the 
service work of our Chicago Dis- 
tributing House, and that we 
and its efficient management are 
in daily co-operation to fill tem- 
porary stock-gaps as rapidly as 
possible. 


To the maximum extent of 
our ability goods listed in the 
Bates Spring and Summer Stock 
Catalogue are being kept avail- 
able, in quantity and sizes. Our 
Chicago staff will give its best 
efforts toward supplying Bates 
Dealers with their emergency 
requirements. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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PUMPS, OXFORDS and COLONIALS 


BUYERS IN THE BOSTON MARKET 
WILL FIND OUR SAMPLE ROOM AT 


139: LINCOLN STREET 
FULL OF THE NEWEST STYLES 


FOR THE COMING SEASON 


ALL HIGH GRADE WELTS AND McKAYS 
THAT WILL ATTRACT ATTENTION 


A CORDIAL INVITATION TO INSPECT 
THESE MODELS IS EXTENDED 


A. M. CREIGHTON 


FACTORIES AT 
- MASS. 
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The Better Class 
Shoe Retailers 


say All America Shoes for men 
are satisfactory to their customers 
and profitable merchandise to sell. The reason 
is because All Americas are good shoes and 
carried in stock by our wholesale distribut- 
ing houses. 


RICE & HUTCHINS 


Distributing Houses 


The Rice & Hutchins New York Company The Rice & Hutchins Baltimore Company 

The Rice & Hutchins Atlanta Company The Rice & Hutchins Chicago Company 

The Rice & Hutchins Cleveland Company The Rice & Hutchins Cincinnati Company 

The Rice & Hutchins St. Louis Shoe Co. The Atlas Shoe Company Boston, Mass. 
JosephI. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 











